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How to make filter-failures your road to success 


It’s no problem to find unhappy filter- 
users these days. A lot of the air filters on 
the market today just aren’t equal to the 
demands of modern forced-air and air- 
conditioning systems. 


coon/vran @ PLiornon 


Pliotron—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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That’s where you and PLIOTRON super- 
filters come in. For you install PLIOTRON 
with the knowledge that it will stop fine 
dirt particles ordinary filters only sift— 
up to five times more of them, in fact. 
Customers are bound to be happy with 
that kind of improved filter-power. Result : 
you eliminate a lot of complaints and 
profit-eating call-backs. 


More than that, one PLIOTRON installation 


almost always leads to others. Users want 
more of the same extra-efficient, trouble- 
free filtering in all their air-conditioners 
and heating units. 


Word gets around, too, that you are the 
man who clears up filter-failure problems. 
And that’s the kind of business-boosting 
advertising that you can’t buy—for love 
or money. 


Best of all, the new PLIOTRON CR costs no 
more than less effective filters. And you’ve 
also got the improved PLIOTRON HD Filter 
for critical installations calling for maxi- 
mum filter-power. More details? Just 
write Goodyear, P. O. Box 52, Akron, Ohio. 


leaner air everywhere- 


NEw PLIOTRON air FILTERS BY 
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QUIET 
... its new purr 
means new 
p-r-rofits 


New 


MUELLER CLIMATROL 


938 Remote 
Condensing Unit 


New Standardized Parts .. . New Ease of Servicing 


Large centrifugal blowers, free air-flow design, and 
Vibrasorber mounts hold operating sound to a mini- 
mum. Famous Mueller Climatrol honest-quality 
throughout. Air-moving parts and control panels are 
standardized to minimize your stocking. The side panels 
can be removed easily for quick access to all controls. 
This feature saves time in installation and servicing. 


The Complete Line for Indoor Climate Control (  Macler AF Cinat 


2025 WEST OKLAHOMA AVENUE, MILWAUKEE 1, WISCONSIN 
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Simplified electrical connections. Heavy-gauge weather- 
proof steel casing. Vertical top discharge prevents harm 
to shrubbery. 3-, 4-, or 5-ton sizes for installation with 
our remote coil units. (A.R.I. certified.) Pre-lubricated 
sealed bearings give years of trouble-free service. Versa- 
tile in application. Ask your Mueller. Climatrol repre- 
sentative for the on story. Or write direct. 


O'visStOn OF WORTHINGTON 


1024 WESTMINSTER AVENUE. ALHAMBRA. CALIFORNIA 
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Thumbing Through 
This Month's Artisan 


we find a 
wealth of information in the 
five part series of articles dc 
voted to Standards for Rating 
Residential Cooling Systems 
This special section ts de 
the 
Standards card can be used to 


sizned to show how 
round air con 
business. Newes/ 


Tells How to Se 


Summer 


get more year 
ditroning 
Sales Tool 
lecl omport 
plains how the development 
of this set of standards tor 
rating residential cooling sys 
tems provides design objec 
tives and compares perform- 
ance of installed systems so 


show the 


you can prospect 
what components are neces 
sary to achieve summer com 


fort, and thereby justify the 
cost of a well designed sum 
mer air conditioning system 
Hou la U ve 1 he Standards 
As a Sales Tool illustrates 
how the Standards card can 
be used to provide a basis for 
mutual discussion between 
the prospect and a salesman 
on the type of summer air 
conditioning system wanted, 
and gives the salesman a cluc 
to the prospects major inter 
which 
strongest selling point. Save 
Time by Investing in Adve 
tising points out what meth- 
ods can be used to stimulate 
consumer interest, and 
the Standards card 
when the prospect comes to 


est, indicates 


how 
to use 


you for buying guidance 
How to Profit from the Olde) 
Home Market explains that 
cach modernization prospect 
has a different problem, and 
shows how you can use the 
Standards card to overcom« 
these problems with solutions 
that are easily understood by 
the prospect and builds com 
pany prestige. Help the 
Builder Sell Year "Round An 
Conditioning by using the 
“I'm here to help you” ap- 
proach that is outlined in the 


year ’round combination 
HEATING and COOLING 


JOHNSON FURNACE COMPANY 


west STREET, CLEVEL 


AND 1 


1, 
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fifth part of this series on 
Cooling Standards. 


Fabricating Costs 


. added to 
the cost of labor required for 
the net 
work to 
added over- 
head and all other expenses, 
plus profit to arrive at the 
selling price metal 
work connected with the 1n- 
New Ductwork 
Extamating Tables Spell 
We ight of Sheet Metal and 
Time required tor shop fab- 


crection represents 
the metal 


must be 


cost of 


which 


of the 


stallation 


rication of duct 


joints and 
fittings used in low velocity 
duct systems helps you figure 
your truc fabricating costs. 
We tind the figures in the 
tables can be used to check 
mechanics the time 
required for typical fittings 
and thereby set up a compari- 
son percentage that can be 
applied against the entire job, 
or could be used to build up 
a corrected tabulation based 
upon a particular shop and 
group of mechanics. 


against 


Heating 


sales 


opportunities for direct-tired 


unit heaters are widening 
each year as case histories 
provide more application 


data. How Direct-Fired Unit 
Heaters Serve The Industrial 
Plant Heating Market con- 
tains about the 
various types of direct-fired 
unit heaters that are available 


information 


to meet practically any indus- 
trial plant heating require- 
ment. We find such features 
as versatility of application, 
low initial cost of equipment 
and low annual fuel 
add to the buyers preference. 


costs 


Are You Working 

For a 1939 Salary? 

Is your salary, as a dealer 
contractor, keeping up with 
the trend to higher compen- 
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Repertsl 

Oscar Bra 
Scarlet Glow | 
Engineering Co. 
CHICAGO, ILL. 


‘...with our JOCRFORMER 
Button Punch Snap Lock Machine” 


Quick rolling of both receiver lock and button-punched 


right angle flange is part of the savings... fast duct 
assembly is another. Scarlet Glow’s installers insist on 
this type of duct because there’s no hammer-over-edge... 
no need for hand tools. Insert the flange, give a push and 
.. SNAP! ... the duct is complete, flush corners and all. 
The Lockformer Button Punch Snap Lock Machine 
runs 24 to 30 gauge material at 60 to 65 fpm. It makes a 
neat, foolproof, permanent lock ...at the corner of 
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square duct—not in the middle of one side as with con- 
ventional snap lock joints. Nesting is easy, whether on 
round or square duct. 

Try this: figure out how much 24-30 ga. duct you now 
fabricate ...now figure out your total savings at 6¢ 
to 8¢ a foot ...note how quickly a Lockformer Button 
Punch Snap Lock Machine will pay for itself (initial 
cost $1,293 FOB Chicago), just like it’s doing at 
Scarlet Glow. 


*Price subject to change without notice. 
Ask us for the complete story— 


THE LOCKFORMER COMPANY 


Dept. A 4615 W. Roosevelt Rd., Chicago SO, Ill. 
In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont. 
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sation for management? A 
1939 annual salary of $3000 
must now be $7035 to have 
the same after-taxes purchas 
ing power; $5000 in 1939 
must be $12,113 today; and 
$10,000 in 1939 must be 
$26,000 today. These figures 
are based on reports released 
by the National 


Conference Board 


Industrial 


Workers Have Four Main 
Wants, Survey Shows 


ELMO ROPER 
years of 


analyzed 10 
polls and found 
workers to have only four 
main desires: 1) security 
(right to work continuously 
at reasonable wages); 2) 
advance (to get 
ahead by personal develop- 
ment); 43) 
ognition 
daily 


chance to 


management rec- 
(that workers have 
lives, personal prob 
lems, temptations, loves and 
hates, and other feelings just 
as managers do); 4) feeling 
of contribution (satisfaction 
that through their work they 
contribute something to hu- 


man welfare and happiness). 


Cooling in Classrooms 
Closer Than We Think 


How FAR away is the time 
when air conditioning of 
schools will be common prac- 
tice? Perhaps the answer to 
this question lies in the ability 
of industry salesmen. Minne- 
apolis-Honeywell Regulator 
Co. has been looking into this 
potentially large market and 
reports that newest data com- 
piled by company researchers 
proves conclusively that a 
building designed with air 
conditioning in mind can ac- 
tually cost less to build than 
a conventional building. Even 
if air conditioning is added to 
a conventional building only 
a 4.0 percent increase in 
teaching efficiency is required 
to pay for complete, year 
‘round air conditioning, ac- 


the editor's 


get all the advantages of 


outside lighting 


for your gas appliances 


WRITE FOR 
COMPLETE 
LITERATURE 


safety 
simplicity 
convenience 


dependability 


e Engineered and fabricated to fit 
any gas fired unit and become a 
component of your equipment at a 
surprisingly low cost. Modern Lighter 
Tubes are widely accepted by man- 
ufacturers and utilities. 


ATTENTION ENGINEERS — 


NOW . .. Modern Lighters, Inc. has 
developed a new “carry-over” tube 
for sectional burners . . . approved 
and accepted by leading manufac- 
turers. Send for complete informa- 
tion and samples. 

(U. S. Pat. No. 2728384, Can. Pat. No. 566970) 
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cording to the company. 
It is up to the industry's 


| salesmen to dispel any mis- 


taken impressions that many 
school planners may have 
formed, such as that air con- 
ditioning ‘costs too much.” 
New Honeywell studies show 
that this is a misconception, 
the company says. For if these 
budget minded citizens were 


| to examine the facts (the ac- 


tual economies of air condi- 
tioning), instead of asking 
“What does air conditioning 
cost?’ — they might well ask 
“What does it cost us not to 
have air conditioning?” 

Schools are ideally suited 
for the use of packaged air 
conditioning equipment in- 
stalled by warm air heating 
and air conditioning dealer- 
contractors. Where individual 
room control is desired, pack- 
aged equipment can econom- 
ically provide air conditioning 
for the rooms when needed 
and can be shut down when 
not needed. 

For the larger areas, par- 
ticularly gymnasiums and au- 
ditoriums, where short term 
occupancy occurs, package 
units are even more economi- 
cal. 

Year ‘round air condition- 
ing of schools is based on the 
need for outside air tempera- 
tures below 60 F to offset 
body heat and lighting load 
as well as the sun’s rays. 
These U. S. government fig- 
ures show the percentage of 
classroom time, in various 
cities, when the temperature 
is above 60 F: 


Miami 98% 
Los Angeles 86% 
Dallas 62% 
Washington, D. C. 44Q% 
St. Louis 43% 
Cleveland 34% 
_ Chicago 32% 
| Minneapolis 25% 


These, then, are the per- 
centages of classroom time 
when refrigerated cooling is 
vital, if adequate efficiency in 
teaching and learning is to be 
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6 REASONS WHY 
CENTRAL SYSTEM COOLING UNITS AND HEAT PUMPS 


1.A model for any installation, any cli- 
mate. With Amana Central System air 
conditioning you satisfy the exact needs 
of the residential market, both new and 
existing homes, and most commercial 
applications. You select from a range 
of 2, 3, 4 and 5 ton units in package air 
conditioners, package heat pumps and 
remote air conditioners, both single and 
three phase. A wide selection of models 
help provide your customers with true 
air conditioning comfort—winter and 
summer—no matter what the climate. 


2. One ton of cooling for each horsepower. 
Full capacity Amana Central System 
air conditioning systems are UL listed 
and certified under the new ARI Cer- 
tification Program. Each unit is rated 
at 12,000 BTU/hr. or more per horse- 
power. This means greater performance 
at less cost, greater capacity in BTU 

per hour in both heating and cooling. 


3. Quiet operation. Amana Central Sys- 
tem air conditioning units are quiet by 
design ... and by construction. Turbine 
blowers replace fans. Blower motors 
and compressor are cushion mounted. 
Inch-thick insulation and scientifically 
designed air path with large openings 
provide effective sound absorption. 


FOR THE COMPLETE DETAILS ON AMANA 
CENTRAL SYSTEM AIR CONDITIONERS WRITE 


An ooa 


AMANA REFRIGERATION, 
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INC., AMANA, 


give you a more 
PROFITABLE FRANCHISE 


in the 


air conditioning 
_ business 


4. Long-life performance. Amana Central 


System air conditioning units are built 
to last. Specially designed Amana-built 
coils and high quality components are 
pre-tested under rigid quality control 

. field tested for performance and 
long life. 


5. Four-way rust protection. All interior 
and exterior steel parts are fabricated 
from rust-resistant (galvanized) steel; 
completely bonderized; and then given 
two coats of special formula Epoxy 
resin, baked-on enamel. The finest rust 
protection ever offered. 


Amana 49, lowa 


Conditioners. 


Name 


4 


6. Easy to install at low cost. Amana 
units are designed and engineered to 
provide minimum field installation. 
Package units are pre-wired and incor- 
porate an auxiliary drain connection; 
needs only simplest wire, drain, duct 
connections. Remote units have factory 
installed service valves, liquid line sight 
glass, and dryer. A new practical air 
flow design features in-and-out air flow 
from the same end of the unit. Requires 
minimum space and wide latitude of 
location. 


Amana Refrigeration, Inc. 


Please send me complete information on Amana Central System Air 
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Or 
fiyures do not even include 
the all-important 
time, 


maintained course, these 


summer 
when schools are being 
utilized more every year 


Ways that 


air conditioning 


can pay for itself in a new 
school building arc 

1) By saving on school 
construction. costs 

2) By increasing teaching 
cthiciency as little as 4.0 per 
cont 

5) By increasing student 


learning as little as 2.8 per 


cont 


Need Help Estimating 
Job Costs, Overhead? 


Ir you've been having trouble 


estimating your job costs, 


overhead, ctc., then you'll be 
interested in the comments of 
F. 
tor of 


Trudeau, dealer-contrac 


Bridgeport, Conn., 
who writes 


have 


Practice in 


a copy ot ‘Correct 
Estimating Costs 
and Profits’ and it has proven 
of so much interest to one of 
my sons, who is an estimator 
for a large local heating con 
cern, that he expressed a de 
sire to own onc 

“Since my copy stays in my 
all time, I would ap 
preciate your sending 


files at 
him a 
copy and billing me.” 


Time to Revitalize 
Your Mailing List? 


HAveE you been using direct 
mail but been dissatistied with 
the 
ting? Perhaps the reason for 
the failure of 
produce sufficient leads is the 
mailing list. 


results you've been get- 


direct mail to 


Pitney-Bowes, Inc., recently 
mailed me a booklet entitled 
“How to Use Direct Mail to 
Promote Your Business.” 
This brings up the point that 
“the most carefully thought 
out mailing in the world is 
ineffective unless it’s aimed at 
the right people.” A recent 


.Whether it’s a single template or boots and 
fittings in lots of 10 or 500, stacked 35 to 50 sheets 
high, we saw it on our Lockformer 24S Band Saw 
in a fraction of the time it used to take!” 

That makes the Lockformer Band Saw a mighty 
important piece of equipment at the Acme Furnace 
Fitting Company, Chicago producer of standardized 
pipe, ducts and fittings. Fact is, anything in the shop 
that can be sawed at all is cut on the Lockformer 
Saw because they get neater cuts easier and faster 

. which add up to big savings. 

Performance-wise, Acme is convinced that the 
Lockformer Band Saw beats anything on the market 
with twice its motor size (and three times its price! ). 

How about your shop? Could it use a performer 
like the Lockformer Band Saw?...3-wheel Model 
24S with full 24” throat only $695*; 2-wheel Model 
14SM with 13%” throat only $445*. 


* Prices subject to change without notice. 


. . . Get the whole story in the Band Saw Bulletin. 


[OCKFORMER 
THE LOCK FORMER  o. 


Dept. A 4615 West Roosevelt Road 
Chicago 50, Illinois 


TIME SAVING, 
MONEY MAKING 
EQUIPMENT 


| In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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survey indicates that over 56 
percent of business executives 
change jobs or titles annually. 
And, of course, homeowners 
change addresses frequently 
also. Pitney-Bowes suggests 
these sources for up-to-date 
information for your mailing 
list: 
Telephone 
Local 


Company - 
telephone companies 
often provide a frequently re- 
vised telephone directory 
with phone customers ar- 
ranged by street and district. 
This directory can be rented 
for a limited time at small 
cost. 

Membership Lists — Club 
officers of churches, service 
clubs, social, professional 
business organizations, gen- 
erally will be happy to supply 
you with current lists of 
members. 

Credit Rating Books — 
Poor's, Dun & Bradstreet and 
other widely used reference 
sources are of value in build- 
ing a worth while list of 
names by income. 

Directories The city di- 
rectory is useful in selecting 
prospects by occupation, 
home-ownership and size of 
family. Trade and profession- 
al directories provide worth 


while prospects, including 
top executives in local com- 
panies. 

Public Records — Ex- 
tremely accurate sources for 
names. Generally these rec- 


ords may be examined with- 
out cost. They include: tax 
lists, license and permit rec- 
ords, property valuation and 
street lists. 

Local Neu spapers — For 
news of births, promotions, 
transfers and business activity 
that could add potential cus- 
tomers to your mailing list. 

List Brokers — If you 
want to get started right 
away, on some special promo- 
tional activity, you can rent a 
list, mostly on a one-time 
basis from a broker. 

Inactive Customers — They 
AMERICAN ARTISAN, 
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Basic combination control 
(Series 5010). 


e Electric operator — snap 

action — and A-P's new 
Model 188 thermostat. 
Fashioned with a wall in 
mind, this beauty will 
complement any decor. 


at Pressure regulator. 


Vv Thermal bulb operator 
— modulating/on/off. 


in the act of adding sales appeal 


HERE’S THE PICTURE OF CONTROL FLEXIBILITY .. . control adaptability that 
helps you sell gas space heaters, unit heaters and recessed wall furnaces while 
reducing inventories. It’s all done with A-P’s Series 5010 gas valve — a basic con- 
trol that is easily converted by adding any of the three automatic accessories shown above. 
Stock only the basic valve — add an accessory exactly matched to a customer’s comfort 
and budget preference. 

All accessories can be installed in minutes — there’s no need to break the line. Nothing 
could be simpler . . . more profitable to you. The 5010 “compacks” 85,000-Btu capacity 


into a mere handful. Operates on all gases (with or without regulator). For full details, 
write for Bulletin G180. 


CONTROLS COMPANY OF AMERICA 
HEATING AND AIR CONDITIONING DIVISION 


HAC-11-60 2452 N. 32nd Street, Milwaukee 10, Wis. « COOKSVILLE, Ontario « ZUG, Switzeriand 


AmerICAN ArTISAN, Aprit 1960 


| 
is 
i 
\ 4 
he: 
163 
4 
3 


the editor’s 
notebook 


(Continued) 


bought from you before. 
They may do so again if you 
keep reminding them you're 
still in business. 

Free copies of this book 
are available from Pitney 
Bowes, Inc., Walnut & Pa- 
cific Sts., Stamford, Conn 


Suggests Ways to Help 
in Making Decisions 


HERE'S ANOTHER SBA 
to manage by”: 


‘rule 


Small Business 
Administration 
Washington, D.C 


Dear Mr. Barnes: 

Unless a person is going 
to make every decision from 
scratch, he will have to 
establish some policies and 
some procedures with which 
he can expect to operate his 
business. According to 
Koontz and O'Donnell, au- 
thors of Principles of Man- 
agement, ‘Policies. ate 
plans. They are general state- 
ments, or understandings, 
which guide or channel the 
thinking and action of sub 
ordinates in an enterprise...” 
They might have added that 
policies also guide the think- 
ing and actions of the owner 
or manager as well. 

Management can establish 
a policy of selling at one 
price, of using newspaper ad- 
vertising, of obtaining pros- 
pects, of installing to a cer- 
tain quality, of agreeing that 
the customer is always right. 
The important point is, when 
management has reached a 
conclusion on a_ policy 
problem and made its de- 
cision, it does not have to go 
through the same operation 
again and again, every time 
the problem presents itself. 
This method of operation has 
the great advantage also of 
helping to be consistent in 
dealing with other people, 
whether they are employees, 
customers, or suppliers. 

A procedure, according to 
the same authors, is also a 
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A-J NO-VISION 
ALL ALUMINUM 
GRILLES 


Fixed and Shut-Off Types 


No. A-760-B All Aluminum, No-Vision Grille 


No. A-76-B All Aluminum, Shut 


ALL NEW! The A-J No. 
A-760 and A-76 Series 
no-vision grilles, being 
only 13/16" thick, have 
no bulky depth to extend 
beyond door thickness. 
Excellent for duct installa- 
tion for supply and return 
air. Louvers are on !/," 
centers, and are com- 
pletely sightproof from 
any angle. Free area is 
approximately Cor- 
rosion and rust-proof. 
Requires no upkeep. Satin 
finish is 


Write for new 1960 
FREE catalog! 


A-) Manufacturing Co. 


Dept. A-4 
3601 East 18th Street 
Kansas City 27, Missouri 


-Off Type, No-Vision Grille 
1 TO 2° PARTITION 


MODEL 4760-8 WITH MODEL A-760-8 MODEL A-760-4 
FRAME 


- TO 2” PARTITION 


/ 


MODEL WITH MODEL MOOEL 
(orem) 
(orem) 
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plan. They state: ‘‘Pro- 
cedures . . . involve the selec- 


tion of a course of action and 
apply to future activities.” If 
a decision has been reached 
that all installations must be 
made to meet certain stand- 
ards, the salesman calling on 
prospects knows that they are 
aware of the policy to install 
quality jobs and that these 
installations are backed up 
with prompt servicing. 
Without a policy, proce- 
dures may vary in almost 
every transaction. The sales- 
man will be at liberty to cut 
the price and with it the 
quality and future service. 
Since there is no_ policy 
everyone becomes confused. 
Costs increase, relations with 
others fall apart, volume 
drops and profits disappear. 
Dealer - contractors who 
want to improve their man- 
agement activities can obtain 
assistance from the Small 
Business Administration, 
Washington 25, D. C., by 
writing for the free booklet 
“Small Business Manage- 
ment, What It Is and What 
It Does” and a list of publi- 
cations (many of them free) 
designed to provide guidance 
for the small business man- 


| ager. 


Sincerely, 

Wilford White, Director 

Office of Management 

and Research Assistance 

With this letter, Mr. 
White’s “rules to manage 
by” come to an end. They 
have appeared in the Editor's 
Notebook each month begin- 
ning with May 1959. We are 
pleased to have had this op- 
portunity to work with Mr. 
White to present these im- 
portant factors in the suc- 
cessful operation of a busi- 


ness. 


Clyde y. Barme- 


EDITOR 
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These brand-new units 


NEW PRODUCTS | 


open new markets and protect old markets for 


Here are the latest developments in scientific heating 
and air conditioning! Available now at low com- 
petitive prices after extensive field testing and de- 
velopment work. Together with the other Air 
Conditioning Division winter and summer air con- 
ditioning units, they form a really complete line for 
every installation need and every fuel requirement, 
whether you’re in Maine or the tip of Florida. 


Electric Furnace (Upflow & Downflow) 
—New-fashioned heating plus 
traditional quality! 


Here are the units that will 
keep electric heating in the 
qualified hands of central 
warm air heating and air 
conditioning dealers! The 
furnaces come completely 
assembled, ready to connect 
to a power supply. They are 
factory-wired for 82,000 Btu 
heating capacity; simple re- 
connections can reduce the 
heating capacity by steps 
down to 41,000 Btu. Each 
unit comes in two models: 
one with 1,200 cfm blower 

4 capacity for use with a 2- or 
3-ton ‘‘add-on” cooling unit; and one with 2,000 cfm 
blower capacity for use with a 5-ton ‘“‘add-on’”’ cooling 
unit. Both models are compact enough for installation in 
any convenient location . . . closet, alcove, hallway or 
basement . . . no flue required. And servicing is easy — 
the control panel swings out for easy access. 


Weather Station—Top-quality comfort 
control your customers can see! 


The American-Standard 
Weather Station is a 
profit item that will sell 
on sight. It puts con- 
trols and weather instru- 
ments all in one visually 
dramatic package. It 
prompts home owners to 
brag about the wonderful 
heating and air conditioning system you installed. The 
Weather Station is simple to install. Push buttons set the 
system for heating, cooling or air circulation and filtration 
only. A clock-thermostat maintains temperature control 
with automatic night set-back. There’s a warning light that 
signals when filter needs changing. 
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the warm air heating and air conditioning dealer 


Heat Pumps—Packaged 
and Split-System Models—They heat 
and cool for year-round comfort! 


ACPR 
PACKAGE 
UNIT 


SPLIT 
SYSTEM 


The ACPR Packaged Heat Pump has been called ‘“‘the 
most efficient low-cost central air conditioner on the 
market.”’ It is factory-assembled and pre-wired, ready to 
install in an attic, basement, crawl space, transom or 
central hallway. The Split System consists of the ACBR 
Unit (installed outside the house) and the RCBR Inside 
Unit, with its self-contained, high-capacity blower 
(mounted in the duct system). American-Standard Heat 
Pumps are available in 2, 3, 4 and 5 H.P. A single auto- 
matic thermostat provides the desired temperature in 
both summer and winter, by means of an automatic gas- 
reversing valve in the heat pump. The units have a 
De-icing System, which prevents ice build-up, and a Con- 
densate Removal System. A Supplementary Electric 
Heater, Model SH, is available in four heating capacities 
—13,648, 27,296, 40,944 and 54,592 Btu—and with step- 
by-step cut-in control of the heating elements to prevent 
overloading the power line. 


Get the new data sheets and price lists today 
—your American-Standard Air Conditioning 
Division Distributor has them. 


Amtnican-Standard anc Standard® are trademarks of American Radiator 
& Standard Sanitary Corporation 


Amernican-Standard 


AIR CONDITIONING DIVISION 


ELYRIA + OHIO 
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Comfortable living for them, 
MORE MONEY for YOU 


Install low-cost GM DELCO heating-cooling 


There are units to fit any heating system, new or old. 
Cut costs—use same ducts for heating and cooling. 


Save space—choice of cooling coil sizes to stack on any 
furnace . . . up-flow, down-flow or horizontal. 

Remote condenser is weatherproofed for exterior in- 
stallation. 

Complete blower-and-coil packages for hot water and 
steam systems. 
Quality assurance . . . national-brand acceptance ... | HEATING 
backed by General Motors reputation. COOLING 

Find out more about how you can profit with easy, low- 


cost Delco installations. Product of General Motors 
Get the facts on the complete Delco line of Air Condition- 


ing ... and Heating. Write, wire or phone for full details. DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, N. Y. 
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THESE 5 GREAT THERMOSTATS are visible proof of the quality of your heating 
or air conditioning systems. If your system is General Controls equipped you're telling your prospects it is 
quality-built ... that it’s more efficient ... that it will maintain its reliability for years to come. 


BE QUALITY SURE... ALWAYS SPECIFY GENERAL CONTROLS G N Fe A N T RO LS 


Automatic Contro/s for Product or Process 

Glendale, Calif. Skokie, Ill. Guelph, Ontario, Canada 
Nine plants—44 factory branch offices 

serving the U.S., Canada and Western Europe 


T-190 DECOR... the freshest touch yet in 
room thermostats. And this dependable 
mercury switch thermostat can be color-styled 
to blend with paint, paper or fabric. 


Popular T-99 middle line thermostat features mercury 
switch dependability and clean modern styling. 


T-241 air conditioning mercury switch thermostat with automatic 
switchover for one-spot control of heating and cooling. 


T-270 TEMPOTHERM electric clock 
thermostat for perfect day and night heating 
control the year round. Also available 
Model T-271 for heating and cooling. 


T-265 THERMOSTAT... nite set back and automatic morning 
pickup by simply setting timer knob. Two-wire circuit... 
no extra transformer electrical connections. 
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you benefit, too, 
when the job is 


done with....... COPPER 


The buyer, of course, always benefits from the 
long, trouble-free service copper gives him. You 
gain, too, because his satisfaction is often the 
beginning of your next contract. There are 
practical advantages, also. Copper’s job-site 
workability and ease of joining mean faster in- 
stallation . . . lower costs . . . fewer call backs. 

Hussey top-quality Copper Building Products 
are available from seven warehouses conven- 
iently located in Cleveland, Cincinnati, Chicago, 
Philadelphia, Pittsburgh, New York and St. 
Louis. Specify Hussey copper for all your new 
and replacement work. 


Cc. G. HUSSEY & CO. 


Division of Copper Range Co. 
ROLLING MILLS AND GENERAL OFFICES 
PITTSBURGH 19, PENNSYLVANIA 


HUSSEY ROOFING AND 
BUILDING PRODUCTS 
Copper Sheet Metal 
Copper Eave Troughs 
Copper Ridge Roll 


Majestic 3-way Thru-Wall 
Copper Flashing 


Standard 3-way Flashing 
Roll Copper Flashing 
Parapet Wall Flashing 
Copper Conductor Pipe 
Copper Tube 

Copper and Brass Pipe 
Copper Nails 


Roof Drainage Accessories 
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Air Cooled 


® 


CONDENSING UNITS 


© Low Velocity Top Discharge 
¢ High Capacity Performance 


Advanced — 
Round, Plenum 
Cooling Coils 


Compact — 
Duct Cooling 
Coils 


Versatile — 
Counterflow 
Cooling Coils 


@ Here — for your 1960 business — is a complete 
line of 2, 3, 4 and 5 Ton Luxaire Cooling Units 
that match Luxaire Heating Units with rugged 
construction, uncomplicated design and instal- 
lation ease! 


Minimized — with the completely new 2 and 
4 Ton Luxaire Air Cooled Condensing Units — 
are the twin nuisances of noisy operation and 
high velocity air discharge. A powerful pro- 
peller fan, housed inside the cabinet, blows air 
through the top-mounted condenser coil for low 
velocity discharge. 


A rigid cabinet, constructed of 16 Gauge Zinc 


Counterflow 
Gas and Oil 
Furnaces — 
Counterflow 
Cooling Coil 


Upflow Gas 
and Oil Furnaces 
— Plenum 
Cooling Coil 


Horizontal Gas and Oil Furnaces 
— Duct Cooling Coil 


Reduce Air Noise and Nuisance 


toa Minimum 


ED 


New! 2 H.P. and 4 H.P. Condensing 
Units — Upward Air Discharge — Peak 
Capacities — Outdoor Installation! 


© Compact, Rugged Construction 
© Unexcelled Accessibility 


H.P. and 5 H.P. 
Condensing Units — Top 
Discharge — High Capacities 
an oO ad 


Air Handling 
Blower-Coil 
Units 


Coated Steel with Vinyl Coated Grilles, provides 
extra durability for outdoor installation. 

Together, the advanced Luxaire Condensing 
Units and versatile Luxaire Cooling Coils — Up- 
flow, Horizontal Flow, Counterflow and Blower- 
Coil — make an air conditioning team that is 
unsurpassed for flexibility, performance and com- 
petitive price! 

And the Furnace that will enhance your instal- 
lation is today’s Luxaire — more desirable and 
competitive than ever, with increased air handling 
capacities all along the complete line! 

See your Luxaire jobber, today! 


Combination 
Year ‘Round 
Units — Gas or 
Oil Fired — Air 


Cooling Coil or Water Cooled 


A. OLSEN MANUFACTURING COMPANY « « Etyria, on10 
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MONEY-BACK GUARANTEE ¢ anyone who can 


prove Milcor Roof Ventilators are made with less than 50 sq. in. Free Area 


Because of the great importance of adequate ventilation, 
to you as a contractor, Milcor goes all the way to assure 
you of full free area capacity. 


PROTECT YOUR REPUTATION! 


Most attic ventilation today is INADEQUATE. Insidious dry rot re- 
sulting from trapped moisture is a serious cause of structural 
damage. 


Adequate ventilation means more than installing “a few ventila- 


PROVE IT YOURSELF —send for tors’. It means installing ventilators with enough air capacity to 


ss keep air moving through these spaces. Both you and the home- 


° owner are ahead when you install MILCOR Roof Louvers. They - 
the Milcor Free Area cost no more than most ordinary ventilators — but they provide 
: - more free-area capacity for your money. 
Capacity Rule Milcor Roof Louvers are part of a complete line of Milcor ventila- 


tors for every need. Get them from your jobber. 
It pays to be sure — and you can be sure of full free 
area by using the Milcor Free Area Capacity Rule. Send 
for it today. Use it to compare actual free area capacities 
of other roof louver ventilators against our 50 sq. in., 
actual capacity, covered by our money-back guarantee. a 


FREE VENTILATION CHART AND FHA REQUIREMENTS 


Send for this help in figuring the ventilation you need 
for any house, new or old, 


MILCO 


INLAND STEEL PRODUCTS COMPANY 


DEPT. D, 4025 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 


® 
Member of the «QQ» Stee! Famity 


Stationary Louver — Flush 
and self-casing designs. 
8” x 8” to 24” x 30” 


Under-Eave Louver — 
Finned louvers deflect rain 
and snow. Three sizes, 
4” x16", 6” x 16”, 8” x 16”. 


Triangular Louvers—Fixed 
and adjustable types. Sizes 
to fit various roof pitches. 


Foundation Grilles — For 
crawl spaces and window- 
less basements. Size of 
one concrete block. 


BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, DETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW ORLEANS, NEW YORK, ST. LOUIS 


4 a capacity a 
» _ Metal Ventilator 
Reet — For buildings that | 
5 
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WHAT'S HAPPENING... 


To Study Heating, 
Cooling in Mild 
Climate Areas 


CLEVELAND Providing home 
comfort in dry, high altitude areas 
those with high day and low 
night temperatures and low rain- 
fall and humidity is the target 
of a new research project  spon- 
sored by the National Warm Air 
Heating and Air Conditioning As- 
sociation. Purpose of this investi- 
gation — the “Mild Climate Re- 
search Program” — is to provide 
dealer-contractors and manufac- 
turers with information on those 
areas of the country where ex- 
tremes in temperatures are experi- 
enced on a changing day to day 
basis. Researchers will study: 

1) Control of equipment, both 
heating and cooling, at partial 
load conditions. 

2) Performance of three types 
of distribution systems. 

3) Crawl space moisture prob- 
lems. 

1) Insulation of crawl space 
ductwork. 

5) Soil conditions. 

6) Velocity of air leaving the 
registers. 

7) Return air ducts. 

The investigation will develop 
information on factors which af- 
fect system selection in mild cli- 
mate areas. This information will 
be included in the association’s 
manuals. 


Home Ventilating 
Institute Formed 


New York City —- The Home 
Ventilating Institute, with offices 
at 19 W. 44th St., New York 36, 
has been formed to provide the 
building industry with perform- 
ance standards for selecting kitch- 


(Continued on page 26) 
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SMACNA Director Elected 
President of CMSCI 


Wasnincton, D. C. Robert E. 
Peterson, Peterson Co., Kansas 
City, Mo., a director of the Sheet 
Metal and Air Conditioning Con- 
tractors’ National Association, was 
recently elected president of the 
Council of Mechanical Specialty 
Contracting Industries, Inc.. a 
group composed of the National 
Electrical Contractors’ Association, 
the Mechanical Contractors’ Asso- 
ciation of America, the Sheet 
Metal and Air Conditioning Con- 
tractors’ National Association and 
representatives of the plumbing 
industry. This group has held sev- 
eral meetings to explore mutual 
problems and to develop sugges- 
tions to be presented to the Ameri- 
can Institute of Architects and the 
American Society of Heating, Re- 
frigerating and Air Conditioning 
Engineers. 

The council reports that a task 
group has been working in coop- 
eration with the American Insti- 
tute of Architects on a proposed 
revision to Article 20 of AIA Gen- 
eral Conditions for the Construc- 
tion Contract. The proposed re- 
vision reads as follows: 

“Correction of Work After Final 
Payment: The contractor shall 
remedy any defects due to faulty 
materials or workmanship fur- 
nished by him or by his subcon- 
tractors and pay for any damage 
to other work resulting therefrom. 
which shall appear within a period 
of one year from the date of final 
payment or from the date of the 
owner's substantial usage or oc- 
cupancy of the project, whichever 
is earlier, and in accordance with 
the terms of any special guaran- 
tees provided in the contract. The 
owner shall give notice of such 
observed defects with reasonable 
promptness. All questions arising 


under this article shall be decided 
by the architect subject to arbi- 
tration, notwithstanding final pay- 
ment.” 

This change was reviewed and 
approved by the National Joint 
Cooperative Committee of — the 
AGC-CMSCI, and it recently went 
before the National Joint Commit- 
tee of the AGC-AIA. The latter 
group recommended that the 
change be referred to the AIA 
board of directors with the rec- 
ommendation that it be incorpo- 
rated in the General Conditions. 


Sides Returns 
To Mineral Wool 
Association 


New York City — Fred H. 
Sides has rejoined the National 
Mineral Wool Association as ex- 
ecutive officer. Mr. Sides origi- 
nally joined the association in 
19148, serving as secretary until 
1955 when he resigned to become 
vice president of the Cuneo Press. 


ARI Publishes 
Compressor Standard 


Wasnincton, D. ©. — Air-Con- 
ditioning and Refrigeration Insti- 
tute has published a new standard 
for “Sealed Refrigerant Compres- 
sors and Condensing Units, 20 
Horsepower and Smaller.” The 
new standard, numbered ARI 
Standard 515-60, replaces ARI 
Standard 320-56, “Sealed Refrig- 
erating Condensing Units, Five 
Horsepower and Smaller, for Com- 
mercial Application.” which will 
be withdrawn from circulation. 


(More news on page 22) 
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‘The most excitin 1S AAVANCE SINCE 


HONEYWELLS 


Hy HONEYWt 


For the first time — you can offer a convenient master control for 
year-round air conditioning — that your customer can put in any 
room of his choice, right at his fingertips! 


This Diamond Jubilee product was 
especially designed to help you sell 
more year-round air conditioning 
systems. Honeywell's new Weather 
Station is a complete, precision in- 
strument that's as reliable as it is 
attractive. It controls indoor com- 
fort and checks outside weather con- 
ditions from a single, central loca- 
tion. The convenience of a clock, 
with its night setback feature, a 
barometer and humidity indicator 
also are provided. The panel also 
includes a warning light for clogged 
filter and other minor disorders, thus 
eliminating nuisance service calls. 


This amazing new air condition- 
ing control is typical of many bene- 
fits you gain by working with 
Honeywell. When you handle 
Honeywell products, you have sim- 
plified inventories, easier installa- 
tion and prompt, nationwide service 
when you need it. 

For more information about 
Honeywell's new Weather Station 
or Honeywell's complete line of con- 
trol systems for heating and cooling, 
phone your nearest Honeywell office, 
or write: 

Minneapolis-Honeywell, 
Dept. AA013, Minneapolis 8, Minn. 


Sell these Weather Station benefits to your customers! 


It eliminates 
nuisance service calls 


He can be his 
own weather man 


No more trips 
to the basement 


NI 


EE PARADE OF PRODUCTS 


COOLER 


WARMER 


Honeywell's new Weather Station is being 
pre-sold for you to your prime prospects 
beginning in the April issue of Better 
Homes and Gardens and continuing 
throughout 1960. 


NORMAL | 
| 
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SYSTEM FAN NIGHT SETBACK PANEL LIGHT 
RESET HEAT AUTO. COOL 


OFF ON AUTO 


Weather Station 


Honeywell 


SINCE 186865 
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WHAT'S HAPPENING... 


(Continued from page 19) 


Central Illinois Wholesalers Discuss 


Federal Trade Practice Regulations 


Pron. Owners and top 


policy personnel of wholesalers 
serving the central trad- 
ing area met recently with Wilbur 
R. Bull. executive director. North- 


Aircondi- 


Association. 


american Heating and 
Wholesalers’ 


to discuss reported violations of 


the Federal Trade Commission's 
\ holesale Trade Practice Rules. 
Members and non-members of the 
association were present to learn 
how these rules apply to current 
business practices and how to get 
voluntary compliance with the 
FTC regulations. 

In opening the meeting. Mr. 
Bull. who works actively with the 
Federal Trade Commission. said 
that the Wholesale Trade Practice 
Rules apply only to persons or 
companies engaged in’ interstate 
commerce. However. he pointed 
out. any wholesaler who orders a 
product from an out of state man- 
ufacturer and has it shipped di- 
rect to a dealer-contractor has en- 
gaged in interstate commerce and 
is subject to all the regulations 
contained in the 11 FTC 

After reviewing the rules. Mr. 
Bull stated that Rule 9.) which 


deals with discounts, rebates. re- 


rules, 


funds, ete. is the one most often 
violated. 

Persons found guilty of viola- 
tion can be penalized in different 
ways open to the presiding officer. 
However, the maximum penalty 
usually given for a first offense is 
a fine. Second offenses can result 
in fines or jail sentences or both. 

Reports of continued violations 
may be made to Federal Trade 
Commission, Washington 25, D.C. 
Reports are confidential; how- 
ever, facts must be presented that 
will enable an investigator to get 
quickly to the source of the viola- 


tions. Photostats of invoices, af- 


PREPARING the film “The Devil to Pay’ 
for showing to a group of central Illi- 
nois wholesalers are (| to r) Frank E. 
Mehrings, E. E. Hively, W. R. Bull, Joe 
David and Lee J. Haines 


fidavits and other evidence of un- 
fair trade practices are needed to 
support claims that violations are 
occurring, Mr. Bull stated. 

Wholesalers were advised by 
Mr. Bull against taking at face 
value reports from salesmen and 
customers that abnormal dis- 
counts. rebates. ete. are being 
eiven by competitors. He recom- 
mended that the supposed offender 
be asked to confirm or deny re- 
ports received. “l sually.” he said. 
“there is a big difference between 
what's reported and what is ae- 
tually being offered.” 

At the conclusion of the trade 
practice rules meeting, Mr. Bull 
showed a film entitled “The Devil 
lo Pay.” 
the function of the wholesaler had 


been eliminated by law because. 


In the story presented. 


theoretically, this would) make. it 
possible to reduce the cost of prod- 
ucts sold at the retail level. The 
film showed how difficult it would 
be for manufacturers to supply re- 
tail outlets with the small quanti- 
ties needed. how retail outlets 
would run out of merchandise be- 
cause major transportation facili- 
lies were tied up in making small 


(Continued on page 26) 


Sees Trend Away 
From One-Family 
Residences 


CHicaco Demand for housing 
in the next few years will swing 
toward apartments and away 
from single family dwellings. ae- 
Philip M. Hauser. 


chairman of the University of Chi- 


cagos department 


cording — to 


of sociology. 
Mr. Hauser said that older cou- 
ples and newly married couples 
will supply the apartment demand. 
He pointed out that family units 
are expected to increase by 5 or 
9 million between 1960 and 1970. 
But more than half of the gains 
in the early part of the decade 
will be persons over 55 and about 
one-quarter under 25, he said. 


Three More Areas 
Give OHI Service 
Examinations 


New Yorw 


to certify oil heat servicemen un- 


Examinations 


der standards set by the Distribu- 
tion Division of the Oil Heat In- 
stitute of America were recently 
given by the Michiana Oil Heat 
Institute. South Bend. Ind.: the 
Oil Heat Institute of Indianapolis: 
and the Capital District Fuel As- 
sociation, Albany. Similar 
examinations had previously been 
held in Connecticut and Florida. 
Oil heat companies with over 50 
percent of their servicemen. certi- 
fied under OHI standards are per- 
mitted to display a special seal on 
their trucks. office windows, ete.. 
stating that their oil burner serv- 
ice technicians have been certified 
by the institute. Servicemen_ pass- 
ing the examination are given la- 
pel pins and wallet cards attest- 
ing to their certification. 


(More news on page 26) 
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The “original” quality, job-proven 


BASEBOARD DIFFUSER 


outperforms 4 to 8 foot units!.. 


ENGINEERED FOR PERIMETER HEATING or COMBINATION HEATING & COOLING! 


PERFUSAIRE FEATURES: 


e@Only 18” long, but has capacity of 4’ to 8’ units. Installs easily 
in new or old construction in or against wall or baseboard. 
@ Scientifically angled diffuser blades and engineered built-in 
damper provide maximum throw and spread. No hot or cold spots. 


Diffused air heats entire wall. D.R.P Fioor Diffuser 

e@ Auer engineering and know-how give you the accuracy and system For perimeter floor installations. 
dependability required for true perimeter heating and combi- Built-in damper. Available in 
nation heating and cooling. Helps a good installation deliver sizes 24%”, 4” and 6” widths, 10”, 
maximum efficiency. 12” and 14” lengths. 


“Perfusaire” is provided with convenience “knock-outs” to 
accommodate duct openings in sizes either 2%" x14” or 2%" x12”. 


“REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6603 CLEMENT AVENUE . CLEVELAND 5, OHIO 
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GAS AIR CONDITIONING: 
The ONLY air-cooled, 
add-on gas unit designed 
specifically for present 
warm air systems. Ideal for 
new homes, too. Remote 
unit is easily installed. No 
special wiring required. 
Five-year warranty. Capac- 
ities: 36,000 and 54,000 
B.T.U., A.R.1. Ratings. 


you can sell. 3. Fast delivery. 4. Most flexible financing and credit assistance. 


national reputation. 11. Gas air conditioning. 12. Bryant's financial strength. 
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GAS AND ELECTRIC 
AIR CONDITIONING 


Bryant dealers are in the best position to sell an air conditioning job 
—gas or electric. Almost unlimited coil and condenser combinations. 
They are backed up locally by factory-trained people on engineering, 
layout, supervision...and ABCC, Bryant’s own financing plan. 


12 REASONS WHY YOU'RE AHEAD WITH BRYANT: 1. Most complete line. 2. Exclusive features 


5. On-the-spot counsel. 6. Sales and 
technical training. 7. Business management guidance. 8. Local ad campaigns. 9. Sound selling policies. 10. Bryant's 


Bryant Manufacturing Company, Indianapolis, Indiana 
In Canada, Bryant Manufacturing Ltd., Toronto, Ontario 


ELECTRIC AIR CONDITIONING: 
Adds on easily to present 
warm air heating systems. 
Air-cooled, remote unit. 
Double cooling coils fit on 
top of furnace or in air ducts 
in basement, attic, crawl 
space. Five-year warranty. 
Capacities: 24,000 to 75,000 
B.T.U., certified in accord- 
ance with A.R.1. 210-58. 
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WHAT'S HAPPENING... 


(Continued from page 22) 


Air Force Tackles Improvement of 


Heating Systems for Military Housing 


Ranrou, U.S. Air Force 
recently — with 
representatives of the National 
Warm Air Heating and Air Con- 
ditioning 


engineers met 


Association and other 
groups to discuss the subject. of 
adequate heating systems for mili- 
tary housing. Air Force speakers 
pointed out that) existing 
housing was built hurriedly and 
contains heating systems “leaving 
much to be desired.” 

To meet the problem of mod- 
ernization and also to prevent the 
possibility of inadequate systems 
in new housing, the Air Force has 
scheduled a series of training con- 
ferences for its heating engineers. 
NWAHACA sat 


the initial conference was Gary 


Representing 


Baker. assistant director of tech- 
nical services, who based his dis- 


Wholesalers Discuss 
Trade Practice Rules 


(Continued from page 22) 


deliveries, and, finally, how short- 
ages at the retail level would 
eventually result in higher prices. 

The point brought out by the 
picture is that only wholesalers, 
operating within small zones, can 
adequately handle distribution for 
manufacturers who produce mer- 
chandise in quantities that result 
in lower costs, because distribu- 
tion is handled most efficiently 
when shipments are made in large 
quantities to certain area locations 
from which the merchandise can 
he freely distributed to meet the 
needs of those supplying the pub- 
lic. Thus the wholesaler not only 
makes it possible to cut the cost of 
products at the retail level but he 
is also just as essential to indus- 
try and commerce as are producers 
and consumers. 


cussion on research studies the as- 
sociation has conducted for many 
years at the University of Illinois. 
In his talk, entitled “Obtaining 
Maximum Comfort from a Warm 
Air System.” Mr. Baker covered 
heat loss calculations, duct design. 
sizing of heating equipment and 
other factors that enter into the 
proper design of a warm air heat- 
ing system. 

Shortly after the 
James M. Martin, managing di- 


conference, 


rector of the association, met with 
Air Force heating engineers in 
Washington to discuss a moderni- 
zation program now contemplated. 
According to Mr. Martin, the Air 
Force is embarking on a program 
of modernization of some 37,000 
Wherry housing units includ- 
ing the heating systems. 
NWAHACA’s technical staff is 
currently reviewing architectural 
drawings for military housing to 
assist in the design of air distribu- 
tion systems, Mr. Martin said. 


Air Conditioning 
Film Goes on TV 


“Weather 


or Not,” a motion picture film por- 


WasuHincton, D. C. 


traying the benefits of air condi- 
tioning in the home, office. store. 
hotel, 
as well as publicizing the Air- 
Conditioning and 


factory elsewhere, 
Refrigeration 
Institute’s unitary air conditioner 
certification program, — recently 
made its first appearance on tele- 
vision. Produced as part of a tele- 
vision series sponsored by the Na- 
tional of Manufac- 
turers titled “Industry on Parade,” 


the film will be shown on some 


Association 


stations in the 


television 
United States. 


Form New Home 
Ventilating Group 


(Continued from page 19) 


en exhaust fans. Other objectives 
of the new association are to build 
new markets, upgrade ventilating 
products and inform the public on 
the advantages of proper ventila- 
tion. Charter members of the in- 
stitute are Berns Air King Corp., 
Emerson-Pryne Co., Fasco Indus- 
tries NuTone Inc., Progress 
Mfe. Co.. and the Trade-Wind 
Division of Robbins & Myers Ine. 
Officers are Ralph Pryne, presi- 
dent; E. Herbert Bladh, vice pres- 
ident; and E. B. Thompson, secre- 
tary-treasurer, 


Business Clinics 
To Be Featured 
By Distributors 


PHILADELPHIA — Four business 
featured at the 
spring convention of the National 
Association of Sheet Metal Dis- 
tributors scheduled April 21-22 at 
the Deshler-Hilton hotel, Colum- 
bus. Subjects slated for discussion 


include: 1) Inside the Office, which 


includes financial planning, mar- 


clinics. will be 


gin and turnover, company objec- 
tives, ete.; 2) Outside the Office. 
which will cover such subjects as 
performance standards for sales- 
men; 3) Warehouse and Delivery, 
covering warehouse space, han- 
dling equipment, delivery, inven- 
tory control, etc.; and 4) Adver- 
tising and Sales Promotion, which 
will include discussions on adver- 
tising budgets, new products, di- 
rect mailings, sample boards, etc. 

Cloyd S. Steinmetz, director of 
sales training for Reynolds Metals 
Co., will present a discussion en- 
titled “Training Your Salesmen” 
and W. L. Sandston, supervisor of 


(Continued on page 31) 
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Year-Round Units 
ARE'AT HOME IN ANY ROOM IN THE HOUSE 


e COMPACT 


e REMOTE HEAT EXHAUST 


You don’t have to “hide” a York Comfort Center in the base- 
ment! Its smart, trim lines flatter the most modern interior. 
Provides the ultimate in central heating and cooling in a single 
unit that takes only minimum floor space. Heat Exhaust Section 
is located outside the home. 
Customers really “go” for York’s standout features, too! The 
one-touch-control thermostat that lets them maintain any degree 
of temperature automatically the year-round. The new electronic 
filter that screens out dirt, dust, and soot 400%, more effectively UTILITY ROOM—Low-Boy Model saves 
than ordinary filters. Twin system air conditioning that offers 
a reserve system for peak periods of heat, cuts operating cost : 
15°%. And York’s exclusive Silver ‘““V’’ Burners that multiply 
heating efficiency ...save fuel, service calls, maintenance. Write Electronic er 


today for full details on the complete line. 
Available For Any 
YORK Furnace! 


York Puts More Into Every Unit, So You Get More Out of It! 
A big plus for 


closing a 
BORG-WARNER sale! 400% more 
RESEARCH & ENGINEERING nary filters! Easily installed! Pp 
MAKE IT BETTER formance Proved! 


YORK CORP., SUBSIDIARY OF BORG-WARNER CORP. DIVISION 
WEST GRANTLEY ROAD, YORK, PENNSYLVANIA 


Air Conditioning, Heating, Refrigeration and Ice-Making Equipment « Products for Home, Commercial and Industrial Installations 
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when You STOCK the 


complete Khuile flo line... 


THE FABULOUS 


Easy to 
handle. No 


NEW PERMANENT— WASHABLE 
AIR FILTER 


~~ Washes like a towel... never needs 


a eS BUILT-IN GERM KILLING POWER oiling. Exclusive double-wall design. 


FAMOUS ‘150° HUMIDIFIER 


The ‘150°’ requires NO SERVICING other than occa- 
sional cleaning because there are no moving parts 
to adjust, stick or wear out. Fits all furnaces, every 
type of bonnet, simple to install. Comes complete 
with plates and fittings. 


FURNACE POWER HUMIDIFIER 


Efficient high capacity unit adds humidity in pure 
vapor form to even largest homes. When furnace 
blower comes on, humidifier fan and recirculating 
pump go to work! 110 volt A.C., no drain connections, 
no drain problems. Humidistat package available. 


PORTABLE POWER HUMIDIFIER 


Handsome portable distributes humidity in pure vapor 
form. High capacity 110 volt A.C. unit has simple 
pushbutton controls. Built-in humidistat. Humidifies 
even the largest homes. Attractive cabinet blends 
with any decore. 


low FAIRWAY HUMIDIFIER 


cost 


Best low-cost humidifier on the market today. First 
in simplicity, efficiency, economy. One model fits all 
furnaces, comes complete with 5 evaporator plates 
and all fittings. 


Expertly 
engineered for 


rer 


FUEL OIL FILTERS EVAPORATOR PLATES 


Standard and Unbreakable, 

King size. last longer. 
Finest Universal 

CORPORATION size, 


Detroit 39, Michigan 
IN CANADA: 1305 Windsor — Windsor, Ontario 
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“35 YEARS SURE CUTTING AND 
NEVER NEEDED SHARPENING!” 


4 


aS 


“I depend on my Wiss snips. They’ve never failed me 
once. Kept the same sharp cutting power and perform- 
ance as the first day I used them. That’s what I call getting 
my money’s worth. 

“In our kind of work you need tools you can depend 
on to deliver. That's why we use Wiss. Dependability, 
quality, and over-all economy.” 

Mr. Finch has a real Wiss point there. Economy! You 
get years of perfect performance from Wiss snips. Hand 
craftsmanship builds quality into every Wiss tool. No mat- 
ter what your cutting problem, there’s a Wiss snips to fill 
the bill. Next time, specify Wiss snips for precision cutting 
instruments. 


... Says J. E. Finch, Heyse Sheet Metal and Roofing Co., Inc., Colorado Springs, C 


Inlaid @ Metal-Master ® Solid-Steel 


WISS INLAID BLADE SNIPS cut with lasting sharpness, tre- 
mendous power. High carbon crucible steel blades, welded 
to hot drop-forged frames. Complete range of sizes, 11/2” 
to 17”. Models: straight cutting, circular cutting, curved 
blades, and bulldog notching. 

WISS METAL-MASTER AVIATION SNIPS, with amazing 
compound action, cut with half the effort required by con- 
ventional snips! They are preferred by many for their com- 
pact size, and ability to make intricate cuts. Left, right and 
straight cutting models, only 934” long, cuts 18 gauge metal. 
Bulldog combination model, 914” long, cuts 16 gauge stain- 
less steel! 

WISS SOLID STEEL SNIPS, made from a special grade of 
solid tool steel, are available in straight cutting, circular 
cutting and bulldog models from 7” to 16”. Priced slightly 
lower than inlaid snips. 


. .. Made by Metal Craftsmen for use by Metal Craftsmen 


J. wWISS SONS CO., NEWARK 7, N. J. 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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Models 


America’s newest line of high-quality Air 
Conditioning, Refrigerating and Heating 
Equipment. Illustrated Catalogs on request. 


SELF-CONTAINED AIR CONDITIONERS © HEAT PUMPS ¢® AIR AND WATER COOLED CONDENSING UNITS ¢ 

COOLED PACKAGED CHILLERS * COOLING TOWERS ¢ EVAPORATOR CONDENSERS ¢ GAS FIRED HL-BOY FURNA 
HORIZONTAL FORCED AIR FURNACES ¢ GAS FIRED BOILER UNITS ¢ CLOVERDALE HOT WATER BOILERS © RESID 
BOILER BURNER UNITS COMMERCIAL OIL FIRED BOILER BURNER UNITS COUNTERFLO. SUSPENDED, AND LO-BGY 
WINTER AIR CONDITIONERS * COMBINATION HEATING AND AIR CONDITIONING UNITS ¢ UNIT HEATERS © DUCT SiRaemem 
RESIDENTIAL RADIATION BASEBOARD 


Welbilt AIR CONDITIONING and HEATING CORP. 


OF CORPORATION Farmingdale, New Jersey 
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WHAT'S HAPPENING... 


(Continued from page 26) 


Columbus Gets 
New Heating Code 


The City of 


Columbus recently passed a new 


Co_umsus, 0. 


code listing rules and regulations 
for fuel burning equipment and 
equipment pertaining thereto. The 
code is divided into 12 sections as 
follows: 

1) General Rules and Fees. 

2) Chimneys. 

3) Flue Pipe or Breeching. 

4) Boilers. 

5) Warm Air Units. 

6) Stokers. 

7) Overfire Air Jets. 

8) Oil Burners. 

9) Requirements for Installa- 
tion of Gas Burning Equipment 
Larger than 400,000 Btuh Input. 
General. 

10) Combination Oil and Gas 
Burners. 

11) General Requirements for 
Equipment Not Completely Cov- 
ered by These Rules and Regula- 
tions. 


12) Equipment. 


Report Unitary 


Air Conditioner 
Shipments on Rise 


Wasuincton, D. C. — Manufae- 
turers) shipments of unitary air 
conditioners reported to Air-Con- 
ditioning and Refrigeration Insti- 
tute for the year 1959 totaled 
285.935 units, a gain of 49 per- 
cent over 1958, according to ARI. 
It is estimated that the units re- 
ported to ARI represent more than 
85 percent of the industry total. 

Heat pump shipments showed 
the larve*t increase of all unitary 
types in 1959, according to ARI. 
The report shows a total of 35, 
167 units, a gain of 94 percent 
over the 1958 total. 
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Spending Up 
For Residential 
Construction 


Wasuincton, D. C. — Spending 
for private residential construc- 
tion in February amounted to 
$1.4 billion, according to prelimi- 
nary estimates of the Bureau of 
the Census, U. S. Department of 
Commerce. This was 7 percent be- 
low the January level, less than the 
normal seasonal decline between 
January and February, and 2 per- 
cent above the February 1959 
level. 


NASMD to Feature 
Business Clinics 


(Continued from page 26) 


economic research for Armco Steel 
Corp., will discuss business condi- 
tions and trends. 

Officers, executive committee 
and advisory board will meet in a 
preconvention session beginning 
at 12:30 p.m. on Wednesday. 


Hold Problem-Solving 
Meeting at Buffalo 


BurraLo, N. Y. — “Recent De- 
velopments in Creative Education” 
and “The Creative Process — 
Difficulties, Techniques and Op- 
portunities” are among the sub- 
jects slated for discussion at the 
sixth annual Creative Problem- 
Solving Institute to be held June 
27-29 under the sponsorship of 
the University of Buffalo. Par- 
ticipants will break into groups of 
10 for the course sessions, which 
will all be held in the Tower Resi- 
dence Hall, University of Buffalo. 

According to Dr. Sidney J. 
Barnes, director of creative edu- 
cation at the university, objectives 


(Continued on page 32) 


NWAHACA Schedules 
Semi-Annual Meetings 


CLEVELAND — Semi-annual meet- 
ings of the committees, councils 
and board of trustees of the Na- 
tional Warm Air Heating and Air 
Conditioning Association will be 
held at the Statler-Hilton Hotel, 
Cleveland, according to Harry C. 
Gurney, president of the associa- 
tion. Dates have been scheduled 
for the manual committees as fol- 
lows: 
Technical Data May 2-3 
System Performance May 5-6 
Air Conditioning Load 
Calculation May 5-6 
Convection Systems May 10-11 
Panel & Panel-Convec- 
tion May 10-11 
Systems Classification May 12-13 
Manual 9 May 12-13 
Other semi-annual meetings 
have been scheduled to be held on 
the following dates: 
Short Course Committee May 17 
Chairmen’s Committee of 
Marketing Council May 19-20 


Research Advisory 


Council June 2-3 
Application Engineering 

Council June 7-8 
Executive & Finance 

Committees June 21 
Board of Trustees 

Meeting June 22-23 


Gas Water Heater 
Sales Reach Peak 


New York Crry — Manufactur- 
ers of gas-fired water heaters 
shipped 10.6 percent more units 
in 1959 than they did in the 
previous year, according to the 
Gas Appliance Manufacturers 
Association. The 1959 total — 
2,957,200 — also exceeded the 
industry’s all-time high recorded 


in 1956, GAMA reports. 
(More news on page 32) 
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ror AQUALITY 
BUY 


STANDARDIZE 
100% 
ON SOUTHERN 
FASTENERS 


Southern Screw is a fastener special- 
ist—makes nothing else. 


if you aren't a Southern Screw cus- 
tomer, now's the time to call on South- 
ern for your one source supply for 
every fastener requirement. Southern’s 
stock of over 1,500,000,000 USA-made 
screws means that the specials you 
need may be in Southern’s stock as 
standards, ready for shipment—today. 
So for quality screws and quality serv- 
ice, standardize 100% on Southern. 
Send your orders to Southern Screw 
Company, Box 1360, Statesville, N. C. 

Manufacturing & Main Stock 

in Statesville, North Carolina 


Warehouses: 
New York @ Chicago @ Dallas @ Los Angeles 


Machine Screws & Nuts Tapping 
Screws © Wood Screws ® Stove Bolts ©@ 
Drive Screws © Hanger Bolts ® Carriage 


Bolts ® Dowel Screws 


Continuous Threaded Studs 


SCREW COMPANY 


WHAT'S 
HAPPENING 


Problem-Solving 
Meeting Held 


(Continued from page 31) 


of the 
are: Self-Improvement. to en- 
able their 
creative ability; 2) Education, to 
teach members how to teach others 
to be 


tional Use. to 


problem-solving — institute 


members enhance 


more creative: Opera- 


train members in 
the use of proven techniques for 
maximum production of ideas and 
for processing tentative ideas in- 
to usable ideas: 4) Leadership, 

prepare members for leadership 
in organizing and conducting cre- 
ative 


problem-solving activities; 


5) Knowledge, to enlighten mem- 
bers on the latest developments 
and research in the creative think- 
ing field; and 6) Interchange. to 
provide opportunity for members 
to confer personally with one an- 


other. 


NWAHACA Lists 
New Prices 


CLEVELAND A new price list 
for manuals and worksheets pub- 
lished by the National Warm Air 
Heating and = Air 


Association is now available. 


Conditioning 
New 
prices for manuals are as follows: 
No. 1, 2. 5. 7 and 7A — $1.00: 
No. 3, 8 and 11, $1.50; No. 
and 10 $1.25: No. 4 $1.75: 
No. 3 (Simplified ) 75 cents: 
No. 9 (Supplement) 
The digest is $1.50, 
Worksheets (per 100 
are: | $20.00; 
3, 4, 6. 9A, OB, 9¢ 


50 cents. 


copies ) 
Forms 2. 
and 1] 


oak Forms 2A, 6A and 10 
$5.00; Forms 41 and 46 - 
$10.00; Form H] $8.00. 


The complete Warm Air Heat- 


ing and Air Conditioning Library 


is priced at $20.00. 


G-B DUCT 
DISTRIBUTORS 
(See ad on facing page) 


AKRON, Ohio, The Asbestos Supply Co 
ALBANY, Ga., Industry Insulation Co. 
ALBUQUERQUE. N. M., Mt. States Insulation Co. 
LLO, Tex., Morrison Supply Co 
ATLANTA. Ga., Reyno lds Aluminum Supply Co 
The Thompson Company 
AUGUSTA, Ga., Noland Company 
BALTIMORE, Md., Leroy Insulation Company 
BANGOR, Me., Eastern Glass Co 
BATON ROUGE, La., Eagle Asbestos and Packing Co. 
BEAUMONT, Tex., Coburn Supply Co 
Solar Supply Company 
BILLINGS, Mont., Big Horn Supply, Inc. 
BIRMINGHAM, Ala., Hall-Newsome Co. 
Hart-Greer, Inc. 
Reynolds Aluminum Supply Co 
Shook & Fletcher Supply Co 
BORGER, Tex., Western Chem. & Supply Co 
BOSTON, Mass., Homans-Kohler, Inc, 
BRUNSWICK, Ga., Laker Bros., Inc 
BUFFALO, N. Y., Industrial Insulation Sales, Inc. 
North Star Supply Company 
CHAMPAIGN, Iil., The Lewie David Co 
CHARLESTON, S. C., Baker Bros. Co 
CHARLESTON, W. Va., Asbestos & Insulating Co 
Dunbar Metal & Sup. Co., Inc 
CHARLOTTE, N. C., Metal Service, Corp 
CHATTANOOGA. Tenn., Noland Co 
CHICAGO, ¢.¢ ariso mn Company 
Talbe rg Asbestos & Cork Co, 
CINCINNATI, Ohio, Van Dyke Supply Co 
CLEVELAND, Ohio, Ohio Asbestos & Ins. Co 
COLUMBUS, Ohio, Santeler Lrothers 
Culberg of Ohio 
CORPUS CHRISTI, Tex., Precision Insulation Co. 
DALLAS, Tex., layne -Ladewig. Inc 
DAYTON, Ohio, A & II Supply Co 
DAYTONA BEACH, Fla., B&F Insulation Co 
DAVENPORT, lowa, Republic Electric Co 
DECATUR, Ga., Lennox Industries 
DENVER, Colo., Gene Wright Lumber Co 
DES MOINES, lowa, lowa Asbestos Company, Inc. 
DETROIT, Mich., G. L. Jolnston Co 
ENGLEWOOD, N. Mee Englewood Supply Co 
EVANSVILLE, Ind., George Koch Sons, Inc. 
FT. WORTH, Tex., Bracken Co. 
GAINESVILLE, Fia., Itaker Bros. Co 
GULFPORT, Miss., Paine Supply Co 
pt N. Y., Air Supply Co 
USTON, Tex., Precision Insulation Co 
INDIANAPOLIS, Ind., Lyon Lumber & Supply 
JACKSON, Miss., laine Refrigeration & Supply Co. 
JACKSONVILLE, Fla., Baker Bros. Co 
Florida Air Conditioners 
Reynolds Aluminum Supply Co 
KANSAS CITY, Mo., Central Supply Co 
Kelley Asbestos Co 
Superior Distributing Corp 
KNOXVILLE, Tenn., FE. B. Copeland Co 
Holston Air Conditioning Corp 
LAKE CHARLES, La., Coburn Supply Co 
Solar Supply Company 
LAR Tex., Anderson-Sturgis Company 
LITTLE ROCK, Ark., Gunn Distributing Co 


155, Ine 
LOS ANGELES, Calif.. Western Fibrous Glass Prod. Co 
ret At Ky., General Insulation & Roofing Co 
BBOCK, Tex., Anderson-Young Elec. Co 
Mechanical Equipment Co, 
Morrison Supply Co 
MACON, Ga., Industry Insulation Co 
MARIETTA, Ohio, Asbestos & Insulating Co. 
MEMPHIS, Tenn., A. T. Distributors, Ine 
MIAMI, Fla., Reynolds Aluminum Supply Co. 
Southern Metal Prod. Co, 
MILWAUKEE, Wise., F. R. Dengel Co 
MINNEAPOLIS, Minn., Asbestos Products, Inc. 
MYRTLE BEACH, S. C., Air Conditioning Supply 
NASHVILLE, Tenn., Central Air Conditioning & 
Heating ¢ 
Reynolds Aluminum Supply Co, 
NEW IBERIA, La., Brooks Electronics 
NEW ORLEANS, La., Eagle Asbestos & Packing Co. 
Solar Supply Co. 
NORFOLK, Va., Automatic Equipment Sales Co, 
NORTH PLAINFIELD, N. J., United Supply Co 
ODESSA, Tex., Morrison Supply Co 
Western Chemical & Supply Co 
OKLAHOMA CITY, Okia., Ball Dist. & Engineering Co. 
OMAHA, Nebr., Cardin Supply & Mfg. Co. 
ORANGE, Conn., Ins mn Supp ily Co 
ORLANDO, Fia., Lake 
OWENSBORO, Ky., Weste! m Keates ky Gas Co. 
PASSAIC, N. J., Kal Supply Co 
PHILADELPHIA, Pa., John F. Scanian, Inc. 
PHOENIX, Ariz., Kircher Asbestos & Rubber Co, 
PITTSBURGH, Pa., Keystone Div. of Dravo Corp. 
PORT ARTHUR, Tex., Coburn Supply Co 
PORTLAND, Me., Wastern Glass Co. 
PORTLAND, Ore., Western Fibrous Glass 
RALEIGH. N. C., Reynolds Aluminum Supply Co. 
RED BANK, N. J., Altex Pipe & Supply Co. 
RICHMOND, Va., Automatic Equip. Sales Co., Ine 
Re ey Ids Aluminum Supply ‘Co, 
ROCHESTER, N. Y., J. F. Burnett, Jr., Ine. 
io chester Oil Burner Company 
ROCKFORD, Mott Brothers Co. 
SALT LAKE CITY, Utah, Bullough Asbestos Sup. Co. 
To .» San Antonio Machine & Supply 
SAN DIEGO, Calif., Western Fibrous Glass Prod. Co 
SAN FRANCISCO, Calif., Western Fibrous Glass Prod 
SAVANNAH, Ga., Laker Bros 
Reynolds Aluminum Supply Co 
SEATTLE, Wash., Western Fibrous Glass Prod. 
SHREVEPORT, La., Frith Sales Co. 
SOUTH BEND, tnd., Conditioned Air, Div. of Place & Co 
ST. PAUL, Minn., Asbestos Products, Inc. 
SULLIVAN, II1., Lewie David, Inc 
SYRACUSE, N. Y., Burnett Process, Inc. 
Fla., Baker's, Inc. 
TAMPA, Fla., Eagle Roofing & Art Metal Works, Inc. 
TULSA “Okla., Ball Distributing & Engr. Co. 
VALDOSTA, Ga., Baker Bros 
WASHINGTON, D. C., Walter FE. Campbell Co. 
WINSTON-SALEM, N. C., Air Conditioning Supply 


DUCT 3-14-60 
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There is no substitute for quality. Fas- a ; 
: 
teners are no exception to this rule. If 
you produce quality work it's only 
natural that you buy quality fasteners. 
Q. 
32 


OBUILT-IN” SOUND TRAPS—Every foot of this round, pre- 
fabricated glass fiber duct contains millions of sound-absorbing cells 
that soak up “whooshing” and cross-talk noises. 


@ OUTSTANDING THERMAL PROTECTION — Because it 
is made entirely of uniformly-thick glass fiber insulation, G-B DUCT 
provides maximum protection against heat loss or heat gain. 


@ NO MOISTURE CONDENSATION — Ducts stay dry and 
moisture-free because G-B DUCT is made of insulation completely 
encased in a rugged, airtight vapor barrier. 


© LESS SUSCEPTIBLE TO DAMAGE—G-8 DUCT’s highly re- 
silient all-glass-fiber walls are almost immune to damage. If bent, 
G-B DUCT will snap back to original shape without tearing or weaken- 
ing the fibers. 


© cuTS INSTALLATION TIME ALMOST IN HALF —¢-3 

outs performe DUCT is available in standard sheet metal sizes, assembles with 
standard fittings, and is easily “tailor-cut” with a knife and factory- 
supplied templates. 


all other SEE ADJOINING COLUMN FOR NAME OF NEARBY DISTRIBUTOR, OR WRITE 


204 W. 10th St., Kansas City, Mo. 
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NEW ENGLAND STATES 

Bruce and Cook, Inc., 
Stamford, Connecticut 

Edgcomb Steel of New England, Inc. 
Milford, Connecticut 
Boston, Massachusetts 
Nashua, New Hampshire 
Slatersville, Rhode Island 
Bennington, Vermont 

Hawkridge Brothers Company 
Boston 10, Massachusetts 

MIDDLE ATLANTIC STATES 

Abarry Steel Company 
Perth Amboy, New Jersey 

Atlas Steel Supply Company 
Morris Plains, New Jersey 

Benedict-Miller, inc. 
Lyndhurst, New Jersey 

Fisher Bros. Steel Corp. 
Englewood, New Jersey 

International Corporation 
Hillside, New Jersey 

Miller Steel Company, Inc. 
Hillside, New Jersey 

Atias Supply Company, Inc. 
Bronx 58, New York 

Beals, McCarthy and Rogers, Inc. 
Buffalo 5, New York 

Brace-Mueller-Huntley, Inc. 
Buffalo, New York 
Rochester, New York 

_. Syracuse, New York 

Ernst Iron Works 

| Buffalo, New York 

|Foliansbee Metals Corp. of New York 

| Rochester, New York 

Hamsley, Inc. 
Brooklyn 32, New York 


K, & S. Metal Supply, Inc. 
Long Island City, New York 
Metal Purchasing Company, Inc. 
New York 1, New York 
Schwarz and Cohn, Inc, 
Brooklyn, New York 
Hill-Chase and Company, Inc. 
Philadelphia 34, Pennsylvania 
Potts-Farrington Company 
Philadelphia 29, Pennsylvania 
Horace T. Potts Company 
Philadelphia 34, Pennsylvania 
The Warren Company 
Erie, Pennsylvania 
Williams and Company, Inc. 
Pittsburgh 33, Pennsylvania 


EAST NORTH CENTRAL STATES 


Chicago Steel Service Company 
Chicago 32, Illinois 

Hubbell Metals Inc. 
Indianapolis 2, Indiana 

Ohio Valley Hardware & Roofing 
Company 
Evansville, Indiana 

Huron Steel Company 
Detroit 16, Michigan 

Meier Brass & Aluminum 
Hazel Park, Michigan 


The Ohio Metal & Manufacturing Co. 


Dayton 2, Ohio 

Vorys Brothers, Inc. 
Columbus 8, Ohio 

Williams and Company, Inc. 
Cleveland 14, Ohio 
Cincinnati 29, Ohio 
Columbus 8, Ohio 
Toledo 12, Ohio 
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WEST NORTH CENTRAL STATES 
Hammond Sheet Metal Company 
St. Louis 5, Missouri 
Hubbell Metals Inc. 
Kansas City 16, Missouri 
St. Lovis 3, Missouri 
E. M. Jorgensen Company 
Wichita, Kansas 
Marsh Steel Corporation 
Wichita, Kansas 
North Kansas City 16, Missouri 
SOUTH ATLANTIC STATES 
Eagle Roofing and Art Metal 
Works, Inc. 
Tampa, Florida 
Reynolds Al 


You'll get more than sympathy from 


your Republic Stainless Steel Distributor! 


Like the world’s most dependable stainless steel— 
ENDURO® — your Republic Stainless Steel distributor 
is the predictable type. Pressure on? Call him now 
for unbiased technical assistance, unbeatable stain- 
ae less steel, unconditional dedication to service. 

, His business is designed that way: around a com- 
plete selection of stainless steel . . . adequate stocks 
. .. full-time delivery system that can be there fast. 
Pressure on or pressure off, this is a good man to know! 


REPUBLIC 
Stainless Steel 


CALL YOUR REPUBLIC STAINLESS STEEL DISTRIBUTOR AT THESE STEEL SERVICE CENTERS 


EAST SOUTH CENTRAL STATES 

Atlantic Steel Company 
Birmingham, Alabama 

Reynolds Aluminum Supply Company 
Birmingham, Alabama 
Louisville, Kentucky 
Memphis, Tennessee 
Nashville, Tennessee 

J. M. Tull Metal & Supply Co., Inc. 
Birmingham, Alabama 

Hubbell Metals Inc. 
Louisville, Kentucky 
Memphis, Tennessee 

Williams and Company, Inc. 


Supply C 
Miami, Florida 

Atlanta 1, Georgia 
Savannah, Georgia 
Raleigh, North Carolina 
Richmond , Virginia 


J. M. Tull Metal and Supply Co., Inc. 


Jacksonville, Florida 

Miami, Florida 

Tampa, Florida 

Atlanta 2, Georgia 
Atlantic Steel Company 

Atlanta 1, Georgia 
Hubbell Metals Inc. 

Marietta, Georgia 
Hill-Chase Steel Company 

of Maryland 

Baltimore 3, Maryland 
Vance Iron and Steel Company 

Charlotte, North Carolina 
Dominion Culvert and 

Metal Corporation 

Roanoke 5, Virginia 


lie 3, Kentucky 
Mid-State Steel, Inc. 
Nashville, Tennessee 
Siskin Steel and Supply Company, Inc. 
Chattanooga, Tennessee 
Vance Iron and Steel Company 
Chattanooga, Tennessee 
WEST SOUTH CENTRAL STATES 
Hammond Sheet Metal Company 
Fort Smith, Arkansas 
Little Rock, Arkansas 
Marsh Steel Corporation 
Baton Rouge, Louisiana 
E. M. Jorgensen Company 
Tulsa 5, Oklahoma 
Dallas 22, Texas 
Houston |, Texas 
MOUNTAIN STATES 


Ducommun Metals & Supply Co, 
Phoenix, Arizona 


E. M. Jorgensen Company 
Denver, Colorado 
Phoenix, Arizona 

Marsh Steel Corporation 
Denver 16, Colorado 

Pacific Metal Company 
Boise, Idaho 

Structural Steel and Forge Co. 
Salt Lake City, Utah 


PACIFIC STATES 

Allen Fry Steel Company 
Los Angeles, California 

Ducommun Metals & Supply Co. 
Berkely 10, California 
Los Angeles 54, California 
National City, California 
Seattle 8, Washington 

E. M. Jorgensen Company 
Los Angeles 54, California 
Oakland 23, California 
Seattle 24, Washington 

American Steel Warehouse Co. 
Portiand 14, Oregon 

Pacific Metal Company 
Portiand 9, Oregon 
Seattle, Washington 


CANADA 
Drummond McCall and Co., Ltd. 
Toronto, Ontario 
Montreal, Quebec 
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Soq/-Tite* duct, pipe & fittings 
guarantee a faster, better installation! 


JOB: One man to install all duct and fittings, plenum 
to register, with 8 average warm air runs and 1 
central return air. 


INSTALLATION METHOD LABOR TIME 


Average Prefabricated 
or Shopmade Duct & Fittings 


Seal-Tite* Duct & Fittings........ 


16 hrs. 8 min. 


.. 14 hrs. 1 min. 


YOU SAVE...2 hrs. 7 min. 


2 Hrs., 7 Min. X Your Hourly Rate=$___m_ SAVED! 
*T/M 


AMERICAN ARTISAN, APRIL 1960 


Figure out for yourself just how much you can save. 
Even better, try Seal-Tite on one of your jobs and 
make your own “‘stopwatch test’. AND . . . Seal-Tite 
duct and fittings fit perfectly . . . have custom-made 
appearance . . . maximum efficiency. 


THE WILLIAMSON COMPANY 
3310-U-4 Madison Road, Cincinnati 9, Ohio 
Tell me more about Williamson Seal-Tite*! 


NAME 


ADDRESS. 


CITY ZONE___ STATE 


a 

FIRM 

B 
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CARRIER CLIMATE CENTER 


Another Carrier first. Dramatic Climate Center enables 
the homeowner to tell his weather at a glance, dial the 


climate he likes best, also make sure his air condition- 
ing system is operating efficiently and economically. All 
this from an 8 x 14 inch satin aluminum panel that 
installs easily between the studs in any room. 


CARRIER ROOM AIR CONDITIONERS 


The Royal Family of Air Conditioning, with power 
models for the largest rooms... prestige models for 
the finest homes... promotional models for price- 
conscious buyers. Twenty-two models, from the 2-hp 
“carry home” Portable to the super-powered 242-hp 
Imperial provide a model for every prospect. 


CARRIER HEAT PUMP WEATHERMAKERS 


The line is complete from ¥2 ton to 10 tons. It includes 
a Portable for a single room, one-piece units for smaller 
homes and two-piece models for larger homes. The 
larger models feature “Climate Balanced Design,” which 
provides maximum working efficiency over the entire 
range of year-round temperatures. 


AMERICAN ARTISAN, AprRIL 1960 
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CARRIER OUTDOOR REFRIGERATION SECTIONS 


These versatile air-cooled units can be combined 
with various indoor cooling coil sections to provide 
summer air conditioning in new and existing homes. 
Often teamed with Carrier forced air furnace for year- 
round service. Can be installed almost anywhere — 
rooftop, yard or breezeway. Capacities: 1.8 to 10.7 tons. 


CARRIER AIR PURIFIER 


Latest product of Carrier research, this sensational 
new unit cleans the air and humidifies in winter. 
Through a unique self-cleaning process, it filters the 
air of odors, removes pollen and other harmful ele- 
ments. Easily attached to a forced air furnace or 
air conditioning system. The newest Carrier exclusive 
for Carrier dealers. 


CARRIER UNIVERSAL WEATHERMAKERS 


Here’s a summer air conditioner that can provide 
central cooling for the average new or existing home 
at relatively low cost. Important savings result from 
the unit’s compact one-piece design. It can be in- 
stalled indoors or outdoors in more than a dozen 
different ways. Its capacities range from 2 to 5 tons. 


neive or a Carrier dealer has» 


everything in residential air conditioning to meet | financing help, promotional help—many more. 
the exact needs of every customer. Some of the | 


_many Carrier residential products are shown here. — 
Just as important, a Carrier dealer has a steady — 
flow of exciting new products to offer— products wonder the Carrier franchise is the most valued 


that open new avenues of profit. industry. For complete details, call the 
What's more, Carrier“ backs its dealers” 


example, 


What about commercial air conditioning—and 
idential and commercial heating? A Carrier 


BETTER AIR CONDITIONING FOR EVERYBODY . EVERYWHERE 


Carrier 


AMERICAN ARTISAN, Apri. 1960 
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Wirth THe Stoux Power Pire Tureaper you need doesn’t take long to pay for itself. The 
can thread |,” to 1” pipe in 20 seconds; 1” and Sioux Power Pipe Threader is said to be saving 
2” pipe in one minute, 24 seconds! When labor more time and money than any other major 
costs 6!5 cents per man per minute, a power portable power tool! 

tool like this for which there is a continuing 


Sroux No. 1508 ER i THREAD Pipe ON THE Jos, in a hurry. Once the unit 
Speed Reducer. is in ane it — takes one hand. 


Driving Grearep Dir Srock with Sioux No. 1508 IRE IS PutLep THrouGcu Conpurt 

Pipe Threader and No. 38002 Adaptor. with Stoux No. 1508 Pipe Threader 
and No. 1509 Portable Winch. Your SIOUX Power 

Pipe Threader 


Look for Sioux in the yellow pages dg gel 
under “Tools, Electric” or write to and open and 


shut valves. (It's a 
ALBERTSON & CO., INC, | 
SIOUX CITY, IOWA, U.S.A, 


AIR IMPACT WRENCHES * AIR SCREWDRIVERS * ELECTRIC IMPACT WRENCHES * DRILLS * SCREWDRIVERS - GRINDERS 
SANDERS POLISHERS FLEXIBLE SHAFTS PORTABLE SAWS VALVE GRINDING MACHINES ABRASIVE DISCS 


AMERICAN ARTISAN, 1960 
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This new air conditioner will go - 
into the next! tract job" in. town. 


will you: quote it...or will you. this 
mass market for cooling to your'competitors? 


It’s one of the facts of life in a business that’s growing, develop- 
ing, changing every day. And you'll just have to face it. 

The residential air conditioning business has just expanded 
explosively—for the man who is willing to recognize the increased 
proficiency and the big profit potential that sound engineering 


concepts can bring to an industry that has become perhaps a little 
too complacent. 


It’s bound to mean whole-house cooling as standard equip- 
ment in thousands of average-income homes. Because central air 
conditioning is the most-wanted of all new home features. Because 
it is now engineered to provide better, more dependable per- 
formance than any earlier remote air conditioner. And because it 
is priced far lower, installs far faster. Smart merchandising-minded 
homebuilders will make whole-house cooling as basic as built-in 
plumbing. 

It’s bound to mean a big change in your business either way: 
smaller installation crews, faster job schedules and many more of 
them, fewer service calls, sharply increased volume and profits 


. or a second-place position at a time when central air condi- 
tioning faces its greatest growth. 
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A big change to a time-tested engineering concept 
opens up a vast new market to air conditioning 


FEDDERS 


How.can one air conditioner do all this: cut equip- 
ment costs...slash installation time... assure better 
performance ...give years of service-free operation— 
yet pay a sensible profit on a much bigger sales vol- 
ume to air conditioning/heating contractors? 

It's easy to understand—if you're willing to do 
some fundamental thinking about the products you've 
accepted uncritically for years...about the way 
you've been operating since the time you first got 
into this business: 

You will have to admit to yourself, first, that each 
dollar slashed out of the cost of residential air con- 
ditioning can boost the number of jobs you sell. Then, 
you will have to be big enough to see that this reduc- 
tion in cost does not necessarily have to come out of 
your hide. You will have to acknowledge, finally, 
that modern manufacturing techniques and controls 
can build a tighter hermetic system... get it freer of 
moisture and contaminants ...charge it far more ac- 
curately, in a factory than you can in the field. And 
at a far lower cost. 

It could be a blow to your pride of workmanship, 
but it happens to be true. 

FACTORY-CHARGED VS. FIELD-CHARGED 

Look at this new Fedders FlexHermetic Unified 
Remote Air Conditioner, the Case in Point. ~efore 
it reaches you, the coils and inter-connecting tuving 
are cleaned with steam, water, chemical solutions. 
They are flushed, drained, dried, and dehydrated. 
(Which of these precautions do you take in the field?) 
Then, it’s evacuated down to a near-perfect vacuum. 
(How far down does the clean-out gauge on your 
charging rig go?) It undergoes a submersion leak 
test at 450 Ibs. PSI (How could you do that?) and a 
thorough electronic leak detection test. Finally, mois- 
ture-free Freon and high-grade refrigerant oil is fed 
in under controlled pressure and temperature to the 
exact .O1 oz. required. (How accurate is that scale 
you're using?) 


Convinced? 


Now, let’s look at the FlexHermetic from the 
service and standing-up-over-the-years viewpoint. 
Consider this fact: Fedders has charged and sealed 
2,000,000, hermetic air conditioner systems since 
1948. Hundreds of thousands have been in operation 
for years. The service rate on leakage on these units 
is infinitesimal; on improper charging and contami- 
nation, even smaller. Doesn’t that compare pretty 
favorably with your own record? Yet none of these 
units have—or need—service valves, driers, re- 
ceivers, sight glasses or expansion valves. 


Neither does Fedders’ new FlexHermetic Air 
Conditioner. All the costly components used in con- 
ventional remote air conditioning systems solely to 
assure a good field charge at the site (or to service 
poorly charged units), are not required for the Fed- 
ders FlexHermetic. Now you begin to see perhaps 
how the factory-charged, factory-sealed Fedders 
FlexHermetic delivers the world’s finest remote air 
conditioning ...at the world’s lowest price. 


LOWER COSTS LEAVE ROOM FOR PROFIT 


Fortunately, while Fedders’ FlexHermetic slashes 
the cost of air conditioning to a new low, public 
demand has boosted the sales value of air condition- 
ing to a new high. There’s plenty of room here for 


greater profits for alert air conditioning/heating 
contractors. 


Over and above the lower equipment costs which 
the Fedders FlexHermetic makes possible, there are 
vast economies in installation. Just lift the flap at 
right to get all the facts. 

Fedders is telling this low-cost, high quality story 
to thousands of development builders and realtors 
...iS8 enjoying a tremendous response from home 
builders all over the U.S. You, too, have a big role 
in this mass market for quality air conditioning. Mail 
the post card today to learn the details. 


| UNIFIED REMOTE CENTRAL 
| Lu > AIR CONDITIONING SYSTEM 
| 


18-ft. Hermetic Line— 
Armored...Leak-Proof... 
F-l-e-x-i-b-l-e 


Outdoor and indoor sections yoked to- 
gether with 18 ft. of charged dual copper 
tubing that is leak-proof... vibration-proof 
...and completely flexible. Spiral metal 
armor on copper suction tube adds 
strength and rigidity. Uses standard elec- 
trical cable hangers. Copper liquid line is 
bound to armored suction line. Spiral 
armor limits radius, preventing kinking of 
both lines. 


Hermetic slides throug! 
steel mounting frame |: 
wall—outdoor unit bolts 
inte place. 


Through brick 
wall to furnace in 
interior closet in 
garden 
apartment 


BUSINESS REPLY CAR 


No Postoge Stomp necessary if mailed in the United : 


POSTAGE WILL BE PAID BY — 


Fedders Corporation 
Dept. 12 
Maspeth 78, N.Y. 


Under eaves 
through studding 
to utility room 
furnace in slab 
home 


On concrete slab 
through studding 


iL to basement 


furnace in older 
homes 


PACKAGE — FACTORY-SEALED 
READY TO INSTALL 


yyy) 

biti 


FIRST CLASS 
PERMIT NO. 5690 


FLUSHING. L. 1. 


4 / through foundation 
| : 
ONE COMPACT, EASY-TO-HANDLE 
— THE WORLD'S FIRST 
£ 3 REMOTE HERMETIC. 
| 
— 


18-ft. Hermetic Line— 
Armored...leak-Proof... 
F-l-e-x-i-b-l-e 


| 
__ Flex-Fit Mounting 
Installatic 
Flex-Fit wall 
foundations or 


window sash, su 
pressor section 


Outdoor and indoor sections yoked to- 
gether with 18 ft. of charged dual copper 
tubing that is leak-proof... vibration-proot 
...and completely flexible. Spiral metal 


location, at an) 

armor on copper suction tube adds holds it securely 
strength and rigidity. Uses standard elec- with heavy-duty 
trical cable hangers. Copper liquid line is *. *. infiltration of c 
bound to armored suction line. Spiral — — panel and electr 
armor limits radius, preventing kinking of is rear of compres 
sible from indoc 


both lines. 
' 


_ PIGGY-BACK PACK BOLTS TO WALL... 
UNFGLDS INTO A REMOTE SYSTEM 
FACTORY-CHARGED, -TESTED. 


Just see how Fedders FlexHermetic 
takes the work and the guesswork out of 
whoie-house air conditioning. The ex- 
clusive Fedders armored hermetic lines — 
are durable, leakproof f-l-e-x-i-b-!-e. All 
wiring is indoors so you don’t have to 
contend with costly local code provi- | 
sions for outdoor wiring. : 


You enjoy all the benefits of a re mote 
air conditioner—savings in Space, quiet- 
ness of operation, freedom of location— 
plus the reliability and assurance of a 
factory-charged, factory-wired, factory- 
tested air conditioner. 


a Hermetic slides. through remove shipping braces unfolds. easily without 

+ steel mounting frame in to unyoke céoling coil. kinking. 18-feet long. plat 
wall—outdoor unit bolts Stal 
into place. 
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iting System Slashes 
lation Time and Cost 


wall frame, built into 
1s or walls like regular 
h, supports outdoor com- 
ction in any convenient 
t any desired height.... 
urely against outside wall 
duty gasketing to prevent 
of outdoor air. Control 
electrical junction box on 
ipressor section is acces- 
indoors. 


HERE’S HOW REVOLUTIONARY 


AIR CONDITIONER 


NO FOUNDATION SLAB 


to excavate and grade. No 

forms to set or pour. Flex- 

Fit wall frame sites the 

outdoor section in a 

location, at any hei 

where installation is 
stest. 


GIVES THE LOWEST INSTALLED COST 


NO OUTDOOR WIRING 


to fuss with. No conduits 
or weather-proof cables 
outdoor disconnect 
switches...no difficult 
local electrical codes to 
cut your profits. 


NO HERMETIC LINES SERVICED FROM INDOORS 


to lay out... buy... bend... so maintenance chores 
solder. FlexHermetic ar- can be performed faster 
mored lines are far stur- with everything at hand 
dier, kink-proof and in one convenient loca- 
leak-proof. Best of all tion. Precision controls 
factory-war- require less maintenance. 
ra 


NO PURGING, CHARGING BENEFITS FOR CUSTOMERS 
of remote units. No valves FlexHermetic assures 
gauges...no freon lowest costs 
a tanks...no scales, Fac- — any possibi 

bd tory-charged and fact ity of undereherging or 

ts tested—so you know it’s 

right. 

! 
E tear out... fill out...mail 
3 today for full information 

Gentlemen: 


Please send me full information about the FlexHermetic Air 
Conditioner. ] Also about Fedders FlexAire Furnaces. 1 


I want to see a local sales representative. ( 


NAME __ 


“(Please Print) 


FIRM 


coil to furnace. (Street) 
places it in position, In- 
Stallation complete! 


(City) (State) 
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Tract-priced furnace adjusts itself 
for heating and air conditioning 


FEDDERS 


relay-controlled multi-speed blower 
lets you meet exact job requirements; 
gives builders a big “plus” to sell 


As new in concept as the FlexHermetic Air Conditioner... 
designed on as sound engineering principles...and aimed, price- 
wise and application-wise, at the same mass market for quality com- 
fort—that’s Fedders’ new FlexAire Gas Furnace. 

A multi-speed blower provides enough CFM for effective 
air conditioning in hot weather...then automatically adjusts air 
flow to meet the best warm air performance standards as soon as 
the control system calls for heating. And because you select the 
proper motor speeds during installation from several available com- 
binations, you can be sure of meeting the specific requirements of 
each job for quiet operation and good performance all year ‘round. 
Completely factory wired with 24-volt transformer, relays, controls. 

And what a big sales “plus” you offer to merchandising- 
minded development builders who are always looking for good 
selling arguments: Automatic year-round, whole-house comfort. No 
more Spring and Fall furnace “change-overs”...and no more com- 
promises with heating and air conditioning efficiency, with restful, 
quiet operation. 

Available in 75,000 and 100,000 BTU input upflow furnaces 
for application with air conditioning systems of comparable cooling 
capacity. Priced to get you those big tract jobs even when bidding 
against ordinary furnaces...and to leave you a good mark-up. 


Gas and Oil-Fired Furnaces 


Fedders also manufactures a complete line of 75,000 to 150,000 BTU’s and for 2 to 5 tons of air 
modern, compact conventional gas and oil-fired conditioning. Oil-fired furnaces, with enclosed oil 
furnaces. Special models for heating, models for burners, from 112,000 to 168,000 BTU’s and for 
heating-plus-air-conditioning. Gas furnaces from 2 to 5 tons of air conditioning. 


FEDDERS CORPORATION - MASPETH 78, NEW YORK 
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Premier... 


the galvanized sheet with 


Mangle it, give it the tor- 
ture test, the zinc holds 
tight. 


Crimp it any way you want 
—the coating stays on! 
e —— Pound it, stamp it, give it 
the works, the coating 
never gives up! 


Form it, bend it, lockseam 
it,—the zinc is on to stay! 


Work it to the limits of the steel, 
try your most complicated forming on 
it . . . give it the toughest job in 
the shop . . . you'll find the zinc 
coating on PREMIER Galvanized 
Sheets is on to stay. 

It will not chip, flake, crack or peel. 
You can bend it, stamp it, crimp, 
lockseam, roll form, solder and weld 
any way you want... the coating stays 
right on the steel. 

PREMIER Sheets are strong, to take rough 
treatment, but ductile to form easily. The sparkling 
bright finish reflects the permanence and inner quality 
that mean good looking jobs. 

Galvanized by the most modern continuous process 
PREMIER Galvanized Sheets have the tightest zinc coating ever. 
PREMIER Sheets and Coils are available in wide range of 

gauges and widths for immediate shipment. Call today for the steel 


cHicaco (all HEmiock 4-5800 
(all Hilltop 4-3092 


\ GRE AT WESTERN General Office and Plant: 


2300 W. 58th St., Chicago 36, HE 4-5800 


STEEL COM P ANY Milwaukee Division: 2475 W. Hampton Ave., Hilltop 4-3092 


ESTABLISHED 1918 Re REPRESENTATIVES IN PRINCIPAL MIDWESTERN CITIES 


American Arrisan, Aprit 1960 
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The prospect sat meditating an important decision. His 
hand reached for the phone. He had to decide now. Which 
heating and air conditioning system would be right for his 
home? Finally, quick drawing Lennox advertising and pro- 
motion directed his call to a Lennox dealer. 


Now the dealer took over...it was time for the showdown! 


This Lennox dealer—backed by intelligent, well-directed 


national advertising ... workable local sales tools and spe- 
cial training programs for his installation crews... faced 
the situation squarely. He made the sale. 


When Lennox triggers a sales promotion, it's aimed at 
building the dealer's business on a sound and profitable 
basis. We want to help him become the recognized heating 
and air conditioning expert in his community. 


lf your sales ammunition is making a lot of noise without 
results, it's time for you to get the lowdown on the profit 
potential of a Lennox dealership. Get the ‘‘on target” facts 
... write or phone for the full Lennox story, today. 


L EWN, a {1} World leader in indoor comfort 
for home, business, schools 


Lennox Industries Inc. founded 1895 * Marshalltown, lowa * Columbus, 
Ohio «+ Syracuse, N.Y. © Fort Worth, Texas «+ Salt Lake City, Utah 
Decatur, Ga. * Los Angeles, Calif. * Des Moines,lowa « Lennox 
Industries (Canada) Ltd. * Toronto, Montreal, Calgary and Vancouver 


AMERICAN ARTISAN, ApriL 1960 
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STAINLESS. 


CAN SAFEGUARD THIS RADIATION DETECTOR 


The whole body liquid scintillation counter above, 
engineered for the U.S. Army Walter Reed Medical 
Center, is a typical project of the Dixie Manufac- 
turing Co., Baltimore, Md. Dixie’s many diversified 
contracts—ranging from intricate equipment like 
this detector “‘bed’”’ to laboratory animal cages — 
point up Dixie’s position as a leading design engi- 
neering and fabricating firm. 

As stainless steel supplier to Dixie, Eastern 


Jerome F. Toohey, 
Dixie president, says: 
“Tf you are going to be a successful 


fabricator of steel, you must be able 
to fabricate stainless.” 


Stainless cooperates with this customer with man- 
power, material and metallurgical experience. You, 
too, can benefit from Eastern’s facilities. A nation- 
wide distribution network enabling you to carry a low 
stainless inventory . . . technical analyses and other 
information . . . production facilities that assure you 
consistent quality even in “hard to find” material. 


When you have a job that calls for stainless, call 
on Eastern. 


EASTERN 
STAINLESS STEEL 


BALTIMORE 3,MARYLAND, U.S.A. 


AmericAn Artisan, ApriL 1960 
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Cooling Standards— 


Provide Design Objectives 


For Maximum Summer Comfort 


Standards for Rating Residential Cooling Systems 


give the dealer-contractor a selling tool that en- 


ables him to show the prospect in an understand- 


able manner what components are necessary to 


achieve summer comfort, and thereby justify the 


cost of a well designed summer air conditioning sys- 


tem 


AMERICAN ARTISAN, APRIL 1960 


— CONTENTS — 
Of This Special Section 


How Summer Comfort can be Sold . . 
Use Standards As Sales Tool ....... 
When and How to Advertise ....... 
Profit from Old House Market ...... 
Help the Builder Sell ............ 
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fer residential systems 


Development of a set of standards for rating resi- 


Newest Sales Tool Tells 
How to Select Summer Comfort 


dential cooling systems provides design objectives 


and compares performance of installed systems. 


The cooling standards card is a natural followup to 


the earlier Standards for Rating Heating Systems 


published by American Artisan because with these 


two sales tools the dealer-contractor is better 


equipped to sell either summer or winter comfort 


WHEN THE WEATHER really 


hot, there is nothing the average 


gets 
homeowner wants more than a 
central year ‘round air condition- 
ing system. His major problem is 
then, as always, to choose a dealer- 
contractor he can rely on to select 
and install the kind of equipment 
best suited to meet his needs. The 
dealer-contractor who is able to 
show the homeowner how to prop- 
erly purchase a central summer 
air conditioning system is not only 
discharging his most essential re- 
sponsibility as a dealer, but is also 
preparing the groundwork for a 
sale that includes a fair profit for 
his company. 


Prospect Needs Guidance 


Experience in buying food, 
clothing and household furnish- 
ings is something most homeown- 
ers have because they often pur- 
However, 
when it comes time to make a pur- 
chase of a product with which 
they have had no previous buying 


chase those products. 


experience, they may find them- 
selves at a loss, 


or year ‘round air conditioning 


Standards for Rating Residen- 
tial Cooling Systems, worded so 
that the homeowner under- 
stand them, are presented here so 
dealer-contractors or their sales- 
men can use them as an aid in 
helping the homeowner to exercise 
good judgment when making his 
purchase. And as a sales tool to 
assist dealer-contractors (or their 
to justify the higher 
cost of a system designed to meet 


salesmen ) 


the specifications spelled out under 
the “Good” classification. 

These Standards are based upon 
engineering research conducted at 
the University of Illinois in Re- 
search Residences 2 and 3 and in 
the field at the Austin Air Condi- 
tioned Village. The study was 
sponsored by both the National 
Warm Air Heating and Air Con- 
ditioning Association and the Na- 
tional Association of Home Build- 
ers. 

Summer air conditioning  sys- 
tems that perform well do so 
because they have been well-de- 
signed and installed. Many of the 
steps to good design have been 


covered by Sumner W. Reid in a 


series of articles that have ap- 
peared monthly in American Arti- 
san since August 1952. Mr. Reid 
plans to take each of the classifica- 
tions listed on the Standards for 
Rating Residential Cooling Sys- 
tems and treat it in subsequent 
articles in his continuing series 
published as the monthly feature, 
“Air Conditioning Handbook.” 


Two Effective Sales Tools 


Development of a set of Stand- 
ards for Rating Residential Cool- 
ing Systems is a natural followup 
to the earlier Standards for Rating 
Heating Systems published July 
1957 by American Artisan from a 
series of articles by S. Konzo, Uni- 
versity of Illinois. With these two 
sales tools, the dealer-contractor is 
well-equipped to sell either sum- 
mer air conditioning or winter 
air conditioning or year “round 
air conditioning. 

Use of this 
standards for rating heating and 


combination — of 
cooling installations enables the 
dealer-contractor or his salesmen 
to sell the kind of installation that 
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will provide the maximum in com- 
fort. 

These Standards are tools that 
can be effectively used to sell 
against the bugaboo of price. They 
enable the salesman to include all 
of the equipment developed by the 
industry that contributes to real 
comfort. 


He can show, in an understand- 
able manner, why the inclusion of 
certain components is necessary 
and why they are well worth the 
additional cost. He can show that 
the omission of any recommended 
component or engineering require- 
ment can result only in less than 
desirable comfort conditions. 

Use of both the Cooling Stand- 
ards and the Heating Standards 
gives the prospect a buying aid he 
has never had before and offers 
him the chance to make a wise 
and profitable purchase from a 


dealer-contractor capable of pro- TRAY + 
SHOW PROSPECT how present system differs with the requirements outlined 
on the standards card 


viding the kind of equipment and 
air distribution system he needs. 


How to Use 
~~ The Standards 
tr ral esto As a Sales Tool 


Standards card provides a basis for Prope Buy for different reasons. 
many of which have something in 
common. However, it’s the sales- 
pect and a salesman on the type of man’s first job to determine that 
which impresses the prospect the 
most. This activity is sometimes 
wanted, and provides the salesman called a “fishing expedition” be- 


mutual discussion between the pros- 


summer air conditioning system 


cause the salesman is probing for 
the key to his sales approach that 
terest, which indicates the strongest will help bring out the prospect’s 

iz " dormant buying habits and enable 
selling point him to capitalize on his knowledge 
of the product he is selling and 
the service it will perform for the 
prospect. 


with a clue to the prospects major in- 
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The approach used to sell an 
add-on summer air conditioning 
-ystem to the owner of an existing 
home would not be the same ap- 
proach that would be used to sell 
the person planning to build a cus- 
tom made house or the builder of 
houses for speculation. The ap- 
proaches that have been found 
most effective with each of these 
eroups will be discussed later in 
this series of articles. The objec- 
tive of this phase of the selling 
process is to develop the use of the 
Standards for Rating Residential 
Cooling Systems card and how it 
can be used effectively with each 


of these groups. 


First Sell the Need 


First step in any sales presenta- 
lion to a prospect is to convince 
him of his need for year “round 
air conditioning. 

The prospect who is interested 
strictly in a “cooling” job needs 
to have this point developed lo 
show that cooling is but one of the 
functions of a complete year 
‘round system. The definition for 
complete) year “round air condi- 
tioning, as given by the American 
Society of Heating, Refrigerating 
and Air-Conditioning Engineers. 
can be effectively used at this point 
to describe to the prospect the type 
of system that he should consider 
for his home. This definition is: 
“Air conditioning is the process of 
treating air so as to control simul- 
taneously its temperature. humid- 
ity. cleanliness and distribution to 
meet the requirements of the con- 


ditioned space. 


Stress Prospect Benefits 


The salesman, after quoting this 
definition of complete air condi- 
tioning, can enlarge upon the 
functions performed by the cool- 
ing cycle, which include removing 
heat. removing excess moisture, 
removing dirt from the air and 
providing gentle air circulation 
throughout the house. All of these 


combine to provide a constant 


< < < Headliners in the Spot Light >» > > 
THESE PROMINENT DEALER-CONTRACTORS were selected to re- 
view the material in this special presentation because of their 
recognized success with their own operations. Their names 
will be familiar to readers, because these are some of the 
many men who willingly assume important leadership roles in 
the activities which further the progress of our industry. Their 
worthwhile comments and observations, as they apply to this 
issue, are summarized briefly throughout these pages. In sub- 
sequent issues, follow-up articles will appear explaining how 
the Standards for Rating Residential Cooling Systems card has 
been put to use by leading dealer-contractors. 


DEALER-CONTRACTOR PANEL OF CONSULTANTS 


Art Anderson, Jacobson Heating and Cooling Co., 
Grand Rapids, Mich. 


Frank W. Bennett, Air Duct Contractors, Inc., 
Baltimore, Md. 


Ben Brozek, Brozek Heating and Sheet Metal, 
Milwaukee, Wis. 


P. R. Frazier, Frazier Heating and Air Conditioning Co., 
Omaha, Nebr. 


Robert E. Fry, Fry Bros. Heating and Air Conditioning Co., 
Toledo, Ohio 


Byron K. Hodgson, Cooperative Fuel & Supply Co., 
Battle Creek, Mich. 


Richard B. Huntington, University Mechanical and 
Engineering Contractors, Inc., 
San Diego, Calif. 


Sid Kalin, Kalin’s Heating and Air Conditioning, 
Sioux City, la. 


Elmer Love, Love Sheet Metal, Inc., 
Indianapolis, Ind. 


Albert W. McKay, Conditioned Air, Inc., 
Macon, Ga. 


Glen W. Rynbrand, Glen W. Rynbrand, Inc., 
Kalamazoo, Mich. 


D. E. Shytle, Combustioneer Corp., 
Arlington, Va. 


R. K. Swett, Swett Bros., Inc., 
Springfield, Mass. 


A. C. Tilley, A. C. Tilley Co., 
Evansville, Ind. 


Claude B. Williams Jr., Comfort Engineers, 
Durham, N. C. 
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Maximum comfort can be expected from central residential summer air conditioning 


systems designed to meet the conditions set forth under the GOOD classification. 


GOOD 


FAIR 


POOR 


ROOM 
TEMPERATURES 


Between 76 & 78 F 


Between 78.1 & 80 F 


Over 80 F 


AIR 
TEMPERATURES 
BETWEEN 3 and 
60 in. LEVEL 


Less than 4 degrees 


Between 4 & 7 degrees 


Over 7 degrees 


TEMPERATURE 
VARIATIONS 
BETWEEN 
ROOMS 


Less than 2 degrees 
between coolest and 
warmest rooms 


Between 2 & 4 degrees 
from coolest to 
warmest rooms 


Over 4 degrees 
between coolest and 
warmest rooms 


HUMIDITY 


* Stable 


Moderate variation 


Large variation 


DRAFTS 


No noticeable drafts 
in any occupied area 


Discomfort from drafts 
at specific spots in an 
occupied area 


Discomfort 
throughout 
occupied area 


VENTILATION 


No stale odor in house 


Stale odor in house 


Objectionable 
odors in house 


NOISE 


Equipment is quiet 


Equipment noise 
is noticeable 


Equipment noise 
is objectionable 


BLOWER 
OPERATION 


Constant 


Cycles with compressor 


APPLIANCE 
a VENTING 


All appliances vented 


Partial venting only 


No appliances vented 


These standards are copyrighted by American Artisan, 6 North Michigan Ave., 


Chicago 2, Illinois and may not be reproduced in part or in full without permission. 


STANDARDS 
| 

: 
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GOOD POOR 


AIR FILTERING 
OR Clean or filtered No provision for 


cleaning or filtering 
CLEANING 


Basements and unvented crawl spaces 


For basements and unvented crawl spaces which are normally damp or 
INSULATION OF those which are not tight so that infiltration will be high, '/2 to 1 in. of 

insulation should be used, primarily to control condensation. A vapor 
DUCTS barrier on the exterior of the insulation is a must. 
(based on 


temperature 


Crawl space, vented 


1 in. Yq in. None 
rise) 
Attic space 


2 in. 


1 in. None 


Inside light-colored 


blind; ventilated Inside roller 
SUN SHADING canvas or metal venetian blind with shade or lace 


OF GLASS AREAS | awning; outside curtains 


solar screen 


*Stable humidity does not mean a constant level but is interpreted as either a steady rise or a 
steady decline with small variations during short periods (one hour). 


THIS CARD HAS BEEN DESIGNED by American Artisan to help in selecting a central resi- 
dential summer air conditioning system which will provide maximum comfort. The pur- 
chaser should use the ‘‘Good’’ classification as a guide in selecting a dealer-contractor 
to make the installation. 

These standards are based on data developed from research at the University of 
Ilinois in cooperation with the National Warm Air Heating and Air Conditioning Associ- 
ation, and from performance reports based on field research at the Austin (Texas) Air 
Conditioned Village project sponsored jointly by the National Warm Air Heating and 
Air Conditioning Association and the National Association of Home Builders. 

Quality and performance of air conditioning systems are usually related to their 
cost. Elimination of or skimping on essential ingredients can produce high operating 
costs and an unsatisfactory environment. Such conditions are outlined under the ‘‘Poor’’ 
classification and should be avoided by selecting a proposal that has been engineered 
to provide all essential components. This skill and service usually costs more but the ex- 
tra cost is usually well invested. 

Before signing a contract, a homeowner should ask for a clear explanation of what 
is covered during the guarantee period of the equipment, when it ends and what ar- 
rangements are available for prompt and efficient service both during and after the 
guarantee period. 


spring-like atmosphere on the hot- 
test day to the entire house. 


Point Out Health Benefits 


The next step in the presenta- 
tion would be the health benefits 
provided by the air conditioning 
equipment. These include: fewer 
airborne bacteria, removal of pol- 
lens that contribute to hay fever 
and asthmatic conditions, comfort- 
able temperatures which help keep 
the heart from overexerting itself, 
temperature conditions that  pro- 
vide the atmosphere for a good 
night’s sleep, etc. All of these bene- 
fits contribute to fewer tensions 
and less fatigue. 

Two other benefits that can be 
played up by the salesman are the 
reduction in outside noise because 
windows can be kept closed (which 
also tends to reduce the number 
of flies and mosquitos that enter a 
building during the summer 
months) and odor control within 
the house made possible by the 
use of accessory equipment that 
provides for the introduction of 
fresh air. 


Explain Savings 


Still another benefit of year 
‘round air conditioning in a new 
house is that some of the normal 
expenses encountered in building 
homes that have not been planned 
for air conditioning can be re- 
duced. A year ‘round air condi- 
tioned home permits the builder 
to use a wider choice of materials. 
He can use more fixed windows, 
or can alter the location of win- 
dows to effect a saving in construe- 
tion expense. 

It can also be pointed out that 
even temperatures maintained 
within a building tend to reduce 
expansion and contraction, thus 
reducing the number of cracks 
that appear in plastered walls, 
avoiding the annoyance of sticky 
doors, and eliminating the cost of 
screens and storm sash, window 
hardware, etc. Also, houses built 
with year ‘round air conditioning 
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CONVINCE THE PROSPECT of her need for year ‘round air conditioning in 
terms of "better living’, and describe the type of systern you would consider 


for her home 


in mind have a much higher resale 
value, should it become necessary 
to sell the house in the future. 
Home maintenance costs such as 
decorating for walls and ceilings, 
cleaning of draperies, furniture, 
carpets and other furnishings are 


considerably reduced because of 
the continued use of clean air with 
proper humidity control. 

Thus the presentation to pros- 
pects becomes a creative selling 
job because it is designed to build 
the need for air conditioning and 


Benefits To New Home Prospect 


Reduced 
costs 


installation 


Builder can use wider 
choice of materials 


Reduced interior 
maintenance costs 


Higher resale valve 


Even temperature re- 
duces interior dam- 
age 


Customer Benefits 


Comfort 
Removes heat 
Removes excess 
moisture 
Filters Air 
Provides gentle air 
circulation 


Health 

Fewer airborne 
bacteria 

Removes pollens 
that contribute to 
hay fever and 
asthmatic conditions 

Provides comfort- 
able temperatures 

Contributes to 
fewer tensions and 
less fatigue 


Other Benefits 
Reduces outside 
noise (no open 
windows 
Controls odors 
when outside air 
quantity is under 
control 
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to determine the prospect's strong- 


est reason for buying. 


Appeal to Buying Motives 


Its been found that 


motives can be classified, in gen- 


buying 


eral, into one of the following five 
classifications. People will buy for 
reasons of: 1) profit; 2) security; 
(comfort): 4) 
pride and 5) health. Thus the air 


4) convenience 


conditioning sales presentation 
must appeal as pointedly as possi- 
ble to the buying motive or mo- 
tives exhibited by the prospect. 


Educate the Customer 


After the 


prospect of what year “round air 


explanation to the 


conditioning is intended to do, the 
next step in the presentation is to 
explain that there are many types 
of cooling systems available, and 
that unless proper engineering 
(one of the features upon which 
the salesman’s company has built 
its reputation) is used in the selec- 
tion of the equipment and its in- 
stallation, performance is likely to 
be a hit or miss affair. 

At this point the salesman could 
introduce the fact that some com- 


GOOD ENGINEERING iakes into con- 
sideration the need for easy access to 


condensing unit for servicing and peri- 
odic inspection as provided in this in- 
stallation. It also specifies that the con- 
crete foundation be clearly separated 
from the building foundation by at least 
4 in. 


People buy because of profit, security, 
convenience (comfort), pride, and health 


panies who claim to be in the air 
conditioning business are actually 
in some other type of business and 
handle air conditioning products 
only because they are available 
from their wholesaler or distribu- 
tor. Such companies, that are on 
the border of the air conditioning 
industry are seldom skilled in the 
fabrication and installation of air 
(skills that 
are specialties of the salesman’s 


distribution systems 
company ). It can be pointed out 


that systems installed by such 


“borderline” companies generally 
may fall in the “Poor” classifica- 
tion as shown on the Standards 
for Rating Cooling Systems card. 
In only a few cases can a “Fair” 


classification be expected. 


Bring Card into Play 


Now the Standards for Rating 
Residential Cooling Systems card 
is brought into play. A copy of the 
card should be given to the pros- 
pect to study. The salesman should 
refer to another copy and go 
through each of the 12 major 
points involved in the proper en- 
gineering and design of a central 
summer residential air condition- 
ing system. 

Room temperatures are one of 
the main conditions the prospect 
will be interested in. The salesman 
can point out that the system be- 
ing considered, and which will be 
designed by his company will be 
the “Good” system which will pro- 
vide temperatures between 76 and 
78 F. He can also point out that 
these recommendations are based 
on findings at the Austin Air Con- 
ditioned Village project by the 
National Warm Air Heating and 
Air Conditioning Association and 
the National Association of Home 
Builders. 

Temperatures other than the 76- 
78 F range would fall in the more 


A SYSTEM properly installed and which 
would meet the requirements of the 
"Good" classification would include pro- 
visions to insure quiet operation 


undesirable classification of 
“Fair.” If the conditions being de- 


signed for fall between 78.1 and 


80 F, they would be acceptable to 


fewer homeowners, should 


conditions being designed for re- 


sult in a temperature of over 80 F, 


this would be considered a “Poor” 


installation. 


These figures are also supported 


by recent research studies con- 


ducted at the University of Illinois, 


and are based on outside design 


conditions found in most parts of 
the United States. The salesman 


should qualify his inside design 


temperatures by stating the out- 


side design conditions published 
in the current issue of the Ameri- 
can Society of Heating, Refrigerat- 
ing and 


Air-Conditioning Engi- 
neers Guide that will be used to 


select the equipment required. 


Show Temperature Variation 


A second consideration that 


should be discussed with prospects 


is the temperature variation be- 


tween the floor and the ceiling. 
The salesman could explain that 
NAHB tests and the University of 


Illinois research show that a well- 


have less 
ihan 4 deg difference between the 
level 3 in. above the floor and the 
60 in. level. Temperatures found 


designed system will 
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to vary greater than this would fall 
in either the “Fair” or “Poor” 
classification. Should the condition 
between the 3 in. level and the 60 
in. level be between 4 and 7 deg, 
this would be considered a “Fair” 
installation. However, should more 
than a 7 deg difference exist be- 
tween the 3 and 60 in. levels, it 
would be considered a “Poor” in- 
stallation. This can be enlarged 
upon by the salesman by pointing 
out that people moving, and at rest 
live within the 3 to 60 in. zone. 


Consider Room Variations 


The third point to be considered 
is that of temperature variation 
between rooms. It has been shown 
that a well-designed air distribu- 
tion system will provide less than 
2 deg difference between the cool- 
est and the warmest room. If this 
variation falls between 2 and 4 
deg, the system would be classified 
as “Fair,” and should the varia- 
tion between rooms be over 4 deg, 
the system will fall in the “Poor” 
classification. 


Define ‘Stable Humidity’ 


Early in the opening of his 
presentation, the salesman intro- 


duced the necessity for humidity 
control when he quoted the ASH- 
RAE definition of air condition- 


ing. 


In pointing out that humidity is 
a fourth standard that must be 
complied with to properly design 
a central residential air condition- 
ing system, he should indicate that 
humidity would be maintained in 
a stable condition. 


© 4&4 4 2.272 
“We highly endorse this program 
and hope that a number of dealer- 
contractors and manufacturers will 
back you in it. We believe a good 
system with outside air and an elec- 
trostatic filter should materially help 
to eliminate odors, and these points 
should be included in every sales 
presentation.”” — Reginald K. Swett, 
Swett Bros., Inc., Springfield, Mass. 
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SALESMAN should show that temperature variation between floor and ceiling, and 
gentle air motion have an important bearing on summer comfort 


He would point out that “stable 
humidity” does not necessarily 
mean a constant level, but would 
be interpreted as either a steady 
rise or a steady decline with a 
small variation during short peri- 
ods (one hour). However, if vari- 
ations were moderate during these 
short periods, the system would be 
classified only as a “Fair” system, 
and if, due to the design of the 
system or the equipment selection, 
there were large variations in hu- 
midity conditions, the system 
would be classified as “Poor.” 


Constant Blower Operation 


At this point, the salesman 
could remind the prospect that a 
gentle air motion is desirable for 
a “Good” air conditioning system. 
In the system he is proposing, 
there would be no _ noticeable 
drafts in any room. This is the 
fifth item on the Standards card. 
Should the system be improperly 
installed, discomfort from drafts 
would be experienced at specific 
spots within a room. Such a sys- 
tem would be only a “Fair” instal- 
lation, and should discomfort be 
experienced throughout the occu- 
pied area, the installation would 
be a “Poor” one. 

The next subject of interest to 


the prospect is the sixth item on 
the card, ventilation. A properly 
designed system would include 
provisions for removing excess 
moisture and odors caused by 
cooking and would provide for the 
introduction of outside air that 
would be brought in through the 
cooling equipment condi- 
tioned before being delivered to 
the living area. 

Thus a system that eliminates 
stale odor within the house would 
be classified as “Good.” If stale 
odors were noticeable but not ob- 
jectionable, the system would be 
classified as “Fair.” Where objec- 
tionable odors remain in_ the 
house, indicating no provision for 
proper ventilation, the air condi- 
tioning system would be classified 
as a “Poor” system. 

Improperly installed and poorly 
constructed mechanical equipment 


“The articles appear to be very com- 
prehensive and well presented. We 
have found poor register placement 
to be the cause of most cooling prob- 
lems. Systems designed to meet the 
conditions spelled out in the Stand- 
ards will help a great deal in over- 
coming this complaint."” — Art An- 
derson, Jacobson Heating & Cooling 
Co., Grand Rapids, Mich. 
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tends to create a noise problem, 
sometimes preventing people from 
obtaining proper rest at night. A 
installed. and 


system properly 


which would) meet the require- 
ments of the “Good” classification 
would include provisions to insure 
quiet operation. If noise is notice- 
able but not objectionable. the Sys- 
tem would fall in the “Fair” classi- 
fication, and if the equipment is 
so noisy as to be objectionable lo 
the people living in the building. a 


“Poor” rating would be given. 


Discuss Blower Operation 


The eighth item on the cooling 
standards card is blower opera- 
tion. This may be a subject that 
the prospect has never heard any- 
one discuss previously, However. 
its importance is brought out by 
the Air Conditioned Village report 
which explains that at the Air 


Conditioned Village it was found 


‘CAS 442 2 2 2.9 


“I am glad to see that air filtration 
is one of the points discussed on the 
Standards card. Homeowners do not 
realize how much they save in dec- 
orating bills when they have a good 
air filtration system. This is one of 
my strongest selling points, because 
people are quick to see the advan- 
tages of keeping windows closed 
throughout the year." — Frank W. 
Bennett, Air Duct Contractors, Inc., 
Baltimore, Md. 


that constant air motion is most 
desirable. and this condition 
should be included in a system de- 
signed to provide “Good” opera- 
tion. 

A system in which the blower is 
wired to cycle with the compressor 
operation would fall in the “Fair” 
classification. 

Should the prospect ask why 
this arrangement would receive 
only a “Fair” rating, it could be 
pointed out that when the blower 
ceases to move air. some of the de- 
sirable conditions in the room are 
lost. For instance, the temperature 
variation between rooms would 
change. also the temperature vari- 
ation between the 3 and 60° in. 
level would be altered. A lack of 
proper ventilation would result. 

When discussing the operation 
of the blower. the salesman can 
introduce the importance of a 
vood control system, show how 
thermostat location, damper loca- 
tion and adjustment, safety 
controls enter into good engineer- 


ine design. 


Appliances Affect System 


Item 9 


is another point essential to the 


appliance venting 


proper design of a “Good” resi- 
dential summer air conditioning 
system. Should this point be over- 
looked by the designer. many of 
the conditions achieved by a 
“Good” system would be saeri- 


LET PROSPECT HELP in 
obtaining data required to 
rake a careful estimate 
he'll be 
your skill, and have confi 
dence in the 


impressed with 


installation 


ficed during the periods that cer- 
tain household appliances are in 
use. This, too, was brought out in 
the tests conducted at the Austin 
Air Conditioned Village. 

Thus. a proposal for a summer 
air conditioning system in which 
the venting of all appliances was 
included as a part of the air con- 
ditioning engineer’s design would 
indicate a “Good” classification. If 
only partial venting of appliances 
is provided for, a “Fair” rating 
would be given, and if no appli- 
ances are vented, the system would 
be rated as “Poor.” 


Provide for Air Filtering 


Item 10 is a part of the defini- 
tion of air conditioning that must 
be included in a set of standards 
for rating residential cooling sys- 
tems. Air filtering or cleaning is 
either good or poor. There is no 
in between rating for this essential 


“This set of articles certainly points 
the way to better sales through find- 
ing out a prospect's dominant buying 
motive. We sell the benefits of sum- 
mer air conditioning, and somewhere 
on the Standards card there is a point 
that appeals to a prospect more than 
any other. We uncover this interest 
and then build our sales presenta- 
tion around it.” — Ben Brozek, Bro- 
zek Heating & Sheet Metal, Milwau- 
kee, Wis. 
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function of an air conditioning 
system. Under the “Good” classi- 
fication a system will have pro- 
visions for removing dirt. dust. 
pollen and bacteria from air being 
passed through the conditioning 
equipment. Provisions will include 
convenient facilities for periodic 
cleaning or renewal of the filtering 
equipment. Any omission of air 
filtering or cleaning automatically 
places the proposed system in the 


Poor” classification. 


When to Insulate Ducts 


The next item deals with insula- 
tion of ducts. Any quickly de- 
signed and installed system that 
does not provide for insulation on 
ducts would be a 
Ducts 
passing through vented crawl 


where needed 


poorly designed system. 
spaces or attic spaces should be in- 
sulated to reduce heat gain to the 
air passing through these ducts on 
their way to and from conditioned 
areas. 

The need for insulation on cer- 
tain duct locations is emphasized 
by tests conducted at the research 
laboratory of the University of 
Illinois and at the university's re- 
search home. as well as by studies 
Austin Air Condi- 
tioned Village. Recommendations 


made at the 


for various insulation types and 
be found in the 
National Warm Air Heating and 
Air 


technical data book. 


thicknesses can 
Association's 


Conditioning 


Salesmen discussing the impor- 


tance of insulation of ducts should 


Reasons Why 
People Buy 
1) Profit 
2) Security 


3) Convenience 
(comfort) 


4) Pride 


5) Health 


True air conditioning pro- 
vides comfort in all sea- 
sons, according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 


What Is ‘Air Conditioning’? 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.”’ 


point out to prospects that base- 
ments and unvented crawl spaces, 
which are normally damp or are 
not tight enough to prevent high 
infiltration would require from 1% 
to 1 
here is primarily to control con- 


in. of insulation. Insulation 


densation. A vapor barrier on the 
exterior of the insulation is a ne- 
cessity. 

In vented crawl spaces, a 
“Good” system would include 1] 
in. of insulation; a “Fair” system 
14 in. insulation thickness; and a 
“Poor” system, no insulation. In 
attic spaces, 2 in. of insulation 
would receive a “Good” classifi- 
cation, | in. of insulation a “Fair” 
classification, and no insulation a 


“Poor” classification. 


Reduce Heat Gain 


The twelfth and last major 
point of consideration is the shad- 
ing of glass areas from the sun’s 
rays to reduce heat gain into the 
living area. The recommendations 
shown in this category, the sales- 
man should point out to the pros- 
pect, are based on data presented 
in the American Society of Heat- 
ing, Refrigerating and Air-Condi- 
tioning Engineers’ Guide and find- 
ings at the Austin Air Conditioned 
Village. installation in the 
“Good” classification would make 
use of outside venetian blinds, 
ventilated or metal awnings, or 
“Fair” 


classification could be given to in- 


outside solar screen. A 
stallations where inside light 
colored venetian blinds are used 


with maximum slat openings set 


for 45 deg. Installations relying on 
inside roller shades or drapes 


alone to reduce the solar load 


would receive a “Poor” classifica- 


tion. 
It should be explained to the 
prospect that shading of glass 


areas is required only for those 
areas where exposure to the sun 
requires this consideration, and 
that orientation of the house on 
the lot can often help solve part of 
this design problem. 


Stress Good Design 


A thorough and careful expla- 
nation of these Standards is essen- 
tial to show the prospect the im- 
portance of good design and how 
it affects the comfort he expects to 
get. This also prepares the way for 
the salesman’s quotation, which is 
often considered high by the pros- 
pect. It helps to identify the serv- 
ices the dealer-contractor and his 
staff will also builds 


“For a number of years, my deepest 
sympathy has been with the poor 
homeowner who attempts to buy 
central air conditioning. Frequently, 
he gets bids from three companies, 
and though all three firms are rep- 
utable and reliable, he gets three en- 
tirely different opinions on something 
as basic as the size unit required. 
Usually the question is resolved by 
the purchaser deciding to accept the 
proposal of the individual in whom 
he has greatest confidence. | concur 
completely with your Standards and 
with the articles.” — Albert W. Mc- 
Kay, Conditioned Air, Inc., Macon, Ga. 
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All questions asked by the prospect should 


be carefully reviewed and answered 


the confidence a prospect needs to 
warrant his placing an order with 
a dealer-contractor whose price 
may be higher than that of a com- 
petitor or some unqualified com- 
pany outside of the heating and 


air conditioning field. 


Get Prospect to Help 


The next logical step in the sales 
presentation is to ask the prospect 
to assist in obtaining the data re- 
quired to make a careful estimate. 
and to make it possible to select 
and install the equipment neces- 
sary to provide the conditions 
listed under the “Good” classifica- 
tion, 

In the case of a prospect who 
has reached the planning stage for 
a new home, this information can 
he obtained from a copy of the 
plans and specifications for wall. 
roof, 


floor. insulation. 


construc. 
tion, orientation, ete. 


Getting Add-On Unit Data 


In the case of a prospect for an 
add-on cooling system to an exist- 
ing forced warm air system, the 
request for essential design data 
can be put into effect by asking 
the prospect to help in obtaining 
building measurements and in de- 
termining the building’s structural 


features so that the estimate can 


“The subject of control of summer 
air conditioning systems is an im- 
portant one, and | wish it were pos- 
sible to include this in the list on the 
Standards card. But if quality equip- 
ment and good design are used to 
meet those conditions shown, then 
I'm sure complete automatic control 
will be used for a system designed to 
meet the Good classification.” — 
Glen W. Rynbrand, Glen W. Rynbrand 
Co., Kalamazoo, Mich. 


be properly made and a_ proper 
location selected for ducts, regis- 
ters, diffusers, return grilles and 
other equipment. 

This approach can be extended 
to include a joint survey of the 
available power supply, and_ if 
additional electrical facilities are 


necessary. 


Notes Are Useful 


A good salesman will make 
brief notes as he makes his pres- 
entation. These notes will be based 
upon comments made by the pros- 
pect, 

After the presentation has been 
completed, and before the closing 
is started. the questions asked by 
the prospect should be referred to 
and reviewed carefully. The sales- 
man should cover these points in 
detail during the presentation so 
that the prospect would have no 
questions left) unanswered. 

The next step is to solicit any 
additional questions the prospect 
may have regarding the complete 
air conditioning system. 

In closing. the salesman will re- 
view the essential points covered, 
using the Standards for Rating 
Residential Cooling Systems fre- 
quently in his review to add em- 
phasis to the type of system that 
his company is accustomed to in- 
stalling. 


How to Close the Sale 


There are two opinions held by 
successful dealer-contractors as to 
the path that a salesman should 
take from this point onward. Both 
points have proven effective for 
those who use them. 

One practice is to quote a price 
and ask for the order at the end 
of the sales presentation. 

The second approach is to tell 
the prospect that extensive caleu- 


“Your faithful pursuance of the task 
of promoting quality and profit is 
well received. | know your regular 
readers agree, and maybe their in- 
fluence will spread to others. These 
Standards will help the dealer-con- 
tractor to sell equipment designed to 


provide maximum comfort.” — 
Elmer Love, Love Sheet Metal, Inc., 
Indianapolis, Ind. 


q °<4 4.37 2 
lations are required to determine 
the cost and that the salesman will 
make these calculations at his 
office where he has access to all 
the engineering data needed. He 
explains that he will return the 
next day with a firm proposal. 

Whichever method is used, the 
salesman should make sure that 
the prospect understands his 
tentions. 


Quote from Price Book 


In the case where a price is 
quoted and the order asked for, 
the salesman must have a pricing 
hook. 

Prices must show the consumer 
price and be sufficient to cover 
costs involved in the installation. 
plus overhead and profit on each 
piece of equipment, and compo- 
nent and auxiliary equipment han- 
dled by the 


firm. 


dealer-contractor’s 
Also, the installed cost of 
new and modified duct systems. 
their components and controls. 

A formula for determining ap- 
proximate heat gains and other 
data for selecting adequate equip- 
ment to handle the installation is 
also necessary. 


Keep Card Selling 


While the salesman is making 
these quick calculations that will 
enable him to quote a price upon 
completion of the sales presenta- 
tion, the prospect can be given the 
Standards card with the sugges- 
tion that he examine it to under- 
stand the importance of relying 
upon a company which is skilled 
in proper installation. 
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This has a twofold advantage - 
1) it helps to confirm his confi- 
dence in a company that isn’t 
afraid to tell him what is needed 
to do the job right; and 2) if the 
prospect does not place the order 
at once but is going to accept bids 
from other air conditioning install- 
ers, he will force their bids to be 
competitive by spelling out what 
he will except from the system he 
intends to buy. 


Make Proposal Complete 


If the dealer-contractor’s policy 
is to return the next day with a 
proposal, and attempt to close the 
sale based upon the care and at- 
tention given the prospect’s re- 
quirements, the proposal should be 
carefully prepared to tell the pros- 
pect precisely what will be done 
to air the house, 
the firm price to be asked. 


condition and 


The proposal, when accepted by 


both parties, will become the con- 
tract and will initiate the installa- 
tion phase of the job. A good pro- 
posal will include: 

1) Description of the equip- 
ment to be used, including the 
model number of each major piece 
and the name of its manufacturer. 

2) Explanation of where the 
equipment will be installed. 

3) Description and location of 
the duct system. 

4) Description of the electrical 
and piping work necessary. 

5) Equipment and labor guar- 
antees. 

6) Explanation of the design 
conditions under which the instal- 
lation is made. 

7) Explanation of the division 
of responsibility — that is, what 
the dealer-contractor will do and 
what the prospect will be expected 
to do. This would, for example. 
be free service for one year by the 
dealer-contractor. H o we ve r, the 


prospect would be expected to oil 
the blower motors, keep the in- 
take air opening to remote con- 
densing units clear of objects that 
will restrict the air flow to the con- 
denser, and perform other duties 
that are spelled out in arrange- 
ments based on individual job re- 
quirements. 

8) Date the job will be com- 
pleted. 

9) The dealer-contractor’s 
guarantee of workmanship. 

10) Price of the 
and terms of payment. 

11) A complete layout of the 
building, showing sketches of the 
duct system, location of supply 
and return air openings, location 
of the equipment inside, and, if 
remote controlled, 


installation 


location out- 
side. 

With the proposal should go a 
customer’s copy of the Standards 
for Rating 
Systems. 


Residential Cooling 


for Wetidential systems 


Save Time by 


Investing in Advertising 


‘‘You’ve gotta tell ’em to sell ’em’’ but first you’ve 
got to find out who is interested. Advertising creates 
interest and gets the prospect to come to you for 
buying guidance, the Standards card, as a give- 
away piece, will ‘‘sell ’em’’ 


ALTHOUGH ADVERTISING TOUCHES 
the lives of all of us, influences our 
judgment and directs our think- 
ing, a vast ignorance exists as to 
what it is really all about. Thus 
the programs con- 
ducted by dealer-contractors to lo- 


advertising 
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cate prospects are many and 
varied. Some are expensive, some 
inexpensive. Some advertising 
techniques are more effective in 
some areas than in others. Thus, 
a dealer-contractor should set up 


a system whereby he can check 


the effectiveness of his advertising 
and then alter the advertising 
from year to year as the trend in- 
dicates its In_ this 
way, he can get the most from the 
money spent to promote his busi- 
ness. 


effectiveness. 
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All dealer-contractor advertis- 


ing should be directed toward 


making the company known as 
“air conditioning headquarters.” 
This can be done in a number of 
ways. 

The dealer-contractor can. for 
example, add the term “air con- 
ditioning” or “cooling” to his 
company name, thus identifying 
his business as a heating and air 
conditioning or heating and cool- 
ing company. 

One dealer-contractor recently 
recommended to his local associ- 
ation that its members drop from 
titles the 


“sheet metal and tinning™ 


their company terms 
unless 
this is a major source of the com- 
pany’s business volume because, as 
he said. air conditioning contract- 
ing includes the furnishing of 
sheet metal ductwork. 


Get Free Promotion 


Another step in identifying a 
company as “air conditioning 
little 


more than the effort is sending 


headquarters” that — costs 
regular news items to the editor of 
the local newspaper. These news 
items can describe installations in 
the homes of well-known and rep- 
utable people in’ the community. 
or can tell about the head of the 
firm having attended recent 
school conducted by a manufac- 
turer, or can report that the deal- 
er-contractor’s service sales 
personnel have recently returned 
from such national training pro- 
vrams. 

Other news items can deal with 
the dealer-contractor’s attending 
national, state and local meetings. 
or can discuss plans the company 
has for expansion or the acquisi- 
tion of new products and equip- 
ment. 

Another activity that could be 
classified as sales promotion is 


establishing good relationships 
with the gas and electric utilities 
and coordinating promotional ef- 
forts with those of the utilities. 


It’s also advisable to cultivate and 


How To 
Locate Prospects 


Establish your com- 
pany as ‘“‘air condition- 
ing headquarters’’ 


Consistent adver- 
tising during hottest part 
of the year 


Establish good re- 
lationships with gas and 
electric utilities and co- 


ordinate your promo- 
tional activities with 
theirs 


Cultivate and de- 
velop working relation- 
ships with architects and 
consulting engineers 


develop working relationship 


with architects and engineers. 


Schedule Ad Campaign 


Major expenditures for advertis- 
ing should be handled on a_pre- 
arranged schedule. Such a sched- 
ule could) begin the early 
months of the year. with a certain 
percentage of the company’s ad- 
vertising budget being allotted to 
advertising central summer air 
conditioning. 

This amount could be increased 
as the months get nearer to the 
hottest part of the year and be 
tapered off as the hot weather be- 
gins to diminish. Advertising dur- 
ing this period should be consist- 
ent and constructive. 

Dealer-contractors with consid- 
erable experience in’ advertising 
central summer air conditioning 
systems stress the importance of 
a consistent advertising program 
rather than a one-time splash. 


“The Standards which you suggest 
are excellent. You are to be con- 
gratulated on your work to help the 
industry."’ — Richard B. Huntington, 
University Mechanical and Engineer- 
ing Contractors, Inc., 
Calif. 


San Diego, 


Many 


that advertising prepared by man- 


dealer-contractors — find 


ufacturers works very  satisfacto- 
rily in their areas. Others find that 
their prospects respond more 
readily to ads written by people 
familiar with local habits. 

Whatever the method used, it is 
the rule of advertising that no 
question be allowed to enter the 
prospect's mind but that this com- 
pany is the one from which to buy 
central summer air conditioning. 
and that of all the things desired 
by the prospect. central summer 
air conditioning is the one they 
want and need the most. 


Ways to Tell Sales Story 


There are many ways of con- 
ducting advertising — programs. 
Some of the more popular ways 
of reaching the public with paid 
advertising messages are through 
(both 


and neighborhood types). through 


newspapers metropolitan 


radio and television. fairs. direct 
mail. telephone canvassing. use of 
service and office personnel in 
contacting their friends, roadside 
signs. modern showrooms, attrac- 
tive display windows, job site 
signs, joint promotion of model 
homes with builders, development 
and frequent promotion of a busi- 
ness slogan. and use of service- 


men’s call reports. 


Plan Your Approach 


All advertising must reveal that 
it is presented with consideration 
and forethought. This is as im- 
portant as the blueprint is to a 
building contractor. who would 
not dare to attempt to erect a 
building without plans. Haphaz- 
ard, hit-or-miss, planless advertis- 
ing is bound to be ineffective and 
a waste of money. Objectives of 
advertising should be clearly 
stated. First. know what you want 
your advertising to do and how 
you can best achieve this with the 
amount of money to be spent and 
the space available. 

Advertising should sell human 
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WELL LIGHTED 
traveling past the building 


benefit. It is a well-known fact 
that people don't spend their 
money for objective items — they 
spend it for subjective satisfac- 
tions. Advertising should strive to 
interpret the dealer-contractors’ 
service in terms of how it will 
make the buyer more comfortable. 
All advertising should play up the 
benefits offered by the dealer-con- 
tractors company. Good advertis- 
ing never makes derogatory com- 
parisons with competitors. 


Build Company Image 


Advertising can be built around 
the Standards for Rating Residen- 
tial Cooling Systems and can ex- 
plain what they mean to the home- 
owner and his family. Advertising 
that notifies prospects that these 
Standards are used to design and 
install summer air conditioning 
equipment will point to the dealer- 
contractor's company as_ being 
“air conditioning headquarters.” 

There are many ways in which 
these Standards can be adapted 
to existing advertising techniques. 
If manufacturers’ mats are used, 
portions of the mats left blank for 
local insertions can be used. Or, 
the bottom of the mat can be 
trimmed off and the selling mes- 
sage continued along the theme 
of how the Standards have been 
developed to help homeowners 
purchase central summer air con- 
ditioning systems. and that copies 


of the Standards can be obtained 
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by visiting the company’s show- 
room or phoning the company’s 


office. 


Let Showroom Sell 


The Standards can further be 
used in the advertising program 
by building the company’s show- 
room display around the Stand- 
ards card. Have enlargements of 
both sides of the card prepared 
and prominently displayed in the 
showroom. Use the card to empha- 
size that the equipment offered 
has been tested and approved by 
nationally accepted testing labora- 
tories and committees of national 
associations to provide the capac- 
ity required to meet the conditions 
outlined on the card, 

Display windows can use ban- 
ners and pennants to invite pros- 


SHOWROOM plus attractive equipment display forms an effective sales promotion combination to people 


pects into the showroom to obtain 
a free copy of the Standards card 
that will help them choose an in- 
stallation that will make it possible 
for them to enjoy complete com- 
fort during hot weather. 
Sections of the Standards card 
can be extracted and_ headlines 
written along lines that will make 
prospects connect their comfort 
objectives with those listed on the 
Standards card. Such a headline 
could ask the question, “What do 
you know about summer humidity 
control?” The Standards for a 
“Good” system could be used as 
the answer. and the message could 
include an invitation to “step in- 
side and find out more.” 
Advertising should have a dual 
yet parallel — purpose: 1) to 
locate more business, and 2) to 
build prestige for the company. 


training programs 


state or local meetings 


How to Get ‘‘Free’’ Advertising 


With little extra effort, and by using the news section of 
your local newspaper as a guide, you can get free adver- 
tising from the editor by sending him news items: 


® That describe installations in homes of well-known and 
reputable people in the community 


® On employees who have recently graduated from a 
manufacturers’ school, or who are attending national 


® That describe your recent attendance at national, 


e About plans for building, plant modernization or 
the acquisition of new products and equipment 
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for residential systems 


How You Can Profit 
By Selling to the 
Older Home Market 


OLDER HOMES represent a large and profitable market for 
add-on units or other equipment that helps improve air dis- 
tribution system performance 


Each modernization prospect has a different prob- 
lem. Tell him that your company is best qualified to 
solve his air conditioning problems and use the 
Standards card to prove it 


ADDING SUMMER AIR CONDITIONING 
equipment to existing warm. air 
heating 


systems is a large and 


profitable market. Dealer-contrac- 
tors who solicit this market for 
business are often the only bidders 
on the job, and frequently find 
that prospects are financially able 
not only to purchase an add-on 
unit but to purchase other equip- 
ment that helps to improve air 


distribution system performance. 


“| have gone over the editorial draft 
and find it very worthwhile. The av- 
erage dealer-contractor should find 
it a major help in promoting and 
selling better air conditioning instal- 
lations at a more substantial profit.” 
— Robert £. Fry, Fry Bros. Heating 
& Air Conditioning Co., Toledo, 0. 


Such equipment as weather con- 
trol panels and electronic air 
cleaners, for example. are among 
the products often desired by peo- 
ple who have paid off much of 
their original mortgage and are 
over the hump of the initial ex- 
pense encountered in establishing 
themselves in a new, but not cen- 


trally air conditioned home. 


Two Types of Buyers 


The skills required of the deal- 
er-contractor offering his services 
to the modernization of existing 
systems are usually more exacting 
than those required of dealer-con- 
tractors specializing in new house 
work, 

The prospect for an add-on air 
conditioning unit in existing 
home is a person who has had 


some experience with heating 


equipment. Therefore, he is some- 
what easier to talk to than a per- 
son who has never previously been 
concerned over the heating of a 
building. This, of course, applies 
in general to people who have 
lived in apartments or in someone 
else’s home all of their lives. The 
functions of a heating, or a central 
summer air conditioning system 
must be carefully explained and 
graphically illustrated to the  in- 
experienced buyer. 


“The proper location of ducts, regis- 
ters, diffusers, return grilles and 
other equipment is important. These 
Standards will be of value to the 
air conditioning dealer-contractor in 
designing a good system.”’ — D. E. 
Shytle, Combustioneer Corp., Arling- 
ton, Va. 
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“In our experience with consumer 
buyers, we have found that the ma- 
jority believes anyone who contacts 
them in connection with central air 
conditioning is a qualified expert in 
this field. These Standards are very 
clear and to the point. They should 
be used by every air conditioning 
dealer-conrtactor.”” — A. C. Tilley, 
A. C. Tilley Co., Evansville, Ind. 


*£ £ FD 


Modernization prospects can of- 
ten provide clues as to their satis- 
faction with the existing system 
they have. It also opens tHe door 
for a discussion of the moderniza- 
tion of the existing heating system 
with a more modern furnace and 
relocation of all equipment to a 
corner of the basement, thus pro- 
viding additional space in the 
basement for a recreation room, 
workshop or other uses that might 
be desirable. 


Use Reference Book 


Modernization must 


prospects 
be dealt with as somewhat experi- 


enced purchasers of equipment for 


their homes because they are 
prone to associate their homes 
with those of neighbors and 
friends. For this reason, dealer- 
contractors who have ref- 
erence books have found them 


quite successful in helping to close 
sales. 

The reference book referred to 
here lists the names of customers 
either in the vicinity of the pros- 
pects home or in nearby neigh- 
borhoods. It includes such infor- 
type of equipment 
installed, date of installation and 


mation as: 


the name and phone number of 
the customer. 


The salesman can show confi- 
€< € F 


“| have carefully examined the 
Standards card and the drafts of the 
articles, and | think they are excep- 
tionally good. The articles are very 
clearly written and to the point.”” — 
P. R. Frazier, Frazier Heating and Air 
Conditioning Co., Omaha, Nebr. 
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dence in the comments that can 
he expected from the company’s 
customers. He can suggest that the 
prospect need not hesitate to check 
with any customer on the quality 
of workmanship 


exhibited and 


satisfaction given. 


Avoid Early Quotes 


Some modernization prospects 
are prone, shortly after the con- 
versation opens, to ask for a quo- 
tation. It is usually 


talking about costs 


best to avoid 
until all data 
needed to estimate the costs in- 
volved in providing the degree of 
comfort expected by the prospect 
has been presented. 

This approach provides an 
opportunity for the dealer-contrac- 
tor to introduce the Standards for 
Rating Residential Cooling Sys- 
tems card as a criterion for de- 
signing and selecting the equip- 
ment to the requirements 
under the “Good” classification. 


meet 


Ask for Information 


Modernization prospects are also 
in a good position to contribute 
valuable information relative to 
house construction, They usually 
know if the house walls and ceil- 


ings have been insulated and, if 


so, the type and_ thickness of 
insulation used. 
Other information moderniza- 


tion prospects can provide includes 
the anticipated use of awnings and 
other factors that might affect the 
design of a summer air condition- 
ing system which would meet the 
requirements of the building and 
contribute to the prospects com- 
fort. 


Emphasize Good Design 


It’s easy to get modernization 
prospects interested in the work 
necessary to provide a quality 
installation. The salesman can re- 
quest that the prospect assist him 
in measuring the rooms, select- 
ing a location inside the base- 


ment for the equipment and out- 


side the building for air cooled 
condensing units. 


“I like the way the article explaining 
how to use the Standards card out- 
lines the instructions to the customer 
and spells out the responsibilities of 
both the dealer-contractor and the 
customer. These Standards will serve 
well the interests of our industry.” 
— Byron K. Hodgson, Cooperative 
Fuel and Supply Co., Battle Creek, 
Mich. 
7237932 
At each opportunity, the sales- 
man should relate to the prospect 
that what he is doing applies to 
the Standards listed on the card 
in order to achieve good design 
and engineering that will provide 
maximum comfort. 


Explain Your Responsibility 


Another experience the existing 
homeowner has encountered is the 
inconvenience of subcontractors’ 
performing their work. If, in the 
sales presentation, it can be pointed 
out that the dealer-contractor is 
responsible for all the work and 
arranges his the 


subcontractors such as plumbers 


schedules with 


and electricians ahead of time, it 
will be a point in his favor. He can 
explain that these men will be 
working at a time most convenient 
to the prospect and at the same 
time the men 
are on the job so that the work 
will be completed with a minimum 


dealer-contractor’s 


of interference with the prospect's 
normal schedule. 

The presentation 
closing of the sale can follow 
outline 


actual and 
the 
presented previously — in 
this series of articles. 


‘Ct 


“| think the Cooling Standards are 
a ‘must.’ Publishing this information 
will be a service to those who buy 
summer air conditioning systems and 
to the dealer-contractors who sell 
them. The outline for a proposal is 
excellent and will also serve both 
parties to a contract.”—Claude B. 
Williams Jr., Comfort Engineers, Dur- 
ham, N. C. 
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for residential systems 


SHOW THE BUILDER he can sell his houses faster and at a 
better profit if he includes year ‘round air conditioning 


Use the Standards Card to: 


Help the Builder Sell 


Year Round Air Conditioning 


By using the ‘I’m here to help you”’ approach, the 
dealer-contractor can show the builder that his 
houses can be sold faster and at a better profit when 
they have year ’round air conditioning 


SPECULATIVE BUILDERS are seldom 
high quality buyers. Their main 
objective often seems to be to buy 
at as low a price as_ possible, 
and get the most, of what they 
think is value for the money spent. 


Builders must be shown that if 
they will use year ‘round air 
conditioning in the houses offered 
to the buying public, they will 
not only have a better chance of 
selling the houses faster, but will 


be able to economize on building 
material and make a better profit. 

Speculative builders must be 
shown that year *round air condi- 
tioning is something that people 
are willing to pay for. Thus, the 
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house is made more attractive if 
it can offer summer comfort. 

It's essential to approach the 
builder on the premise that if air 
conditioning is included in the 
houses he builds, he can 
money on many 


save 
of the features 
that are normally built into a house 
that is not designed for year ‘round 
air conditioning. Many of these 
are expensive parts and are no 


longer when a 


necessary year 
‘round air conditioning system is 


installed. 


An Air Conditioned House 


Some of the features of a house 
planned for year ‘round air con- 
ditioning are fixed glass in win- 
dows, elimination of screens, storm 
sash and windows using side open- 
ing casements. 

Also, homes can be built in ree- 
tangular shapes thus cutting down 
on the odd parts needed for other 
shaped houses. In addition, the 
builder can install solid walls 
where they should be, as the need 
for cross ventilation required for 
conditioned homes _ is 
eliminated. 


non-air 
Porches and_ breeze- 
ways are no longer necessary. 
There are many other features, 
such as the location of windows 
that must follow certain rules if 
air conditioning is not used. These 
expensive operations can be elimi- 
nated or reduced by the builder. 


STANDARDS CARDS 
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Good Design 
Pays Dividends 


Initial construction costs 
of a house can be re- 
duced if it is planned for 
year ‘round air condi- 
tioning. ‘‘Proper house 
design, careful placing 
of the house on the site 
and construction meth- 
ods which reduce the 
heat gain, play an im- 
portant part in reducing 
both the installation and 
operating costs of a sum- 
mer air conditioning sys- 
tem. Consideration 
should be given to these 
factors.’’ — Manual 11, 
National Warm Air Heat- 
ing and Air Condition- 
ing Association. 


thus offsetting much of the cost of 
the year “round air conditioning 
system. 


Offer Free Advertising 


Another sales point to be used 
with builders is (ic offer of free 
through newspaper. 
radio and TV ads if he will make 
central summer air conditioning 
a part of each house he offers for 
sale, but not if he offers air con- 


promotion 


ditioning on an optional basis. 
Publicity of this type will draw 


the public’s attention to the homes 
being built and will invite people 
to come and inspect them. 

The dealer-contractor can use 
the approach “I’m here to help” 
the builder who wants to produce 
houses that can be sold quickly 
and at a better profit. 
hes 
Use Standards Card 


The Standards for Rating Cool- 
ing Systems card can be helpful 
to salesmen approaching builders 
because it will show the care with 
which the systems are designed 
and installed to provide the com- 
fort that will add prestige to the 
builder’s reputation for building 
quality homes. 

The cards can also be part of 
the promotion programs at model 
home displays. The builder can 
have his salesmen give copies of 
the Standards card to each group 
visiting the home, and the build- 
ers salesmen can point out that 
these homes feature “Good” sys- 
tems as outlined on the Standards 
card, and that such systems will 
provide maximum comfort. 

The dealer-contractor can also 
point out in his advertising that 
the Standards for Rating Residen- 
tial Cooling Systems were used to 
design and install the air condi- 
tioning systems in the model 
homes being opened to the public 


by builders using his company and 


can be part of the promotion programs at model home displays, and the builder's salesman can use th> 
cards to show prospects that the homes feature "Good" year ‘round air conditioning systems 


{ 
4 


“It is certainly true that quality and 
performance are related to cost and 
that in the long run quality pays off. 
We use this approach when selling 
and believe the Standards cards will 
help the prospect to make a wise 
choice."’ — 5S. Kalin, Kalin’s Heating 
& Air Conditioning, Sioux City, Ia. 


its products. Thus, by playing up 
the advantages of relying upon the 
Standards card to select a summer 
air conditioning system, he will 
gain prestige for both his own 
company and the builder. 


Sell Builders’ Salesmen 


Many dealer-contractors have 


found it is to their advantage to 


Here’s how you can sell the builder on year 
’round air conditioning: 


e Show how he can save money by eliminating expen- 
sive parts 


e Use the approach ‘I’m here to help you”’ 


e Offer free promotion through various media if he will 
use air conditioning in all his houses 


e Show him how air conditioning will add prestige to 
his houses 


e Explain how the Standards card will help him with his 
selling job 


e Hold periodic meeting with builders’ salesmen 


e Work with the builder q 


hold periodic meetings with build- 


ers’ salesmen. These meetings give 


tioning to the builders’ salesmen ing. 
and tell them how to explain sales 


points to home buyers. When the 
salesmen find they are closing 


them an opportunity to point out dealer-contractor’s services the struction stages of the house. 
features of year “round air condi- next time he is planning a build- 


Work with Builder details that will enable the builder 


more sales because of summer air Another service that dealer- the building without having to 
conditioning and the help provided contractors can use effectively to reschedule them until the air con- 
by a dealer-contractor, the chances sell builders is to offer their tech- ditioning work has been accom- 
are that the builder will use the nical assistance early in the con- plished. 


This assistance consists of out- 
lining exact location of equipment, 
ducts, register openings and other 


to keep his crews working on 


STANDARDS for Rating Residential 
Heating and Cooling Systems cards 
can be used for presentation by 
salesmen, as give-away items for 
home shows, as direct mail pieces, 
etc. Designed to assist home owners 
in their purchase of a quality sum- 
mer air conditioning system, the 
two-color check-lists are available 
at the following prices: 


Quantity ——— Cost 


50 $ 1.25 
100 2.35 
200 4.50 
300 6.60 
400 8.80 
500 11.00 

1000 21.00 
2000 42.00 
3000 63.00 
4000 84.00 


105.00 


| To: The Editors | 
American Artisan 
| 6 N. Michigan Ave. | 
| Chicago 2, Ill. 
Please rush the following quantities: 
| 
Standards for Rating Cooling Systems cards| : 
Standards for Rating Heating Systems cards| 
| Enclosed is my check for $. .. .to cover reprinting costs.| 
(Please print) 
Name 
Company 
Street Address 
City and State 
| 
am a dealer wholesaler manufacturer 
| other 
| 
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By E. B. Root 
Consulting Engineer 
Birmingham, Mich. 


and 


Darwin A. Downing 


New Ductwork Estimating Tables Spell Out 
Weight of Sheet Metal and Time Required 


. for shop fabrication 


Do You Know Your 
True Fabricating Costs ? 


of duct joints and fittings used in 


Head Apprentice Teacher 


Sheet Metal Apprentice Training School 


Detroit, Mich. 


SOMEWHERE IN THE PROCESS of 
converting any given set of engi- 
neering plans into a finished and 
operating central air conditioning 
system, the sheet metal contractor 
must face the problem of estimat- 
ing the weight of galvanized sheet 
metal and the amount of labor re- 
quired to fabricate the ductwork 
ready for hanging. This fabricat- 
ing cost, added to the cost of 
labor required for erection, rep- 
resents the net cost of the metal 
work to which must be added 


overhead and all other expenses 
plus profit, to arrive at the selling 
price of the metal work connected 
with the installation. 


Whatever the method used by 
a sheet metal contractor to esti- 
mate his fabricating labor cost, he 
must base his judgment upon his 
knowledge of the ability of his 
mechanics and upon past experi- 
ence. The thorough sheet metal 
contractor will, of course, keep 
records of cost figures for each 
common item so that when he has 
an order for similar items, he has 
only to turn to this record to find 
how much metal and how much 
time is needed. 

lf the sheet metal contractor 
will carry this technique further, 
he will tend to standardize items. 
This way he can avoid new and 


low velocity duct systems 


unfamiliar items because he knows 
mechanics can do familiar work 
easier and at lower cost. Also, un- 
familiar items slow up work sched- 
ules as men stop to study, work 
out, and tinker with ideas and 
suggestions. 


Time and Weight Experiments 


Few shops have had occasion 
to work out complete cost records 
for all the common fittings and 
sizes of ducts used in residential 
air conditioning. E. B. Root, now a 
consulting engineer after having 
worked in this field for over 25 
years, had the occasion a few 


4 
4 


years ago when a firm he was 


with was fabricating complete 
duct systems from blue prints. The 
ducts were built to the inch and 
assembled according to the ground 
plan of the house that was chalked 
out on the floor of the shop. 

The number of such jobs and 
their variety eventually covered 
all duct depths from 7 to 12 in. 
and widths from 4 to 44 in. 

The weight of material required 
and the time needed to fabricate 
each fitting or section was care- 
fully kept. Revisions were made 


when weight and time saving 
ideas were developed. Eventually, 
a complete set of weight and time 
sections 


and fittings was formulated. 


records for all common 


When finally developed, these 
records were tabulated and 
grouped so that from the blue 
print of the job the total weight 
of galvanized sheet metal and the 
time needed to fabricate could be 
listed item by item for the com- 
plete job. 

Validity of this data has been 
checked by D. A. Downing, head 
apprentice teacher, Sheet Metal 
Apprentice Training School, De- 


troit. His background as an in- 
staller, layout man, shop super- 
intendent and field superintendent 
since 1919, proved helpful in 
checking the results of Mr. Root's 
findings. 

Mr. Downing again verified Mr. 
Root's findings in 1959 when he 
visited eight sheet metal shops in 
the Detroit area and used a stop 
watch to study the operations. 
Shop superintendents and engi- 
neers employed by sheet metal 
contractors were asked to ex- 
amine the data and submit their 
findings on the weight of material 
required and time involved. 

All of these investigations and 
know-how, plus the time study is 
shown in these charts. 


Possible Cost Reductions 


It is possible to build these com- 
ponents in less time than shown 
in these tables if a quantity of 
each fitting is made at one time. 
The time shown on these tables 
allows for building the entire sys- 
tem to field measurements. 

The time required will depend, 
to some extent on the equipment 


Rectangular Galvanized 


ducts (width) steel 
4 thru 12 in. 26 ga 
13 thru 30 in. 24 ga 
31 thru 54 in. 22 ga 
55 thru 84 in. 20 ga 
85 thru 96 in. 18 ga 
over 96 in 16 ga 


4 thru 10 in. 24 ga 
11 thru 20 in. 22 ga 
21 thru 40 in. 20 ga 
41 thru 60 in. 18 ga 
over 60 in. 16 ga 


Up to 10 in. 22 ga 
11 thru 20 in. 20 ga 
21 thru 40 in. 18 ga 
41 thru 60 in. 16 ga 
over 60 in. 14 ga 


Specifications for Duct Construction 


Round ducts (diameter) 


Oval ducts (maximum width) 


Aluminum 


B&S 


24 ga 
22 ga 
20 ga 
18 ga 
16 ga 


used and the skill of the mechan- 
ics. The time shown is plotted for 
‘good’ mechanics who do no lay- 
ing out of fittings, but proceed at 
once to cutting, from patterns pre- 
viously developed and used for 
samples of the standard fitting 


components, forming the metal 
with modern tools and equipment 
and completion of the assembly. 

A sheet metal contractor can 
use these figures to check his own 
men against typical fittings and 
thereby set up a comparison per- 
centage for his own mechanics. 
This percentage can be applied 
against the entire job, or could be 
used to build up a corrected tabu- 
lation based upon a particular 
shop and group of mechanics. 

The complete set of charts cov- 
ers all common fittings and all 
depths of ducts from 7 to 12 
inches. 

Methods of fabricating ducts of 
larger size than covered here have 
not been tabulated because the 
investigations and time studies in- 
dicate that fabrication techniques 
and consulting engineers’ specifi- 
cations vary radically with each 
job. 


Save These Pages 


Because each month additional 
pages will be published and upon 
completion of the entire set of 27 


tables a sample problem will be 


worked out in detail. 
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Rectangular 
Duct Sections 


Depth 7 in. 


Length 

of 
section y 2 3 4 5 6 
in feet 


Width |Weight Time Weight Time |Weight Time 


44 }10.4 25 | 208 25 | 31.2 25 
42 }100 25 | 200 25 | 30.0 25 


Weight Time Weight Time [Weight Time|Weight Time |Weight Time 


40 | 96 25 | 19.3 25 | 289 25 
38 | 9.2 25 | 185 25 | 27.7 25 
36 | 88 25 | 17.7 25 | 265 25 


34 8.5 25 | 167 25 | 25.4 25 
32 8.2 25 | 15.8 25 | 243 25 


30 60 25 | 12.1 25 | 18.1 25 | 24.2 25 | 30.2 25 | 36.2 25 | 42.3 
28 5.7. 25 11.5 25) 17.2 25 | 23.0 25 | 28.7) 25 | 34.4 25 | 40.2 
26 5.4 25 | 109 25 | 163 25 | 21.8 25 | 27.2 25 | 32.6 25 | 38.1 

24 31 25 | 10.3 25 | 15.4 25.) 205 25 | 25.7) 25 | 308 25 | 359 25 | 41.0 25 
22 48 25 97 25 | 145 25) 19.3 25 | 24.22 25) 29.0 25 | 33.8 25 | 386 25 
20 45 25 9.1 25 | 13.6 25) 18.1 25 | 22.7) 25) 27.2 25 | 31.7) 25 | 36.2 25 
18 42 25 8.5 25 25 | 169 25) 21.2 25 | 25.4 25 | 296 25 | 33.8 25 
16 39 25 79 25 25 1°15.7 25 119.7 25) 236 25 | 27.5 25 | 31.4 25 
14 36 25 7.2 25) 109 25) 14.5 251181 25) 21.7) 25 | 25.3 25 | 29.0 25 
12 3.3 25 6.6 25] 13.3 2541166 251 19.9 25 | 23.2 25 | 266 25 
10 3.0 25 6.0 25 9.1 251) 192.3 25 2) 


25 | 48.3 25 
25 | 439 
25 | 43.5 25 


25 | 24.2 25 
8.6 15} 11.5 25 | 14.4 25} 17.2 20} 20.1 20 | 23.0 20 
8 ae US 8.2 151109 251136 25} 163 201190 20) 21.8 20 
7 26 7.7 15] 10.3 251129 25] 15.4 201180 20] 20.6 20 
6 48 15 9.7 20] 12.1 14.5 20] 169 19.4 20 
5 23 AS Vs 68 9.1 20111.4 25] 136 20]15.9 20) 18.2 20 
4 


2.1 15 4.2 15 64 15 8.5 20]106 20) 12.7.) 20 | 148 20) 17.0 20 
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Depth 8 in. 


Rectangular 
Duct Sections 


Weight Time| Weight Time | Weight Time | Weight Time| Weight Time 


Length 
in feet 
Width | Weight Time|Weight Time| Weight Time 
44 251 208 25 
42 10.0 25}; 200 25); 30.0 25 
40 96 25 9.3 251 269 325 
36 SS 25 1 WF 265 2 
34 251 367 24 25 
32 251 t58 25} 243 25 
30 60 25 12.1 25 18.1 25 
28 254 25 
26 5.4 25 10.9 251 163 25 
24 25 10.3. 24 15.4 25 
22 48 25 6 
20 45 25 AL 25 13.6 25 
18 4&2 23 SS t27 25 
16 3.9 25 6251 2S 
14 36 25 25) 109 2 
12 a3 25 66 25} 10.0 25 
10 3.0 25 6.0 25 a 25 
9 ay 6064S 8.6 15 
8 5.4 8.2 15 
7 2.6 15 
6 2.4 15 48 15 fa 689 
5 2.3 15 45 15 68 15 
4 ° AL tS 4.2 15 6.4 15 


Weight given in pounds 


Time shown in minutes 


24.2 251 302 251362 25 423 25 | 463 25 
23.0 25 | 28.7) 25 | 34.4 25 | 40.2 25 | 459 25 
2383 231 27.2 3264 231435 25 
205 25 | 257 25 | 30:8 2513959 251410 25 
19.3. 25 | 24.2 25 | 29.0 25 | 33.8 25 | 386 25 
255,212 251234 2351204 2 25 
S37 21 214 BinA 
4.5 25), 25 13207 2351253 25 
251366 25 179199 251232 25 | 266 25 
2.3 294 05.0 25 | 25 5,23. | 242 
3S 255 44 172 201 20.1 2012309 20 
10.9 136 25 | 163 20 | 21.8 20 
10.30 25} 12.9 25 15.4 20 | 206 20 
91 20), 11.4 25 | 136 20) 15.9 20 18.2 20 
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f 
a“ 
4 5 6 7 8 ey 
8.5 20 10.6 20 12.7. 20 14.8 20 17.0 20 
19 


Rectangular 
Duct Sections 


Depth 9 in. 


Length 
of 
section 1 2 3 4 


7 8 
in feet 


Width| Weight Time] Weight Time| Weight Time 


44} 10.4 25) 208 31.2 25 
42 |} 10.0 25} 200 25} 30.0 25 


Weight Time] Weight Time] Weight Time|Weight Time} Weight Time 


Weight given in pounds 
40 96 25 93 25) 269 25 
38 92 251 251 277 2 
36 | 88 25| 17.7 25| 265 25 


34 85 25 | 16.7 25| 25.4 25 
32 8.2 25] 15.8 24.3 25 


30 6.0 25) 12.1 25} 18.1 24.2 25| 30.2 25) 36.2 25 | 42.3 25 | 483 25 
28 5.7 25] 11.5 25} 17.2 25) 23.0 28.7 344 25| 40.2 25 | 45.9 25 
26 5.4 25] 109 25) 163 25] 21.8 25) 27.2 25) 32.6 25] 38.1 25) 43.5 25 
24 5.1 25] 103 25] 15.4 25] 205 25] 25.7 25) 308 25) 359 25) 41.0 25 
22 48 25 97 25| 145 25] 19.3 25| 24.2 25) 29.0 25] 338 25 | 386 25 
20 45 25 9.1 25] 136 25] 186.13 25) 22.7 25) 27.2 25) 31.7 25) 36.2 25 
18 4.2 25 8.5 25) 12.7) 25) 169 25} 21.2 25) 25.4 25) 29.6 25) 33.8 25 
16 79 251 11.8 251] 198.7 25) 19.7 25) 234 25) 275 25; 314 25 
14 3.6 25 7.2 25) 109 25| 14.5 25) 18.1 25] 21.7) 25) 25.3 25] 29.0 25 
12 3.3 25 66 25} 10.0 25] 13.3 25} 166 25] 19.9 25) 23.2 25) 266 25 
10 3.0 25 6.0 25 9.1 25) 12.1 25) 15.1 25] 18.1 25) 21.1 25) 24.2 25 

2.9 15 SF 6S 86 15) 11.5 25} 14.4 25] 17.2 20] 20.1 20] 23.0 20 
8 2.7 15 5.4 15 8.2 15] 109 25} 136 25} 163 20) 190 20] 21.8 20 
7 2.6 15 5.1 15 7.7 15) 103 25} 12.9 25) 15.4 20] 180 20] 206 20 
6 aa 6S 48 15 7.3 5 9.7 20] 12.1 25) 145 20] 169 20] 19.4 20 
5 2.3 15 45 15 68 15 9.1 20] 11.4 25] 1346 20) 15.9 20] 18.2 20 
4 a1 4.2 15 64 15 8.5 20} 106 20] 12.7) 20} 14.88 20} 17.0 20 
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Equipment Capacity Is Based On 


Refrigerant Vapor Compression Cycle 


A basic understanding of what goes on in each phase 


of a simple vapor compression cycle provides a 


mental picture that can serve as a basic guide to 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


Is. THIS SERIES of articles we have 
locked at residential air condition- 
ing from many points of view. 
Some of these have been well back 
from the subject so we could take 
a comprehensive look at the rela- 
tionship of its various facets. At 
other times we made close-up exX- 
aminations of 


particular items. 


This month we take a medium 


distance look at the simple vapor 


cycle. \ c will be 


compression 


help solve encountered problems 


close enough to see basically what 
goes on in each phase of the cycle. 
yet far enough away so as not to 
become confused with some of the 
complexities of actual operation, 
Fundamental to the vapor com- 
pression cycle is the refrigerant, 
which, by definition, is a sub- 
stance that picks up heat by evap- 
oration at a low temperature and 
pressure and gives up heat by 
condensation at a higher tempera- 
ture and 


pressure. Evaporation 


and condensation are actually 
changes of state, the former being 


a change from liquid to vapor and 


the latter being a change from 
vapor back to liquid. 


Desirable Characteristics 


One of the desirable thermody- 
namic characteristics of a refrig- 
erant is large latent heat. This is 
the heat necessary to cause a state 
change. The larger it is, the less 
number of pounds of refrigerant 
that need be circulated for a given 
cooling rate. 

A second desirable feature is a 
low pressure ratio corresponding 


to the temperature range between 
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the evaporator and condenser. The 
lower the ratio for a given tem- 
perature range, the less the work 
input of the compressor. 

A third feature is an operating 
pressure range above atmospheric, 
and a fourth is reasonable condens- 
ing pressure. The former is neces- 
sary to keep air from leaking into 
the system, and the latter is de- 
sirable in order that construction 
need not be excessively heavy y.- 

Another important characteristic 
that must be included is the vol- 
ume occupied by a pound of vapor 
at the suction pressure. If this is 
excessive, the compressor will be 
excessively large. 

The thermodynamic properties 
of refrigerants are available in 
tebular form from their manufac- 
turers, or in standard references. 
Fig. 1 shows a partial tabulation 


for R-22. 


How to Use Diagrams 


We want to design a refrigerat- 
ing system which will cool at the 
rate of five tons. This will be an 
air conditioning system so we as- 
sume that the evaporator will op- 
erate at a refrigerant temperature 
of 40 F. We will also assume that 
water is available at a low enough 
temperature, and sufficient 
quantity in order to operate at a 
condensing temperature of 100 F. 
The two temperature levels on a 
temperature-heat 
shown in Fig. 2. 


diagram 


The saturation line in this dia- 
gram connects points plotted from 
the heat (the word enthalpy used 
in Fig. 1 is a more technical name 
for heat) values in Fig. 1. Heat 
values to the left of the critical 
point are taken from the column 
headed “Liquid”, heat values to 
the right of this point are taken 
from the column headed “Vapor”. 

For example, move across in 
Fig. 1 at 100 F and read heat 
of liquid 40.98 Btu/lb and heat of 
vapor 113.06 Btu/lb. These are 
plotted as points A and FE. respec- 
tively in Fig. 2. 
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In addition to the two tempera- 
ture lines on Fig. 2. we have also 
shown line AB, representing the 
drop in pressure of refrigerant as 
it passes through the expansion 
device, and line CD, representing 
the compression of refrigerant as 
it passes through the compressor. 


What is Entropy? 


We'll not go into detail as to 
why one of these lines is vertical 
and the other slopes. It is sufficient 
to know that the expansion proc- 
ess between A and B takes place 
with no change in heat content, 
and the compression process from 
C to D takes place with no change 
in entropy. Entropy is the ratio of 
heat added to a substance to the 
absolute temperature at which it 
is added. We need not be con- 
cerned with it except to know that 
values are given in the refriger- 
ant property table. Fig. 1. 

The first thing to determine is 
the cooling effect provided by each 
pound of refrigerant as it passes 
through the evaporator. This will 
be the difference in heat content 
at points B and C. The heat con- 
tent at B is the same as at A which 
is on the saturation line and, there- 
fore, in the table of Fig. 1. 

Referring to the table, we see 
that the heat content of liquid at 
100 F is 40.98 Btu/lb. Since point 
C is on the vapor part of the satu- 
ration curve, we read that the heat 
content at 40 F in the vapor col- 
umn is 109.09 Btu/Ib. The cooling 
effect per pound of refrigerant is, 
therefore, 109.09 40.98 
68.11 Btu/Ib. 


Calculate Circulation 


Knowing the cooling effect per 
pound and having set five tons as 
our required cooling rate, we can 
calculate the rate at which refrig- 
erant must circulate through the 
evaporator. Thus, (5 tons * 200 
Btu/min) + 68.11 Btu/lb = 
14.68 lb/min. 

In Fig. 2 we see that vapor en- 
ters the compressor at point C. 


The volume occupied by a pound 
of vapor at 40 F is read in Fig. 1 
as 0.6559 cu ft. The volume rate 
at which the compressor must han- 
dle refrigerant is, therefore, 14.68 
X 0.6559 = 9.63 cu ft/min. Since 
the compressor may be only about 
90 percent efficient’ as gas 
pump, the actual compressor dis- 
placement may be 9.63 + 0.90 
10.7 cu ft/min. 


Estimate Horsepower 


When designing a compressor, 
we need an estimate of the horse- 
power required for the conditions 
we have chosen. To determine 
this, first find the Btu per tb 
which the compressor adds to the 
vapor. This is indicated in Fig. 2 
by the horizontal distance from C 
to D. The heat content of the re- 
frigerant at point C was found 
previously to be 109.09 Btu/Ib. 
The heat content at point D cannot 
be read directly from the table in 
Fig. 1 because this point does not 
lie on the saturated vapor curve 
but is to the right of this line in 
the superheated vapor region. In 
other words, although refrigerant 
at point D is at the same pressure 
as it is at point F, it is at a higher 
temperature and contains more 
heat. i 


Find Heat Content 


In order to find the heat content 
at point D, make sure that line 
CD runs at constant entropy. Use 
Fig. 3 to see how the required 
heat content is calculated. Points 
C. D and E in this figure represent 
the same points as shown in Fig. 
2. Enter at points C and E the 
heat content and entropy values 
from Fig. 1 for saturated vapor. 
At point D enter the same entropy 
value as entered at point C. Since 
the heat content value at point D 
is unknown, the symbol hg is en- 
tered. A fourth point S is shown. 
This point is given in Fig. 1 as 
having 50 degrees superheat at the 
upper temperature of the cycle. 

Still referring to Fig. 3, we can 


i 
= 
: 
a = 
“ab 


Fig. 1 — Properties of Refrigerant 22 


Sat. Temp. F. 


Abs. Press. Lb 
per Sq In. 


Enthalpy and Entropy Taken from —40 F 


50 Deg 
Volume Enthalpy Entropy Superheat 
Liquid Vapor Liquid | Vapor Liquid | Vapor Enthalpy| Entropy 


| o.01262 | 0.6559 | 21.70 | 109.09 | 0.0469 | 0.2218 | 116.96 | 0.2369 


100 212.26 


| o.01402 | 0.2517 | 40.98 | 113.06 | 0.0827 | 0.2115 | 122.40 | o.2276 


now sel up a proportion using the 


values shown on the line EDS. 
Thus, ED/ES hy 113.06, 
122.40 113.06 0.2218 

0.2115/0.2276 0.2115. Heat 


content at D hy 119.03. 

find the 
work done by the compressor as 
119.03 109.09 9.94. Btu, Ib. 
Refrigerant is circulating at the 
14.08 
total compressor work is 14.608 
9.94 145.9 Btu min. 


By definition 


Knowing hy. we can 


rate of Ib/min, therefore. 


12.42 
Biu/ min in one horsepower, there- 
fore, the 


there are 


theoretical compressor 
12.42 


34. Add to this figure the energy 


horsepower is 145.9 
needed to overcome friction and 
compensate for other losses to get 
actual brake 


compressor horse- 


power! 


Process of Condensation 


To this point we have examined 
the evaporation and compression 
processes, Now let us look at the 
process of condensation. 

Refrigerant vapor leaves the 
the con- 
denser at point D which is in the 


compressor enters 
superheated vapor region of the 
diagram pictured in Fig. 2. The 
condenser must cool vapor from 
its superheated temperature at 
point D to its saturation tempera- 


ture at point E before condensa- 


A COMPLETE TABLE on the properties of Refrigerant 22 will be found in ASHRAE Guide for 1959, pages 546-547 


tion can begin and take place be- 
tween points E and A. At point A 
the refrigerant has all been re- 
turned to its liquid state, and is 
ready to begin its next pass 
through the cycle. 

Line DA represents the amount 
of heat which each pound of re- 
frigerant gives up in the condens- 
er. The 
determined by calculation to be 
119.03 Btu/lb. The heat content at 
found from the table in 
hig. 1 to be 40.98 Btu/lb. The 


total heat released from the five 


heat content at D> was 


\ 
Was 


ton cycle is 14.68 Ib/min 
(119.03 10.98) 1115.9 
Btu/ min. 

Notice that the heat rejected 


figure is the sum of the heat en- 
tering the cycle through the evap- 
orator (assumed to be five tons or 
1000 Btu/min) and the work or 
its heat equivalent entering the 
system through the compressor 
(calculated to be 145.9 Btu/min). 


Air, Water Affect Cycle 


This completes the thermody- 
namic analysis of the simple vapor 
compression cycle of refrigeration. 
There are, however, two other cal- 
interest in 
of the 
cycle for air conditioning. These 


culations that are of 


connection with the use 
two are the air quantity required 
for the evaporator (to bring the 


five ton load into the cycle), and 
the water quantity required for 
the condenser (to carry away evap- 


orator and compressor heat). 


How Capacity Is Utilized 


The five ton load we assumed is 
equal to 60,000 Btu/hr. In the 
usual comfort air conditioning sys- 
tem part of this capacity will be 
spent in removing heat which re- 
duces the temperature of the air. 
Another part will be spent in re- 
moving the latent heat of water 
vapor in the air to cause the vapor 
to change to liquid water which 
can be drained away. 

In larger air conditioning jobs 
both sensible and latent loads are 
carefully calculated. Air quantity 
and coil performance are chosen 
to satisfy both loads as nearly as 
possible. The procedure for doing 
this involves knowledge of sensible 
heat ratios, apparatus dew points, 
by-pass factors, ete. 

For smaller air conditioning 
jobs, including most residential 
jobs, extreme accuracy in the se- 
lection of air quantity and coil 
performance are not required. 
This is proven by the success of 
the self contained, or package air 
conditioner that has its air quan- 
tity and coil performance pre- 
selected at the factory to satisfy 
average load conditions. 
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Most package air conditioners 
are designed to do about 70 percent 
sensible cooling and 30 percent la- 
tent cooling at standard rating con- 
ditions. The standard air quantity 
is 400 cfm per ton. If the system 
is to do 0.70 & 12000 = 8400 Btu- 

hr of sensible cooling for each ton 
of total capacity, the air would be 
cooled 8400 (400 X 1.08) = 
19.4 F. This equation might be 
better understood if it is written 
as follows: 8400 Btu/hr 100 cu 
ft/min 60 min/hr X 0.24 
Btu/lb/deg F X 0.075 Ib/cu ft 
X deg F where 0.24 is the specific 
heat of air (amount of heat need- 
ed to raise one lb of air one deg 
F) and 0.075 is the density of 
air at standard conditions. By 
combining several factors we get 


60 X 0.24 X 0.075 = 1.08. 


Compressor Energy 


In our simple cycle we found 
that for 1000 Btu/min (five tons) 
absorbed by the evaporator, the 
condenser had to reject 1145.9 
Btu/min., the difference represent- 
ing energy from the compressor. 

Since one pound of water rising 
one degree F can absorb one Btu, 
we could carry away the condens- 
er heat with 1145.9 pounds of wa- 
ler per minute if we allowed only 
a one degree rise in water temper- 
ature. Since this is an excessive 
amount of water, it’s better to al- 
low a higher rise, say 20 F. This 
decreases the amount of water to 
57.29 Ibs/min or 6.88 gpm. 

In actual practice the amount 
of heat the compressor contributes 
to the condenser (CD in Fig. 2) 
varies. For estimating purposes 
when considering air conditioning 
systems, it is convenient to round 
it off at 50 Btu/min for each 200 
Btu/min in the evaporator. This 
makes the condenser heat 250 Btu/ 
min/ton. To pick up this amount 
of heat, it is necessary for one gal- 
lon of water to rise 30 F. Thus. 


oo 


one gallon 8.33 |b/gallon X 30 


Critical point 
Saturated 
sy vapor line 
H 
40.98 109.09 


13.06 9.03 


FIGURE 2—Equipment capacity requirement is effected by the relationship between 
temperatures and heat content of refrigerant in vapor and liquid states as shown by 


this heat diagram 


This relationship points out that 
the number of gallons times the 
number of degrees must equal 30 
in each case, or we say there are 
30 gallon degrees for each 200 
Btu/min in the evaporator for 
each ton of cooling. A ten ton unit 
supplied with cooling tower water 
at 85 F could operate on a 10 de- 
gree water range. Water required 


will be 30 gallon degrees per ton/ 


Point D 
Heat content = hy 


Entropy = 0.2218 


10 degree range X 10 tons = 30 
gpm. 

Actual operation of a refrigera- 
tion system will depart somewhat 
from the simple vapor compression 
cycle we have discussed in this 
article. However, if the simple cy- 
cle is kept as a mental picture of 
the functioning of a system, it will 
serve as a basic guide to better 
understand the actual cycle and 
help solve encountered problems. 


Point S 
Heat content = 122.40 
Entropy = 0.2276 


Point E 
Heat content = 113.06 
Entropy = 0.2115 


Point C 
Heat content = 109.09 
Entropy = 0.2218 


Proportion 
ED 


hg ~N3.06 


0.2218-0.2115 
= 


ES 122.40-3.06 0.2276-0.21I5 


FIGURE 3—Calculation of heat content for any set of conditions in a vapor com- 
pression cycle is possible with the aid of a diagram constructed along these lines 


F = 250. 
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How Direct-Fired Unit Heaters Serve 
The Industrial Plant Heating Market 


Information about the effectiveness of direct-fired 
heating equipment in industrial plants is derived 
from practical suggestions that come largely from 
actual experience and technical publications 


By L. W. Sutherland 
Manager, Product Engineering 
Janitrol Heating & Air Conditioning Div. 
Midland-Ross Corp. 


us 


FIGURE . Propeller type unit is designed for overhead 
mounting with free discharge of the air through a louvered 


outlet opening, the return air entering through the motor shaft 
mounted propeller fan on the back of the unit 


SALES opporTUNITIES for direct-fired unit heaters 
are widening each year as case histories provide 
more and more application data. Versatility of ap- 
plications, low initial cost of equipment and low an- 
nual fuel costs add to the buyer's preference. Evi- 
dence of these direct-fired unit heating equipment 
features. with and without duct systems, over wet 
heat type of systems will be presented in this series 
of articles. 

Various types of direct-fired heaters are 
available to meet practically any industrial plant 
heating requirement. 


Propeller Type Most Common 


The propeller type is most common. It is designed 
for overhead mounting with free discharge of the 
air through a louvered outlet opening, and the return 
air entering through the motor shaft mounted pro- 
peller fan on the back of the unit (Fig. 1). 

This type of unit is most popular for general space 
heating because it can be suspended from overhead 
without obstructing floor space, and because of its 
simplicity, it is the least expensive to purchase and 
install. Also, the noise level of the propeller fan op- 
eration is not a detrimental factor in industrial plant 
heating. 


Circulating Larger Air Volumes 


Centrifugal blower operated direct-fired models 


are used where the units are located farther above 
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floor level than commonly used for propeller type 
unit heater installations. In such cases, greater air 
volumes are required to build higher outlet veloci- 
ties (Fig. 2). 

Blower models are also adaptable to duct systems 
in situations where several small areas, such as plant 
office. laboratories, tool rooms, ete. are so located 
that they can be heated with a single duct unit. 
Overhead suspended blower units take no working 
space at the floor level. 

Belt driven blowers are usually more quiet than 
propeller fans when circulating larger air volumes, 
and lend themselves to adjustment for heating such 
areas in which quiet operation is a requisite. 


Heating Large Unrestricted Space 


Heavy duty direct-fired heaters with extra large 
capacity blowers are designed for either resting on 
the floor or mounted on overhead platforms. Units of 
this type are widely used in large buildings such as 
warehouses, foundries, and in areas where there is a 
large expanse of unrestricted space which can be 
heated with warm air projected from a central point, 
Such equipment may be equipped with outlet noz- 
zles having adjustable louvers, or with ducts to dis- 
tribute the warm air and to return air to the unit 
(Fig. 3). 

These heavy duty units operate at high efficiency 
because they discharge the air at high velocity to- 
ward the area it serves. High discharge velocity per- 
mits the air temperature to diminish to room tem- 
perature by the time it has reached the end of its 
travel. Because of this feature. there is less tendency 
for the warm air to accumulate at levels above the 
discharged air stream. 


Consider Other Factors 


In a number of case histories it has been neces- 
sary for crane cabs to be heated separately even 
though they are located high above the floor level. 

With the increasing demands for summer air con- 
ditioning, cooling coils can be installed in the outlet 
ducts at the blower unit, and thereby take advantage 
of the available large blower capacity to introduce 
summer comfort cooling to large office or production 
areas. 


Duct Furnace Applications 


Direct-fired duct furnaces are increasing in use 
(Fig. 4). These sources of heat, with their individual 
automatic control require an external air supply. 
Such an air supply is often available. If not, it can 
be easily provided. 

Duct furnaces may be installed singly or in mul- 
tiples in duct system branches to provide zone con- 
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The subjects treated in this series on direct-fired 
heating equipment in industrial plants are: 


Application .....A breakdown of the various 
types of direct-fired unit heaters 
that are available and how they 
are equipped to meet practically 
any industrial plant heating re- 
quirement 


Selection .......Points out what items to con- 
sider when calculating the heat 
loss or heat gain so the job can 
be sized extremely close in order 
to give the customer better serv- 
ice in terms of greater comfort 
and lower original investment 


Installation .....Shows why experienced unit 
heater installers consider the 
“effective heating area” of a 
unit rather than “length of 
throw” as more realistic and a 
better guide when locating heat 
distribution equipment that has 
the proper air distribution acces- 
sories 

Environment, 

Life Expectancy, . Several steps are given on how 

& Fuel Data to reduce corrosive action and 
thereby prolong the life of the 
unit, and explains ways direct- 
fired unit heater equipment can 
be applied to meet the require- 
ments of a dual fuel supply with 
good results 


Economics & 

Sales Features ..Explains the merits of an LPG- 
air system as compared to the 
straight direct fuel system in 
terms of job size, physical ar- 
rangement of the heating 
equipment, amount of piping re- 
quired, and provides guides to 
estimate fuel consumption 
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The system design must provide 
a means for bypassing the heat 
exchanger when the duct fur- 
nace is used as the heat source 
in year ‘round air conditioning 


FIGURE 2 . . Centrifugal blower operated direct-fired models 
are used where the units are located farther above the floor 
level than commonly used for propeller type unit heater in- 
stallations 


trol of heat input to a constant air circulating system. 

The automatic fuel controls of the duct furnace 
must be interlocked in some manner with the air 
source so the duct furnace cannot be operated unless 
air is being circulated. The limit control on the duct 
furnace must never be used as a cycling control. 
Kither a sail switch in the supply air duct or an elec- 
trical interlock with the blower motor current may 
he used to protect the duct furnace by turning off 
the fuel to avoid overheating should there be a fail- 
ure in air flow. 


Avoid Condensate in Duct Furnace 


Duct furnaces are often used as the heat source 
in a year ‘round conditioning system. The system 
design must provide a means for bypassing the heat 
exchanger with the conditioned air on the cooling 
cycle, or for locating the duct furnace on the inlet 
side of the cooling coil (Fig. 5). This requirement is 
established to avoid excessive condensation of the 
humid summer air inside the duct furnace heat ex- 
changer. 


FIGURE 3..These heavy duty units are widely used in large 
buildings such as warehouses, foundries, and in areas where 
there is a large expanse of unrestricted space which can be 
heated from high or low discharge registers 


Though the heat exchanger itself may be treated 
to resist corrosion, the burners, or other chilled parts 
of the unit, may suffer. There is also the very real 
possibility that condensate in the exchanger will 
wash foreign matter from the heating surfaces down 
onto the burner with a good possibility of a failure 
when turned on for the heating cycle. Many local 
codes have been written to outlaw installations in 
which cold air is passed over a direct-fired heat ex- 
changer. 

The basic difference between a direct-fired ex- 
changer and steam or hot water coils used in heating- 
cooling systems is frequently overlooked by archi- 
tects and engineers whose experience has been large- 
ly with the latter type of heating surface. 


‘After Mix’’ Air Tempering System 


Duct furnaces are often used as the heating ele- 
ment in air tempering systems which are required 
to heat makeup air introduced in a plant to over- 
come negative building pressures created by power 
exhausters. In such systems, it is best to recirculate 


AMERICAN ARTISAN, APRIL 1960 


| 
80 


FIGURE 4 Duct furnaces may be installed singly or in 
multiples in duct system branches to provide zone control of 
heat input to a constant air circulating system 


some heated room air and mix it with the cold out- 
side air in the duct down stream of the furnace. In 
this type of system, it is possible to maintain any 
desired constant discharge air temperature at the 


registers. 


Advantages of System 


This system arrangement eliminates the possibility 
of condensate formation inside a heat exchanger be- 
cause the heat exchanger is never subjected to the 
sub-freezing temperature of outside air. This has 
been called the “after mix” system because the 
heated air, and outside air are mixed on the outlet 
side of the duct furnace before it is fed to the blower 
(Fig. 6). Other advantages of this system are: 

1) Power and blower capacity are at a minimum 
because only the small volume of recirculated air 
used to temper outside air passes through the duct 
furnace. 

2) Outside air at widely varying temperature can 
be introduced without upsetting the heating system 
balance. Temperature of the tempered outside air 
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FIGURE 5 . . When duct furnaces are used as heat source in 
a year ‘round conditioning system, the system must provide a 
means for bypassing the heat exchanger with the conditioned 
air on the cooling cycle or for locating the duct furnace on 
the inlet side of the cooling coil to eliminate condensation 


OUTSIDE WALL RAIN LOUVRES 


AIR VOLUME 
FRESH AIR| FRESH AIR 
FILTER 
— 
T 
EXCHANGER 1900 ou Ler 
70 F 
121,500 CFM 
REcIRCULATED 900 CFM 170 F 
RETURN AIR 70 F BTU/HR. PLUS 100 ) 
INPUT 


TEMPERATURE CONTROL POINT 


FIGURE 6 . . Typical “after mix" system. Design condition 
70 F inside temperature, with introduction of 1000 cfm fresh 
air at —20 deg outside temperature, mixed with recirculated 
heated room air to provide a 70 deg outlet temperature 


can be maintained at any desired point without a 
complicated control system by means of a cycling 
control with a fixed temperature setting in the mixed 
tempered air. Simple low cost controls are now avail- 
able which provide excellent modulation of heat out- 
put by rapid on-off operation, in some cases as many 
as 40 to 50 times per hour to hold the tempered air 
to within 6 to 7 deg plus or minus the control setting. 
Engineering information bulletins are available for 
methods of computing heating input and cfm re- 
quirements. 


Looking Ahead 


Practices followed by successful applicators of di- 
rect-fired unit heaters in calculating the heat loss and 
heat gain will be featured in the next article. Special 
attention will be given to items that affect the heat 
loss estimate and are often overlooked. This article 
will provide you with a basic understanding of the 
factors to consider in your estimate so you can size 
the job extremely close and thereby give your cus- 
tomer better service in terms of greater comfort and 
lower original investment. 
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HUGH REID'S SHEET METAL PATTERN 


Here's a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month's fitting can 
be used as a guide to develop re- 
lated patterns and solve other 
problems encountered at the lay- 


out bench 


Can you develop this pattern in 45 minutes? 


How to Develop: 


A Rectangular Tapered Duct 
With Takeoff on Straight Side 


Tuts ts A FITTING where the construction of plan and 
front views will not be necessary if the patterns are 
developed as described. 

In the layout of the top, bottom and straight side 
pattern (Fig. 3), the opening for the branch connec- 


tion to the tapered duct has been marked for cutting. 


This is not always general shop practice since the 
location can be left until the fitting is being installed 
at the job site. 

Consideration should always be given to the double 
seam method of fastening the branch takeoff to the 
main trunk line. It makes a strong, rigid connection 
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NOTE: THESE PATTERN di- 
mensions should be multipled 
by the predetermined ratio 
figure to produce the actual 
size of the fitting needed 


PiTTS UP 
UP 


UPIT? 6 
UP 1/180 


Fig l-PLAN WieEw 
ime Fig 4-Orrser 
SIDE PATTERN 


L 


3" 
FiG2- FRONT Wiew [19 10 
fr) 


Fig Tor ¢ Borr. Patr 
l-Rigut- J-Lerr co. 


Up 
le, TTs Up 


—7Xx 
Fig 6-THRoatT Parr. 
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Fig 3- Top- Bortom ¢ Sipe PatTERN 
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"Double-seam method of fastening the branch takeoff to the 


main trunk line should be considered because it makes a strong, 


rigid connection.” 


and eliminates the need for soldering, riveting or 
metal serews. Forty-five minutes should be an ample 
time estimate to lay out the patterns for a fitting of 
this type. 

Given the plan and front views of a rectangular 
duct with a takeoff branch, the following is a step by 


step analysis of the pattern problem solution. 


Top, Bottom and Straight Side Pattern, Fig. 3— 


a) Draw a horizontal line and mark the left ex- 
tremity as point K. Working from point K, measure 
to the right the width and depth of the fitting’s large 
end as indicated on the plan and front view drawing. 
These dimensions are 1%) in.: 1 in, and 184 in. Mark 
the points as J. J’, K’. 

bh) From points J and J’, draw lines upward and 
perpendicular to line K-K’. On both lines, measure the 
given length of the fitting which is 3 in. and mark 
the points as F and G. Through points F and G draw 
a line parallel to the line K-K’. From point G, meas- 
ure to the right the given width of the small end of 
the duct which is 1 in. and mark it as point H. Meas- 
ure | in. to the left of point F and mark it as point FE. 

c) From points K and K’, draw lines upward and 
perpendicular to line K-K’. Measure 14 in. up the 
lines and mark the points as C and C’. From points 
FE and H, draw lines below and perpendicular to line 
E-H. Measure 14 in. on both lines, and mark the 
points as D and D’. Draw lines C-D and CD’. 

d) Layout of the opening for the takeoff duct con- 
nection will have to be performed after the takeoff 
fitting has been developed (see Fig. 5). 


Offset Side Pattern, Fig. 4— 


a) Draw a horizontal line equal to the given 1 in. 
width of the fitting. Mark the points as L and M. 
From both points, draw lines perpendicular to and 
above line L-M. Working from Fig. 3, transfer 
lengths C-K; C-D; and D-E to both perpendicular 
lines (Fig. 4) and label the points 6, 8 and P, also 


5. 7 and N. Draw lines connecting the points, 


Top and Bottom Pattern, Fig. 5— 


a) Draw a 1 in. horizontal line. Mark the points 
as T and S. From both points, draw lines above and 
perpendicular to this line. Measure the given 14 in. 
(straight length of branch) and label the points as 9 


and 10. Through points 9 and 10 draw a line extend- 
ing to the left of point 9. Measure 14 in. to the left 
of point 9 (the fitting radii) and locate point R’ and 
from this point draw a line perpendicular to ex- 
tended line 9-10. 

b) With R’ as center and given radius 1% in., 
draw a 90 deg are from point 9 to intersect the per- 
pendicular line. Mark this as point U. Through this 
point draw a line to the right and parallel to line 
T-S. With R’ as center and radius R’-10, draw an are 
upward from point 10 to intersect the upper horizon- 
tal line. Mark the intersection as point V. 

c) To layout the opening for the takeoff fitting. 
return to the pattern developed as Fig. 3. Transfer 
on line J’-G the given dimension (Fig. 1) of 1% in. 
and distance U-V from Fig. 5. Draw the two lines 
parallel to line J-J’ from these located points. Meas- 
ure 3/16 in. to left of line J’-G on the first horizontal 
line and locate point 2. Also on this line measure 5g 
in. (given width of fitting, Fig. 2) to left of point 2 
and locate point 1. On the second horizontal line 
measure 3/16 in. to left of line J’-G and locate point 
3. Also on this line measure 5% in. to the left of point 
3 and locate point 4. Draw lines connecting points 


1-2; 2-3; 3-4; 4-1. 


Throat Pattern, Fig. 6— 


a) Draw a 5% in. horizontal line. Mark its terminal 
points as W and X. From both points draw lines per- 
pendicular to and above line W-X. Working from 
Fig. 5, transfer the 14 in. straight length of the 
branch and are length U-9 (0.5 in. x 1.57 = 13/16 
in.) to both perpendicular lines (Fig. 6). Through 
the located points draw lines parallel to line W-X. 
Note: The are length can be calculated by multiply- 
ing the given radius by the constant 1.57 or the are 
can be measured with a flexible rule. 


Back Pattern, Fig. 7— 


a) Draw a 5% in. horizontal line. Mark its termi- 
nal points as Y and Z. From both points draw lines 
perpendicular to and above line Y-Z. Working from 
Fig. 5, transfer the 14 in. straight length of the 
branch and are length V-10 to both perpendicular 
lines, (Fig. 7) and through the located points draw 
lines parallel to line Y-Z. 

Add necessary seam and joint allowances and 
mark the patterns for fabrication. 
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... the bite of the ice pick splitting a block of ice . .. the clank of tongs . . . the heave of f) Capped in gold 
the ice cake to the iceman’s soaking shoulder apron? Remember his dripping trail up ew and factory-sealed 
the walk, across the porch and kitchen to the icebox? What an appetite it had for cakes oe for purity 
of ice ... remember? And “mop up those tracks .., don’t forget to empty the drip pan!” i 

While the iceman made his rounds years ago, scientists worked to perfect a safe m 
refrigerant. In 1931 development of “Freon” refrigerant opened the door to progress EF RE ON 
that has put safe, efficient, carefree refrigeration into nearly every home in the coun- 
try. Today, “Freon” stands first for quality and leadership in serving the refrigeration 
and air conditioning industries. 

Just as ‘“Freon”’ is the refrigerant you know and trust, you can be sure Du Pont will refrigerants 
continue research and development of its products and packaging. Always look for 
new developments from Du Pont. E. I. du Pont de Nemours & Co. (Inc.), ‘Freon” 
Products Division, Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING 
\ «++ THROUGH CHEMISTRY 


premium quality 


Freon and combinations of Freon- or F- followed by Is are Du Pont’s regi d trad ks for its fluorinated hydrocarbon refrigerants. ° 
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REPUBLIC ENDURO’ CHROME-NICKEL STAINLESS STEEL Gutters and 
Accessories offer homeowners advantages and economies for years 
and years. Strong enough to stand up under heavy loads of ice 
and snow, resist damage, due to expansion and contraction, can't 
bleed or discolor. Contractors find them easier to install ... at a 
nice profit, too! Ask your distributor. 


« 


REPUBLIC CONTINUOUS GALVANIZED SHEETS provide the rigidity and 
corrosion-resistance required for quiet, economical, trouble-free air 
conditioning and warm-air heating duct work. The tight, galvanized 
coating will not crack, flake, or peel, under any operation permitted 
by the base metal. Available from your local steel service center. 
Write for information. 
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REPUBLIC ROOF DRAINAGE PRODU 


... for fast... Low Cost installations 


Save installation time and costs with Republic Gutters 
and Roof Drainage Products. They go up easy, go up 
fast, go up to stay! Every length is straight and true. 
And Republic “K” Gutter is available in lengths up 
to 32 feet long. 

Precision manufacturing eliminates costly bends and 
bows. Formed of highest quality flat rolled steel, 
carefully checked on both sides to eliminate “thin 
spots” in the coating. Tight galvanized coating stays 


REPUBLIC STEEL 
Worltts Range 
of Slandlard, andl Sta 


on for years to provide vital protection and homeowner 
satisfaction. 

Your Republic Roof Drainage Products distributor 
carries a complete line of everything you need in 
24, 26, and 28 gage galvanized steel, 28 gage chrome- 
nickel stainless steel, terne (tin) or 16 oz. domestic 
copper, with perfectly matched accessories to further 
assure fast, low cost installations. Call him today, or 
write for additional information. Send coupon below. 


REPUBLIC STEEL CORPORATION 

DEPT. AA-9391 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on the following products: 
O Republic Galvanized Steel Roof Drainage Products 


O Republic ENDURO Stainless Steel Roof Drainage Products 
O Republic Galvanized Sheets 


Name Title 


Address 


City. 


| 
| 
| 
| 
| 
| 
| Firm 
| 
| 
| 
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YOU AND THE LAW 


Time Limitation on Damage Claims 


... in heating and air conditioning installations of- 


ten depends on how the equipment is installed, and 


BerORE BEGINNING the construction 
of her home in’ New Orleans. a 
woman. after consulting an engt- 
neering firm. contracted for the 
designing and installation of an 
air conditioning system. As it was 
executed the contract provided for 
the installation of a complete ain 


distribution system with duets 
sized according to the recommen- 
dations of the American Society of 
Heating. Refrigerating and Air 
Conditioning Engineers Guide. in- 
treated 


sulated and = acoustically 


Where necessary. with return 
vrilles and supply diffusers located 
according to the Guide recom. 
mendations. 

This contract also stated. “We 
guarantee the equipment in- 
stallations installed) according to 
these specifications to be free from 
defects workmanship and = ma- 


terial for oa twelve 


period of 
months from date of completion of 


installations. 


Moisture Damage 


Approximately a year and a 
half after the installation work had 
been completed the plaster on the 
walls and ceilings became satu- 
rated with moisture and damaged 
the decorations and furnishings of 
the house. Efforts on the part of 
the installer to overcome this con- 
dition were futile. The owner had 
the walls and ceilings redecorated. 


and the duct system modified, 


In the suit brought later by the 


owner. the dealer-contractor con- 


not upon clauses in the contract 


tended that he had adequately in- 


stalled the ducts in the wall and 
ceiling areas where the moisture 
damage had occurred. Further. 
that this suit had been brought 
more than a year after the installa- 
tion of the system and could not 
be maintained as the contract had 
euaranteed the installation for only 
twelve months. and = this action 
had been brought after the ex- 


piration of that period, 


Counterclaim for Repairs 


Several vears before this in- 
cident a similar situation had been 
before the courts in that state to 
which the court) referred. Per- 
formance of this contract. for the 
installation of a heating system in 
a country club had been unsatis- 
factory. 

When the heating company. in 
this instance. sued to recover the 
amount claimed to be due under 
the contract. a counterclaim) was 
interposed by the club for the 
amount it had been compelled to 
pay for repairs caused by this de- 
fective work. 

Here. instead of the one year 
cuarantee. the  dealer-contractor 
sought refuge behind a stipulation 
that the decision of the architect 
who had certified to the sufficiency 
of the performance of the con- 
tract. should be binding. 

Neither the architect's certifi- 
cate nor the dealer-contractor’s 
guarantee could be used to bar a 
recovery by the owner. 


In another controversy. a few 


years earlier, a similar attempt 


was made to construct a_ barrier 
against a suit for damages by a 
guarantee based on construc- 
tion contract provision. It stated 
that. “Unless otherwise called for. 
all material and workmanship 
shall be guaranteed for a period 
of one year starting from the date 


of acceptance of the contract.” 


Time Limit Clause 


Here. as in the current case the 
cuarantee failed to shield the con- 
tractor. “The defense to the suit is 
to the effect that this action is 
barred. and if not barred. that the 
owner waived any claims by ae- 
ceptance. The dealer-contractor's 
position is based on his interpre- 
tation of a guarantee clause con- 
tained in the specifications. This 
clause does not deal with a time 
limitation on actions but merely 
guarantees the materials and 
workmanship for one year.” 

In the 


cuarantee for the New Orleans air 


action involving the 
conditioning system and = the at- 
tempt to avoid claims for defective 
installation on the ground that the 
guarantee of equipment was for 
twelve months. the court said: 

“If the equipment was not in- 
stalled according to the specifica- 
tions as the evidence showed 
was the case here the restric- 
tion of the guarantee to twelve 
months had no application and 
therefore the statutory period for 
actions for breach of contract is 


applicable to the facts hereof.” 
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DRILLS ITS OWN HOLE... 
CUTS LABOR COST IN HALF! 


Se/f-Drilling Type Slotted 
Hex Washer Head Sheet Metal Screws 


a} Special Air Control Magnetized Drive 
Chuck fits easily into drill. SPEE-D Self- 
Drilling Screw fits snugly into Drive 


ok Chuck. Held firmly in place. 
HEAT TREATED Press point of screw against sheet metal 
HIGH CARBON \ and compress drill trigger. Bites through 
STEEL CHUCK 


2, metal in seconds. 


Air Control SPEE-D Self-Drilling Sheet Metal Screws 
offer you the biggest labor-saving, cost-cutting opportunity 
in years. They drill their own hole and fasten in one 
operation, “‘in seconds,’”’ completely eliminating hole 
punching or drilling. Makes your job easier, too. 

The key to this revolutionary, new self-drilling operation is 
Air Control’s special Magnetized Drive Chuck which 

holds the SPEE-D screw firmly in place. 

SPEE-D screws are made of special, heat-treated steel, and 
meet all A. S. A. standards for strength. They also feature a 
neat appearing slotted hex washer head and a sharp 

type ‘‘A”’ pinch point to assure positive starting. 


Start saving on labor costs NOW! Contact your nearby Air 
Control jobber today . . . or write direct for Bulletin 275-AC. 


Available in two packs... THE HANDY PACK, one gross 
per box, 10 boxes per carton, 10 cartons per shipping 
container... and THE ECONOMY PACK, 1000 screws 
per carton, 10 cartons per shipping container. 


Air Control also offers a popular line of the & 
lowest cost sheet metal (tapping) screws on the A . 
market, as well as a complete line of TINT 
diffusers, registers and grilles designed forany <> 
heating or cooling installation. SS? = : 


A R Cc T R L P R D Ss | N Cc eg Coopersville, Michiaan, 160 Center Street. West Coast Warehouse: 


Leigh Industries (California), Inc., 649 S. Anderson St., Los Angeles, California. 


Copyright 1960-ACP, In 
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SERIOUS PROBLEMS face the industry during the next 10 years. This panel endeavored to chart 
path that would guide dealer-contractors over the rough spots. Panelists are (| to r) Clyde M. Barnes, 


Forrest T. Locey, Robert J. Schroeder, C. A. Pfah! Jr. and M. H. Thomas 


Dealer-Contractors Asked 


Will Your Business Die in the 60's? 


Steps that can help prevent it 


were outlined at Ohio convention 


THE THOUGHT-PROVOKING QUES- 


Metal 


annual convention in Columbus. 


Contractors’ Association's 


TION of survival of a warm air 


heating and air conditioning deal- Suggestions were made by mem- 


er-contractors business during the bers of a panel as to how man- 


next 10 years was hurled at dele- agement could minimize the pos- 


gates attending the Ohio Sheet sibility of business failure during 


ELECTRIC HEATING and its influence on the industry was outlined by this group. 
L to r, Douglas Winning, association president; Edward W. Garrison, Stewart-Warner 
Corp.; H. T. Gilkey, National Warm Air Heating and Air Conditioning Association; 
Virgil Dull, Ohio Power Co.; Herb Hays, Armstrong Furnace Co.; H. C. Gurney, 


Janitrol Heating and Air Conditioning; P. |. Nagle, Columbus and Southern Ohio 
Electric Co. 


the next 10 years, when it is ex- 
pected that many of today’s well 
established and accepted methods 
may become outmoded and out- 
dated because of changes in busi- 
ness climate and techniques. The 
panel consisted of M. H. Thomas, 
Norman Products Co.  (moder- 
ator): Forrest T. Locey, Lennox 
Industries Inc.. representing a 
manufacturer's point of view; 
Robert J. Schroeder. New Bremen 
Supply Co. and Supplies. 
Inc.. (Lima). representing a 
wholesaler’s point of view; C. A. 
Pfahl Jr.. XXth Century Furnace, 
Inc.. representing the dealer-con- 
tractor’s point of view: and Clyde 
M. Barnes. editor, American Ar- 
tisan, who expressed an over-all 
industry view. 


(Continued on page 92) 
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— 
Mr. David O. Rudine, Jr., demonstrating rugged 
Westinghouse compressor in first 1960 installation. 


Over 500 Westinghouse installations 
without a single compressor failure 


Impressive? Yes! But not surprising. Westinghouse 
builds them that way . . . Westinghouse specialists in- 
stall them that way. 

In two years with over 500 residential installations, 
Southwest Heating & Cooling Service in Houston hasn’t 
had one compressor failure. 

“This is when Westinghouse quality pays off,’ says 
Dave Rudine, manager of the company that compiled 
this fabulous record. 

Westinghouse q|s|p* air conditioning products are 
designed, engineered and built to give the quality, 
service and performance demanded by the real profes- 


AmerICAN Artisan, Aprit 1960 


sionals in this industry. On your next air conditioning 
requirement - cooling or heating — better call West- 
inghouse. J-85032-R 


q S p — quality, service, performance 


You CAN sure..rns WESti nghouse 


WATCH “WESTINGHOUSE LUCILLE BALL-DESI ARNAZ SHOWS" CBS TV ALTERNATE FRIDAYS 
Air Conditioning Division 

Westinghouse Electric Corporation 

Staunton, Virginia 
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Ohio Convention 


WELCOMING 


sales authority Fred A. Palmer are 


nationally known 


William £—. Favret (left) and 
Dwight Swepston 


In outlining a path that would 
aid-dealer-contractors during the 
coming decade. the panel empha- 
sized the need for management to 
concentrate its efforts on admin- 
istration and merchandising and 
to delegate more of its work load 
to associates. This recommenda- 
tion, if carried out. will provide 
management personnel with more 
time for formulating company 
policies and methods of execution 
and will also give executives more 
time to devote to the training of 
employees for Supervisory respon- 


sibilities. 


What Causes Failures? 


Listed 
business failures in the future are: 


1) The habit of living in’ the 


possible causes for 


past 

2) Lack of capital. 
Impact of estate taxes. 

Weight of taxation for so- 
cial) security. income. inventory 
and sales if such taxes are not 
passed along. 

5) Employee and publie liabil- 
ity. 

6) Reliance on protectionism 
through weak codes, 

7) Reliance on old tools. meth- 


ods and facilities. 


(Continued from page 90) 


&) Inactive non-member- 
ship in local. state and national 
assochation, 

9) Failure to integrate opera- 
lions. 

10) No employee training pro- 
vrams. 

11) Lack of a self-training pro- 


gram, 


Tell Steps in Self-Training 


Dealer-contractors were advised. 
in undertaking a self-training pro- 
lo: 

1) Develop a distinetive com- 
pany personality. 

2) Strive for more productive 
sales promotion programs. 

3) Learn to handle money bet- 
ter through: 

a) Improved 
habits. 


b) Taking discounts. 


purchasing 


Cutting down on collec- 
tion time. 

d) Working toward in- 
ventory turnover of about 
six times annually. 

1) Be 


place in’ industry. 


alert to changes taking 


5) Investigate market potential 
for two vears ahead. 

6) Take an active role in local 
civic affairs 

7) Encourage representation of 
trade at city government level. 

6) Develop closer relationships 
with gas. electric and oil indus- 
tries, 

9) Set a business volume goal 
(and corresponding profit’ goal). 

10) Delegate 


and strive to concentrate on man- 


responsibilities 


agement only. 


Hear Sheet Metal Talks 


Delegates interested primarily 


in sheet metal fabrication attended 


a forum moderated by Richard R. 


Budde. Budde Sheet Metal Works. 


(Continued from page 90) 


Among those participating in the 
discussion were Russ Seiple. Re- 
public Steel Corp.. and 
Spragg. 


Robert 
Heating and 
Vectilating Co.. who outlined sev- 


Columbus 


eral opportunities sheet metal con- 
tractors could take advantage of 
their business. Mr. 
Sprage described the efforts of the 


to improve 


Mechanical Contractors’ Associa- 
tion of Central Ohio to promote 
standardization of sheet metal 


quotations. This group pre- 
pared a form as well as a set of 
instructions for its use. The use 
of this form and of a new bid de- 
pository system will help to avoid 
many of the situations now faced 
hy sheet metal contractors in sub- 
mitting bids to mechanical con- 
tractors. 
Activities undertaken the 
Roof Drainage Manufacturers’ In- 
stitute to encourage acceptance of 
quality products and_ installations 


were described by Russ Seiple. 


New Officers Elected 


New officers for 1960 are: pres- 


ident. Douglas Winning. Cleve- 
land (elected for a second term); 
three vice presidents (without 
Richard R. Budde, 
Dayton: Wm. Favret. Columbus: 
and Donald Fields. Campbell. 


New directors elected for a three 


seniority 


year term are: Paul Enda. Cincin- 
nati: Al Cleveland: 
Richard Norland. Columbus: and 


Wm. F. Rosenblatt. Akron. 


Directors with two 


Fassinger. 


vears to 
serve are: Carl Cowan. Dayton: 
Fred Christen. Toledo: and Harry 
Fravel Jr.. Canton. 

Directors with one year to 
serve are: Carl Schmidlin. Tole- 
do: Wm. Favret. Columbus: Gor- 
don Justin, Rocky River: Richard 
Budde. Dayton: and Donald 
Fields. Campbell. 


(More association news on page 94) 
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A DOUBLE-PROFIT 
PAIR... 


BECAUSE EXCLUSIVE FEATURES 
COMMAND A PRICE WHICH BRINGS A 
PROFIT...AND BUILT-IN QUALITY 

LETS YOU KEEP IT 


_ 


THE STEWART-WARNER-WINKLER 
OIL-FIRED FURNACE 
Equipped with Winkler LP low pressure Burner 


A triumph of creative designing which combines 
efficiency and dependability with clean-lined, modern 
beauty! In its Imperial Sapphire and Horizon Blue 
jacket this oil furnace is a fast seller, because its top 
quality is apparent in every detail. 

Outstanding among its features is the heat exchan- 
ger with 42°; more heating surface and a 10 year 
guarantee. The new-design blower, too, has a very 
large air moving capacity which enables it to operate 
quietly at slow speed. No metal-to-metal contact— 
the blower literally floats on soft yet tough rubber 
mountings. 


Available in basement, vertical, counterflow and 
horizontal models, all adaptable to summer cooling 
with Stewart-Warner equipment. 


Symbol of 


Excellence 


-.» THE WINKLER LP 
LOW PRESSURE OIL BURNER 
Famous for fuel savings as great as 50% 
Noted designers have styled the LP Burner in the 
most modern manner...skilled engineers have devel- 
oped low pressure operation to a peak of oil-burning 
efficiency. Under its sleek jacket is the most effective 
combination of design features ever devised for pro- 
viding low-cost heating. The LP burner now includes 
the new Heat-Keeper, an exclusive, fuel-saving 
feature. Non-clog nozzle is guaranteed for 10 years. 


Why not join up with an organization known for 
quality products, integrity of operation and perma- 
nence. Write today for information on the Stewart- 
Warner-Winkler Direct Factory Franchise... it could 
be the smartest move you've ever made! 


HEATING AND AIR CONDITIONING DIVISION 


Dept. A-40, Lebanon, Indiana 
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WITH THE ASSOCIATIONS 


Progress Report: 


“PERFORMANCE STANDARDS based 
on research at the University of 
Illinois provide the background 
that 


meet the specifications of the Sil- 


for designing installations 
ver Shield heating and air condi- 
tioning system and make it pos- 
sible for dealer-contractors to jus- 
tify the higher price they must 
ask to guarantee comfort through- 
out a house.” said Richard von 
Munkwitz, National Warm Air 
Heating and Air Conditioning As- 
sociation in presenting a progress 
report to delegates attending the 
th annual 


Michigan 


Heating and 


convention of the 
Sheet 


C. Sloane 


Silver Shield Serves Many Needs 


SILVER SHIELD PANEL reviewed progress at local 
level and growth nationally. L to r, 
Munkwitz, B. F. French, Harold Guernsey and Joseph 


(Continued from page 


Richard von 


Dealer-contractors told 


benefits to industry and public 


Metal 


held at Grand Rapids in March. 


Contractors’ — Association 


Homeowners Are Satisfied 


Reviewing the objectives of the 
Silver Shield program, now in op- 
Munk- 
witz said that reports from home- 
Silver 
Shield systems last year indicate 
such 


purchases and with the dealer-con- 


eration in 15 areas. Mr. 


owners who purchased 


with 


complete — satisfaction 


and in- 
stalled the systems. Objectives of 


tractors who designed 


the Silver Shield program are: 1) 


to promote installation that pro- 


SALESMEN'S AUXILIARY board 
of directors hold planning session. 
L to rf, Lesniak; Blaine 
Lytle; Edward G. Behm, secretary- 
W. Glenn, 
president; E. J. Van Faasen, vice 
president; and R. P. Jones 


James 


treasurer; Stanley 


at Michigan convention 


vide comfort in every room from 
floor to ceiling, from outside wall 
to inside wall. and between all 
rooms of the house; 2) to assure 
a better profit to dealer-contrac- 
tors who design and sell Silver 
Shield systems; and 3) to build 
public confidence in all segments 
of the industry from manufacturer 
to retailer. 
Achieving these objectives is 
the responsibility of a local group. 
generally known as the “Indoor 
Comfort Bureau.” which must ap- 
prove all installation plans for 
Silver Shield systems, inspect the 
installation upon completion, 
award the Silver Shield seal, and 
guarantee that any corrective 
work. which may be necessary for 
the installation to meet the stand- 
ards set up in the contract, will 
be performed by either the in- 
stalling dealer-contractor or the 


Indoor Comfort Bureau at no cost 


(Continued on page 98) 
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buys this much difference 


The little extra you pay for Purolator filters buys features 
and performance you just don't get in ordinary filters. 
The picture shows you the difference; here’s what this 
difference means to you: 


@ Nozzles last longer because the Purolator Micronic 
element filters out abrasive particles as small as 0.0005 
of an inch. A waste-type filter medium, no matter how 
much it’s compressed, simply can't filter that fine, even 
when it’s new. 


(2) Filters last longer (a year or more without serv- 
icing ) because every Purolator filter has over 200 square 
inches of filtering surface, enough to filter over 7,000 


Filtration 
For Every Known 
Fluid 


gallons of fuel oil without replacement. 


© No channeling or unloading, ever, because the 
Micronic element is precision made from a single pleated 
sheet of resin impregnated cellulose that resists water 
andacid, won't shrink, stretch, distort, flake or deteriorate. 


© Nospillage, no air leaks. The depressed head on the 
Purolator housing eliminates spillage when servicing. 
The recessed gasket seal makes an airtight fitting 
between case and head. 

And because Purolator filters filter better, longer, you 
make fewer trips, have fewer problems fulfilling your 
service contract. For full information, write to Dept. 2577. 


PUROLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 
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(Continued from page 94) 


TYPES OF INSURANCE best suited to contractors’ needs SMACNA DUCT MANUAL is reviewed by J. Frank Fitz- 
are discussed by Roy Drew (left), Howard Camitsch, St. Paul gerald, assistant secretary of SMACNA, with convention 
association secretary, and C. J. Porter, state president committee members Robert McPhillips, Ervin B. Belisle and 


Roger E. Meyer 


What Insurance Coverage 
Does Your Company Need? 


Minnesota convention speaker analyzes 
various types available and describes advantages of each 


“INSURANCE PREMIUMS buy a 


dealer-contractor two important 


things: 1) legal counsel. and 2) 
protection.” stated Roy Drew. 
Drew Agency, Ine.. St. Paul. in 
addressing delegates to the 14th 
annual convention of the Sheet 
Metal and Roofing Contractors’ 
Association of Minnesota held re- 
cently in St. Paul. 

In describing contractor insur- 
ance coverage, Mr. Drew recom- 


mended that each dealer-contrac- 


coverage 1) Workmen’s Com- 


pensation, 2) General Liability. 
OFFICERS AND DIRECTORS elected for 1960 are: (| to r, seated) Truman J. John- 

son, Austin, vice president; C. J. Porter, Rochester, president; Robert O. McPhillips, 
St. Paul, immediate past president; and Richard A. Peterson, Duluth, secretary. Stand- 2 7 
ing are directors Ervin B. Belisle, St. Paul; Roger E. Meyer, St. Paul; and John F. Siegel, outside of the states where their 
Minneapolis. Not shown are James L. Quade, Minneapolis, who was elected treasurer, offices and shops are located were 
and directors Norton Jamar, Duluth; Lowell Anderson, Minneapolis; Eugene A. Charle- 
bois, Marshall; and George S. Hansen, St. Paul 


and 3) Installation Floater. 


Dealer-contractors who do work 


advised to become acquainted with 


(Continued on page 98) 
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is Quality Heat Exchanger Is One Reason 
Modern, die-pressed, streamlined updraft 
_ heating section welded into one pie 
Low temperature — no hot spots — 635° F. 
maximum. Large surface for heat transfer gives 
high economy. Upflow design, with no pockets. 


4 


or condensation or residual acid accumulation © 
__ _ to shorten element life. Full floating element 
minimizes expansion-contraction noise. 
Simple removal if necessary. Get acquainted - 
_ with air conditioning’s VALUE LINE. Write 
catalog, prem and distributor opportuniti 


quality warm air 
and condensing units for all-year residential 
and commercial air installations. 


TraserzSohnston 1900-17th Street * San Francisco, California 
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(Continued from page 96) 


AIR CONDITIONING sales 
guides are presented by Joseph 
A. Cerny, Westinghouse Electric 
Co., to Leonard Schaafsma and 


Jay Biddle 


to the homeowner. 
To qualify for membership in a 
local 


dealer-contractor (or one of his 


Indoor Bureau. a 


Comfort 
key employees) must attend a 12 
week training program consisting 
of one 3-hour session each week 
select- 


on estimating. designing. 


ing. installing, and balancing of 
This 


program is conducted by qualified 


warm air heating systems. 
instructors approved by the Na- 
tional Warm Air Heating and Air 


Conditioning Association. 


Report Local Successes 


Representatives of Indoor Com- 
fort Bureaus located in Kalama- 


zoo, Lansing and Pontiac related 


Indianapolis 
Dealers Discuss 
Training Program 


INDIANAPOLIS Main topic of 
discussion at a recent meeting of 
the Heating & 


Association of 


Air Conditioning 
Indianapolis was 
the setting up of a training pro- 
gram designed to acquaint dealer- 
contractors with standards of de- 
sign and installation as established 
by the National Warm Air Heat- 
ing and Air Conditioning Asso- 
Material 


eration, presented was 


supplied by NWAHACA. 


Michigan Convention (Continued from page 94) 


thei 


and operating local Silver Shield 


experiences organizing 


programs and expressed high 
praise for the results achieved. 
Officers were elected for 1960. 
Al Keats. Detroit, pres- 
ident: Joseph 
vice president; Earle Qole. Grand 


Biddle. 


Detroit. secretary, Directors whose 


They are: 
Sloane, Lansing. 
Rapids, treasurer; N. J. 
terms end in 1961 are: Leonard 
Schaafsma, Grand Rapids; C. R. 
Martelle. Benton Harbor; Harold 
Bowie. Detroit: and W ayne Jack- 
son, Lansing. Directors elected for 
iwo year terms are: Dee Cramer. 
Flint: Harold Guernsey. Kalama- 
zoo: M. J. Cole. Warren: and 
John Colomina. Hazel Park. 


Los Angeles Group 
Elects Wilson 


Los ANGELES Officers recently 
elected by the Institute of Heating 
and Air Conditioning Industries 
are J. Wilson, president: Richard 
Renz. vice president: and Jack 
Pennell. 


son Ribnick continues as manag- 


secretary-treasurer. Ger- 
ing director of the institute. 

Members of the board of direc- 
tors are Clint Conatser, Gene Cer- 
vantes. Glenn Darrow, and Dale 
Davenport. Also on the board are 
Walter Balderstone Jr.. Gordon L. 
Payne and Russ Koehler. 


Humidifier Talk 
Given at Detroit 


Derroir Humidifiers how 
they are made, how they work and 
what they do was the subject 
of a recent meeting held by the 
Detroit Heating and Air Condi- 
tioning Association. Speakers 
pointed out that the best selling 
points are those relating to health 
and comfort. 


Minnesota Delegates 


Hear Insurance Talk 
(Continued from page 96) 


the workmen's compensation laws 
of all states where they work, be- 
cause state laws vary widely and 
in most states contractors are sub- 
ject to a fine if they fail to provide 
the information required by a par- 
ticular state’s workmen’s compen- 
sation office. 

Dealer-contractors were advised 
to use a comprehensive policy to 
cover all undertaken 
while they are working on a job. 


operations 


Such a comprehensive policy will 
provide blanket protection against 
the many forms of damage that 
can take place and for which the 
contractor can be held” responsi- 
ble. 

Loss or damage to tools, mate- 
rials, supplies and equipment at 
the job site or being delivered to 
the job can be covered under an 
installation floater policy at very 
low cost. and, according to Mr. 
Drew. this type of policy is well 
worth adding to other insurance 
carried. 

It was also suggested — that 
dealer-contractors use insur- 
ance company for all coverage 
because the regions of responsi- 
bility for certain claims are not 
always clearly defined, and when 
one company handles the entire 
coverage there can be no doubt as 
to who must assume the responsi- 
bility. 


NHAW Holds Regional 
Meeting in Omaha 


OMAHA Area members of the 
Northamerican Heating and Air- 
conditioning Wholesalers’ Associa- 
Omaha’s 
Sheraton-Fontenelle hotel to hear 


lion recently met at 


(Continued on page 100) 
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Huge battery of Colt SRC/3080 natural 
gravity ventilators, part of a recent 
installation for Rexall Drug & Chemical 
Co. in California 


Engineers and General Contractors: 

WM. J. MORAN CO., Alhambra, California, 
for the new Rexall plant. Air conditioning 
and ventilating contractors : 


BAKER ENGINEERING CO., Los Angeles 


Lightweight truction of Colt il 
means easier handling and installation, no 
strain on the roof diaphragm. Standard base 
fits skylight pane or rectangular hole on any 
type roof. The Colt SRC/3080 Ventilator 
(shown here) gives an unrestricted free 
area of 14 sq. ft., weighs only 145 Ibs. 
and is just 27" high. 


Rexall Drug & Chemical Co. 


wanted maximum air movement at minimum cost in 
their new Santa Ana, California, plant. The specifying 
engineer selected Colt. You, too, can give your client 


more CFM of air movement without motors or operating 


(1) Low Silhouette 
(2) Easy to handle and install 
(3) Rugged Construction 
(4) Long-Life Anti-Corrosive Hardened Aluminum 
(5) Dependable, Powerful,, High Exhaust Capacity 


costs with a Colt Installation. Get the Colt story today! 


Colt Ventilation of America, Inc. 
1652 Hollywood Blvud., Los Angeles 27. California 


Please: ( Send Free Technical Brochure 


-) Send Free Brochure “Some Aspects of 
Fire Prevention in Industrial Buildings” 
by M. J. Reaney 


NAME, TITLE 
COMPANY 
ADDRESS 
CITY ZONE STATE 

TELEPHONE AA-14 


COLT VENTILATION OF AMERICA, INC. 


4652 Hollywood Blud., Los Angeles 27, California NOrmandy 2-1181 


Write for name of Distributor nearest vou. 
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Wholesalers Hold 
Meeting in Omaha 


(Continued from page YB) 


Wilbur R. Bull. executive director 
of NHAW. give 
Trade Rules as they 
Wholesaling. Mr. Bull 


practical suggestions designed to 


a review of Fair 
pertain to 


pres nted 


minimize or eliminate undesirable 
trade practices, Following his talk. 
dis Wis 


an open forum 


held 
Vr. Bulls presentation at Oma 


ha was one of a 


series of sire hi 


held in the 


areas of the country. 


meetings being vari 


ous tract 


NASMD Expands 
Advertising 
Award Program 


PHILADELPHIA Advertising 


awards will now be presented to 
suppliers of roof drainage equip- 


rolled 


Items. ele. as 


copper. aluminum. 


terne. fabricated 
well as to stec| producers, accord. 
ing to the National 


Sheet 


Association of 
Metal Distributors. Awards 
are given to those companies who. 
in the opinion of the association. 
conduct the best continuous cam- 
paigns stressing the value of the 
distributors services. 


awards 


associations advertising 
under the 


leadership of Lee J. Haines. BLE. 


Souther lron St. Louis. Other 


program Is 


members of the are: 
W. S. Bros. Co.. 
Philadelphia: Munroe Best. 


Brown. Berger 


Best & Sons. Goldsboro. N. C.: 
Norman Herr. Bayonne Steel 
Products Co... Newark: Harry 


Squire, The Tiffin Art Metal Co.. 
Tiffin, O.: John W. Voryvs. Vorvs 
Bros... Ine.. Columbus. O.: 
Roger K. Becker. Ohio 
Hardware 


Ind. 


and 
Valley 


Evansville. 


(Continued from page 98) 


Heating Inspector 
Joins IHACI 


Los ANGELES A. B. Wicks. 
who has served as chief heating 
Inspector for the Citv of Los An- 


eeles for the past 27 vears. has 


A. B. Wicks 
joined the consulting staff of the 
In=titute of Heating & Air Condi- 
Industries. As consult- 
ant for the institute. Virw Wicks 
will advise THACH on code changes 


in the heating and air condition- 


tioning 


ing fields and aid members in in- 
terpreting present codes. He wiil 
be located at the institute’s Los 


Angeles headquarters. 


Michigan Dealers 
Hold Conference 
At East Lansing 


Laxsinc. Micu. 


of the 


Sessions 
29th annual forced warm 
air conference sponsored by the 
Michigan Heating and Sheet Met- 
al Association in cooperation with 
Michigan State University were 
held) on Wednes 


davs instead of on four consecu- 


four successive 


tive days as in the past. This pro- 


encourages attendance of 


those dealer-contractors who can- 
not arrange to be away from their 


firms for several days running. 


Participants were divided into 


Alabama Apprentices 
Complete SM Course 


BIRMINGHAM. 
sheet 


ALA, 
apprentices 
first 

Alabama 
sheet metal contractors and Local 
long- 


time supporter of apprentice train- 


Seventeen 
metal recently 


evraduated the course 


jointly sponsored by 


Union 48. Harry L. 


ing. told the new journeymen that 
the careful training they re- 
ceived would provide some of the 
answers to the growing need for 
faster production of better equip: 
ment. Mr. Eskew urged the young 
men to: “L) give a productive 
day s work for a reasonable day's 
pav: 2) work efficiently 


hit five licks with a tinner’s ham- 


mer when two licks will do: 3) be 
civic minded and serve the com- 
munity where you live: 41) serve 


both fellow 


men and young apprentices. well 


your trade. 


journey- 


and unselfishly.” 


Wholesaler Movie 
Shown at South Bend 


SoutH Benp. 
the March meeting of the St. 
Joseph Valley & Sheet 


Metal Contractors’ Association was 


Feature of 
Furnace 


a film presentation. “The Devil to 
Pay.” starring Buster Keaton. The 
mov ie. produced by the North- 
Aircondi- 


Association. 


american Heating and 
holesalers? 


depicts unpleasant conditions like- 


tioning 


ly to occur if the wholesaling fune- 


tion were to be eliminated. 


the following three groups: 
Group A. Heating a One-Story 
House. 
Group b. a Tri-Level 
Dwelling. 


Group 


Heating 


Ventilation and Air 


Conditioning of a Local Restau- 
rant. 


(Coming Events on page 102) 
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At this sign 
you'll find dealers 
who like their 


| Burnham furnace profits 


QUALITY | 


HEATI NG « COOLING For 87 years, Burnham has built with your profits in mind. Advanced engineer- 


ing design, quality construction and willing service are the Burnham tradition. 
SINCE 1873 | They help you sell, help you end profit-wasting call-backs, help make every 
= customer recommend you to his friends. You'll be able to price competitively 
with Burnham, too . . . particularly when you figure the installation savings 
made with Burnham’s exclusive solid steel pan bottom. Protect your profits... 
} install Burnham on your next job! 


There's a 
Burnham furnace 
for every job 


SUMMER COOLING 
remote, self-contained 
and plenum systems 
5-year Guarantee 


COUNTERFLO MODELS 


for gas or oil 
20-year Guarantee HIBOY MODELS a 
| for gas or oil 
20-year Guarantee LOBOY MODELS 
for gas or oil 
20-year Guarantee | 
| BURNHAM CORPORATION, 1 
Write today for full information on the new Burnham line! | ° AA-40 
| BELLE VERNON, PA. | 
| Please send me, without obligation, full information | 
Hah CORPORATION Burnham Winter and Summer Air Conditioners. 
| Name 
WARM AIR AND COOLING DIVISION, BELLE VERNON, PA. 
City State 
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WITH THE ASSOCIATIONS 


(Continued from page 100) 


April 


Apr. 21-22 National Association of Sheet 
Metal Distributors, spring meeting. Desh- 
ler-Hilton Hotel, Columbus, O. Thomas A. 
Fernley Jr.. executive secretary, 1900 Arch 
St., Philadelphia 3. 


Apr. 27-30 Western Air Conditioning, 


Heating. Ventilating and Refrigeration Ex- 


hibit and Conference. Shrine Exposition 
Hall, Los Angeles. Fred J. Tabery, exhibit 


manager, 3443 S. Hill St.. Los Angeles. 


Apr. 28-30 Roofing and Sheet Metal Con- 
tractors’ Association of Florida. annual 


convention. Cherry Plaza Hotel, Orlando, 
Fla. Eldon G. Goldman, P. O. Box 543, 
Winter Park, Fla. 


May 


May 2-3 Northamerican Heating & Air- 
conditioning Wholesalers, spring conven- 
tion. Hotel Roosevelt, New Orleans. Wilbur 
R. Bull, managing director, 1200 W. Fifth 
Ave., Columbus, O. 


Sheet Metal and Air Condition- 


ing Contractors’ National Association, Inc., 


May 26-28 


annual convention. Hotel Statler, Boston. 
J. D. Wilder. executive secretary, 107 Cen- 
ter St.. Elgin, Tl. 


June 


June 2-5 Sheet Metal, Roofing. Heating. 


Air Conditioning Contractors’ Association 


of Georgia, annual convention. Jekyll Club 
Hotel. Jekyll Island, Ga. B. L. Noblitt. ex- 
ecutive secretary, 208 Red Rock Blde.. 
Atlanta 3. 


June 13-15 American Society of Heating. 


Refrigerating and Air-Conditioning Engi- 


neers, O7th annual meeting. Vancouver. 


B. C. R. C. Cross. executive secretary, 234 


Fifth Ave., New York. 


Coming Events 


June 16-18 


June 30-July 2 


Sheet Metal, Air Conditioning 


and Roofing Contractors’ Association of 


Pennsylvania, annual convention. Lawrence 
Hotel, Erie. Pa. Earl W. Liebermann, see- 
retary. 1411 Merchant St.. Ambridge, Pa. 


Carolinas Roofing and 
Sheet Metal Contractors’ Association, an- 
nual convention. Ocean Forest Hotel. 
Myrtle Beach, S. C. H. 5. Stockard Jr.. 
executive secretary. P. O. Box 108, Raleigh. 


July 

July 7-9 Roofing, Sheet Metal, Heating & 

Air Conditioning Contractors’ Association 

of Alabama. annual convention. Buena 

Vista Hotel. Biloxi. Miss. Ferris S. Ritchey 

Jr.. executive secretary, 405 Frank Nelson 
Bldg... Birmingham. 


October 


Oct. 12-14 — American Gas Association, an- 
nual convention, Atlantic City, N. J. C. S. 
Stackpole, Managing Director, 420 Lexing- 

ton Ave., New York 17. 


November 


Nov. 14-15 National Warm Air Heating 
and Air Conditioning Association, annual 
convention. Statler-Hilton Hotel, Cleveland. 
J. M. Martin. managing director, 610 En- 
gineers Bldg.. Cleveland 14. 


Nov. 18-22 —— Air-Conditioning and Refrig- 
eration Institute, annual meeting. Holly- 
wood Beach Hotel, Hollywood Beach, Fla. 
Geo. S. Jones Jr.. managing director, 1346 
Connecticut Ave.. Washington 6, D. C. 


Nov. 28-30 Northamerican Heating & Air- 
conditioning Wholesalers. annual conven- 
tion. New Hilton Hotel. Pittsburgh. Wilbur 
R. Bull. managing director. 1200 W. Fifth 

Ave.. Columbus. 0. 
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for over 50 years. 


extra floor area. 


Unidrive blower—full capacity air delivery with lower power consumption . . . saves 
at least $5.00 per year! 
This cut-away view of the J-Line furnace 7 
shows the quality engineering design. Both Automatic controls—sensitive thermostat, pilot lighter, and operating controls are 
belt and direct-drive models are available, standard. 
in sizes from 65,000 to 12,000 Btu hr. Efficient air filters—replaceable-type, to remove dirt and dust are included. 
EXCLUS/VE TWIN-PASS EXCLUSIVE MULTI-THERMEX 
AIR FLOW HEATING HEART 
i 
; A Janitro design exclu- design giving extra years 
A sive! Air passes over heat of service and economy. 
4 ' exchanger fwice before it Corrugated heat ex- 
} f is circulated, not just changer walls speed heat 
P once as in ordinary fur- flow into air stream. 


in naces. More heat ts ab- 
\ sorbed— greater heating 


|, efficiency and fuel econ- 
< oy) \ omy result! 
~/| 


Call WESTERN UNION Now! 


Address Your Collect Wire to 


HARRY C. GURNEY, General Sales Manager 
Janitrol Heating and Air Conditioning 

A Division of Midland-Ross Corporation 
Columbus 16, Ohio (in Canada: Wire Moffat’s Ltd. Toronto 15) 


JUST SAY—"'Rush me full details on Janitrol Select Dealer Program" 


Also, the 


Compact—space saving—most models take up less than 4 square feet . . 


NOMY ! 


NOW .... every home can have true, quality heating at really rock- 
bottom prices! The new J-Line brings you the many exclusive features 
and complaint-free engineering that have made the Janitrol name famous 


You save in cost due to the manufacturing economies made possible 
by Janitrol’s new high-production facilities. 
design and the elimination of useless decorations are passed on to you. 


Compare the J-Line feature for feature and dollar for dollar. You'll 
find the J-Line has many features not even offered in higher priced lines. 


thrar 


Slim-trim styling—compact, crisp modern cabinet design in warm, two-tone neutral 
colors that add richness to any home. 


Quiet—balanced blowers are rubber-cushion supported for quiet air delivery. 


Ampli-Fire burners pro- 
duce intense heat with 
clean, sharp ribbon 
flames—eliminate direct 
flame-on-metal contact, 
prolong furnace life. 


HEATING AND AIR CONDITIONING 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio « In Canada: Moffats Ltd., Toronto 15 


savings of modern 


. give you 


et SIASEZ | 
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EQUIPMENT DEVELOPMENTS 


Gas-Fired Heater Assemblies 


ASSEMBLIES consist of two, four, or six gas-fired unit 


heaters, a plenum chamber, a motor-driven fan, and a 


fixed or revolving discharge. The self-contained units 


need little space, so they may be mounted in the truss 
area of a building, and require no connections to 
ductwork. Units are available in five sizes with output 
capacities ranging from 368,000 to 1,104,000 Btuh. 
Four revolving and four fixed discharge designs suit 
installations with mounting heights up to 50 ft, and 
coverage of floor areas up to 132 * 132 ft by a single 
unit. according to the manufacturer—L. J. Wing Mfg. 
Co.. 306 Vreeland Mills Rd., Linden, N.J. 


Baseboard Diffuser 


CONTROLLED baseboard diffuser 
maintains the desired temperature in individual rooms 


THERMOSTATICALLY 


or zone areas which tend to be unduly cool or warm. 


The diffuser can be installed in new or existing perim- 


eter warm air heating or cooling systems without any 


major changes or alterations, according to the manu- 


facturer. It consists of an automatic damper operated 


by a noiseless thermostatically controlled 24 volt elec- 


tric motor. The diffuser is placed over the supply boot 


and fastened in position. Dimensions of the diffuser are 
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The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature departmeni 


33 in. long, 344 in. wide and 614 in. high. The unit 
has a range of from 80 to 200 cfm adjustable by means 
of a volume damper—Control Systems Co., 5169 N. 


Elkhart Milwaukee. 


Hermetic Compressor 


“Micromire” is a lightweight reciprocating compres- 
sor developed for air conditioning units used in resi- 


dences and smaller commercial establishments. ‘The 


compressor operates at 3500 rpm, yet piston and 
bearing speeds remain the same because piston strokes 
and hearing diameters have been reduced, according 
to the manufacturer. It has a welded steel shell, one- 
piece oil nump, and electrical terminals which are 
fused to the compressor body, The compressor is manu- 
factured in cooling capacities from 1.2 to 4 tons with 
air cooled condensing. Weights range from 67 to 100 
lb. Three smaller sizes are two cylinder models in a 
shell only 8 13/16 in. in diameter. The larger units 
have three or four radical cylinders and fit in a casing 
9 13/16 in. in diameter—Carrier Corp., Carrier Park- 
way. Syracuse 1. 


Domestic Gas Incinerator 


“Warm Morninc” smokeless-odorless gas incinerator 
for disposal of food waste and burnable trash. Unit 
has a full fire brick lining that is guaranteed not to 
rust, buckle, or burn out, according to the manufac- 
turer. The top and feed door are constructed of cast 
iron with porcelain enamel finish. Total output of the 
unit is 26,500 Btuh; 14.500 Btuh are used in the 
primary burning section and 12,000 Btuh in the sec- 
ondary or “after-burner” section. A revolving grate, 
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equipment developments number of feet of metal being fed into the machine. 


(Continued Exact one ft inerements can be cut. All models han- 


dle 26 through 50 ga galvanized iron. aluminum, cop- 


operated by a lever on the side. drops ashes and non- per and stainless steel. Machine can make both high 
combustibles forward into an ash drawer. The unit is and low back gutters eelty-H ay Products. Ine. 714 
S5t4 im. high and 18 in. square. An oval shaped flue First Ave. NM Cedar Rapids. la. 


outlet for 6 in. galvanized flue pipe connects to a 3x 
in. or larger gas line Locke Stove Co. VA Vth 
St.. Kansas City 5. Mo. Portable Air Cleaner 


Mopent portable electrostatic air cleaner will 
Steer Mandie Leck handle 1200 efm of air. It is a free-wheeling. plug-in 


Ringe vyee filter handle lock for use with both indus- 


trial and grease filters. Ring handle is convenient for 


lifting or carrying the filters. To install in the filter. 


position it in the holding frame, and turn the ring 
: model (115y 60 evele). for use in small stores. dif- 
handle to lock the filter in place. The ring handle lies ni Ses 2 ; 


ferent sections of restaurants. ete.. to remove odors and 
Hat. with no portion protruding beyond the filter edge. 


; airborne particles. according to the manufacturer. No 
\ sCcTCW driver Is the only tool required Research 


ozone is) generated, It uses 220 watts of current 
Products Corp. VOUS Washington Ave.. Madison, 
Radex Corp.. 2070 Elston Chicago V1. 


Automatic Gutter Machine Gas-Fired Humidifier 


Aire” humidifier has a maximum capacity 
Hi-SPEED” automatic gutter machine enables one I 


24 Wi é 2 \ ain 
man to produce 9000 ft of gutter per hr. A powered of 21 gal of water vapor in 2b hr. The unit wi Ima 


tain up to 10> percent relative humidity in areas of 
0.000- 10.000 cu ft when outside temperatures register 


zero dee FL according to the manufacturer. The hu- 


cradle supports up to a 3000 Ib roll of coiled metal. An midifier unit measures 23 * Lt & 14 and attaches 
air operated flying shear automatically snips the metal. directly to the forced air heating unit. [t introduces 
An electronic eye automatically tells the flying shear water vapor directly into the warm air duct system 
the number of feet of metal to be cut. and counts the on demand and only while the blower of the furnace 
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1 Ak | 


ORG REES 


175 150 FAN ON 


i 


3%" W 
2%" D 


200 
LIMIT-FAN 
0 CONTROL 


SINGLE ELEMENT, COMBINATION 
FAN & LIMIT CONTROL 


Here it is! It’s all new... yet, each component part is proved by 
years and years of dependable, accurate performance in the field! 
Look at its compact, space-saving size and shape...see its easy- 
to-install single element which is solid charged for utmost accuracy 
and reliability in responding to temperature changes. Now, look 
at the inside... notice its two separate sealed contact units, one for 
the fan and the other for the safety limit. Large, accessible terminals 
assure easier wiring. Note the large, easy-to-read numerals on the 
limit and fan scales...indicators provide simple, finger-tip adjust- 
SERIES 530 combination fan and limit ment for any desired fan operation or limit setting. 
control is available with or without man- Learn more about this new control...ask your wholesaler or 
val switch for continuous fan operation. write to the Penn factory! 


PENN CONTROLS, INC. 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


FANON 


AUTO 


15 
a 
j 


| A 
JN. 
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THERMOSTAT OVERATED 
ZONE-A- 


AUTOMATICALLY 
CONTROLS THE FLOW 
OF HEATING OR COOLING 
TO EACH ROOM OR ZONE 


Easily installed on any new or exist- 
ing Heating or Cooling System, low 
voltage thermostat operated Zone-A- 
Trol Damper Actuators now let you 
sell the unmatched comfort and 
greater fuel economy of Room by 
Room Temperature Control on every 
job. 
Zone-A-Trol Damper Actuators may 
be installed in any shape or size of 
Air Duct to automatically control the 
flow of heating or cooling to each 
room or zone. 

Each Actuator is individually con- 
trolled by a corresponding three wire 
thermostat located in its correspond- 
ing zone. Operating on low voltage, 
no BX cable is required. Dampers 
are wired in series and connected to 
the furnace controls to supply heat 
whenever one or more thermostats 
call for heat. 


COMFORT 
CONTROL 


A Complete Line 
of tone Controls 
For Heating 

ooling system 


For MODERNIZATION OR NEW CONSTRUCTION 


MAKES IT EASY TO 


ZONE 
CONTROL 


OR COOLING 


EVERY 


AIR HEATING 


SYSTEM 


equipment developments 


(Continued ) 


SEND TODAY FOR COMPLETE INFORMATION 
ECONO PRODUCTS COMPANY, 
Division of Viking Instruments, Inc. 


East Hoddam, Connecticut 


is operating. The unit consists of: a water system 


utilizing a float valve control: small. 


high efficiency. 
shut-off controls. and a 
graduated humidity control in the 
home or commercial business 


ley. Veh. 


vas heating system: safety 


upper areas of the 


Valley Mig. Co., Val- 


Packaged Heat Pump 


HP30 heat pump provides heat when tem- 
peratures are as low as zero, and cooling when temper- 


atures rise to 115 deg. The unit can be used for 


residential and commercial applications. Step capacity 
electric heaters are built-in to supplement the com- 
Of the 
auxiliary electric 
trolled by a thermostat. 
defrost York 
York. Pa. 


pressors. seven models. five are available with 


heaters that are automatic and con- 


These 
Corp.. Div. 


models also feature au- 
tomatic of Borg-Warner 


Corp.. 


Gas-Fired Water Heaters 


RESIDENTIAL gas-fired water heaters for use 


and LP 


with either galvanized or lifetime 


with nat- 


ural. manufactured Units are available 


fases, 
elass-lined tanks in 


either 75 or 100 gal storage capacity. A star-shaped 


precision drilled for quiet operation, spreads 
the flame tank, 


ing to the features include a 


burner. 
bottom of the 
Design 
and a vent that has been 
3 in, The 75 gal unit is 2614 in. in 
high and weighs 335 Ib crated. 
The 100 gal heater is 2614 in. in diameter and 6814 
in. high and 110 lb crated—Pioneer Water 


3131 San Fernando Rd., Los Angeles 65. 


evenly over the accord- 
manufacturer. 
off-center flue, 
to 


and 56! 


single in, 
reduced from 
diameter in, 
weighs 


Heater Corp, 


Oil-Fired Furnaces 


“WINKLER” oil-fired furnaces are available in base- 


ment, counter-flow and vertical models, with capacities 
to 170.000 Btuh output. Features of the furnace in- 
clude: foil-faced 


cellular asbestos insulated casing: 
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ARE YOU PRICED OUT OF TOO MANY CENTRAL SYSTEM SALES? 


MEET COMPETITIVE PRICES PROFITABLY WITH 
THIS EXCLUSIVE COOLERATOR PROGRAM! 


...AND GET THE QUALITY YOU WANT, TOO! 


1. QUALITY PRODUCTS! You can meet competitive prices and 
still sell top quality with Coolerator. Careful engineering, and 
precision assembly cut service calls and assure complete customer 
satisfaction. Actual service records show Coolerator equipment 
ranks at the top of the industry for dependable performance. 


© Field Warehouse 
Factory 


3. DIRECT FROM FACTORY PURCHASING! This assures 
competitive prices .. . with much higher grosses! Moreover, you 
can work with minimum inventories because of Coolerator’s nation- 
wide system of field warehouses. And strategically-located factory 
authorized service depots give fast service on parts when needed! 


2. FEATURES THAT SELL! You have plenty to talk about when 
you sell Coolerator. For example, the amazing Lectrofilter”—a 
genuine electrostatic filter unit with unbelievable low price! 
Exclusive Permalife finish. Double drain systems. All-Welded steel 
cabinets. Exceptionally quiet operation and others! 


4. PROTECTED TERRITORIES! To insure higher sales volume 
and top profits, Coolerator gives you territory protection. You can 
develop your market potential by selling Coolerator quality and 
features—and still meet competitive prices profitably! Mail the 
coupon below today for complete information! 


Coolerator's Profit Line Includes Self-Contained Units; Remote: Units with Matched Coil Blowers, ‘‘A’’ Coils and Horizontal Coils: 
and Heat Pump Models for Both Self-Contained and Remote Installations . 


COOLERATOR 
DIVISION 


Albion, Michigan 


McGRAW-EDISON COMPANY 


In Canada: 574 Fourth Line, Oakville, Ont. 
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COOLERATOR DIVISION, DEPT. DC-4 
McGraw-Edison Company, Albion, Michigan 


Please send complete information on Coolerator Central Air Conditioners 


and the 4-Point Profit Program. 
Nome 

Company 

Street 


City State__ 
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Use Miracle 
seal spiral 


conduit and fittings 
Efficiently and 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for you—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tioning units. 


ON REQUEST: Send today for additional information! 


MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I, N.Y. 


CONSTRUCTION BY 


equipment developments 


(Continued ) 


dustproof, elevated pan-type bottom: large standard 


filters: completely automatic controls. and an oversize 


low speed blower, according to the manufacturer. Cor- 
rugated design permits expansion and contraction with- 


out noise——Stewart Warner Corp.. Heating & Air 
Conditioning Lebanon, Ind. 


Air Pollution Control Device 


“YERZLEY SCRUBBER” operates on the principle of in- 
terphase reaction. In application. according to the 


manufacturer. the scrubber has been successful in re- 


moval of fumes from hydrochloric. sulphuric. nitric 
and hydrofluoric acids: complex nitrogen oxides: al- 
cohol; acetone; ammonium chloride: hot vegetable 
oils; sulphur compounds; hot grease vapors. and fine 
dusts. Each unit of the scrubber is composed of two 
packed and flooded reaction beds which subdivide the 
total chamber into three plenums. Liquid supplied at 
the top of the scrubber flows downward successively 
through the flooded reaction beds. Gas. or air to be 
processed enters at the bottom of the scrubber. and 
flows upward successively through the two beds John 


Wood Co., Air Pollution Control Div. Bernardsville. 
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none better for years 


.. » NONE MORE COMPETITIVE FOR As a result, the new Moncrief Units are unsur- 

THE 1960'S! passed for astute design and heavy construction 
For more than 6 decades, Moncrief Furnaces and _- - - Priced to make you as competitive with new 

Air Conditioners have been noteworthy for depend- Construction installations as you are profitable 

able, reliable performance . . . satisfaction that | /th replacement jobs. 

causes Moncrief owners by the thousands to insist Added to these advantages is the most com- 

upon another Moncrief. plete Moncrief Line in 65 years... everything 
As a bonus, increasing Moncrief sales have pro- 7 need in heating and air conditioning from one, 

vided production efficiencies that permit consist- convenient waren ; 

ently more competitive prices . . . without sacrifice This source is your Moncrief Wholesaler, who 

Cc of the qualities that make Moncrief Furnaces and Caries your unneeded stock in his warehouse. 

ee Air Conditioners excellent. Call your Moncrief Wholesaler, now! 


GAS FIRED OIL FIRED GAS OR OIL OIL FIRED 


Assembled and Wired Assembled and Wired Basement Type Winter Assembled and Wired 
Winter Air Conditioners Winter Air Conditioners Air Conditioners... Basement Type Winter 
. . Upflow, Counterflow . .. Upflow and Counter- Burn either Gas or Oil Air Conditioners... 
and Horizontal .. . flow Heavy Gauge Round with Equal Efficiency... Heavy Gauge Round 
Heavy Gauge Heat Exchanger Heat Exchanger with Heavy Gauge Heat Exchanger Heat Exchanger with 
and Cabinet Refractory Firebox Refractory Firebox 


Interior View of Interior View of Interior of Unit _ Interior of Unit 
Upflow Unit Upflow Unit with Gas Burner with Exposed Burner 


ONCRIEF 


SINCE 1895 FURNACE PIPE AND FITTINGS 


HEATING AND AIR CONDITIONING UNITS 


THE HENRY FURNACE @ COMPANY + MEDINA, OHIO 


OR ay (3) 


Gas Fired 
Unit Heaters, 
5 Models | 
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Com ination ik Cooled 
Horizontal Air or Water Duct Evaporator, an 
4 Oil Sizes” Fired Evaporator, (5) Blower- Conversion 


Starting in April: 


REVISED DATA 
FOR ESTIMATING 
DUCTWORK COSTS 


month American Artisan will be 
publication ol revised, held 
checked figures to help you estimate 
costs of duet) sections, fittings, and 
COM parents 
These up-to-date Duet Work Estimat 
ine Tables will cover weights and re 
quired fabricating times of components 
in sizes trom 12" to bx and 
fittings needed for elbow 


based oon 
data collected ¢ 
Artisan by F 


Downing, 


Fivure ite 
watel 
American 
Darwin \ 


made “on the spot” of fal 


in eight typieal shops ranging in 


and boot takeotl 


actual step 
velusively for 


B Root 


Studies 


ane 
were 


yrication work 


size 
from large to small 

Imerican {rtisan will publish these 
fvures, starting this month, in’ seven 
installments. You'll find them a reliable 
tool to take both the vuesswork and 
the drudgery out of estimating weight 


and time to 

Dont risk missing a 
ment this) series. Use 
below te order 
extend your present 


to order the magazine 


your tiem 


fabricate ductwork. 


single install 


the coupon 


a new subseription, to 


subse ription, of 


for others in 


TO KEENEY PUBLISHING COMPANY 


6 N. Michigan, CHICAGO 2, 


OK. Enter this 


iLL. 


subscription for 


AMERICAN ARTISAN to start with April, 


1960, 


3 Years, (36 big issue 
Saves you —Same as 


issue for term 


2 Yeors, 


checked below: 


s) $6.00 
1 yeor FREE. 


(24 big issues) $5.09 


Saves you ONE DOLLAR CASH. 


Rate 
$ l 


(it understood that this wi 
Annual Buyers 
Manufacturers 
January issue) 


and Trade Nam 


New 


subscription 


I enclose check for $ 
later 


My Name 
(Please 


Print) 
Title 
Firm 
Street 
City 
Postal 


Zone No State 


Business 


for $ 


$1 


ll bring me the 


Guide Directory of Equipment 


e Index in each 


Renewal 


Send bill 


operation 
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Air Purifying Applicator 


Appiicaror designed for use with 3. 


5. Tl, and 10 ton store units and for 


home air conditioning systems. 


Applicator consists of rear portion 


holding tank. wick and inverted bot- 


tle. Front portion consists of perfor- 


ated cover with snap lock. It has a 3 


in. hole, and is attached directly to 


the side of the air conditioning unit. 


Air is sucked up through a wick in 


the applicator when the unit is in 


and neutralizes odors 
lireactor Corp.. 217 Madison Ave.. 


Portable Spot Welders 


PORTABLE SPOT WELDERS for use on 
mild steel, stainless steel. and galvan- 
ized iron up to ly in. combined 
thickness. Units weigh 24 lb. Model 
l] operates from 115 volts ac and re- 


kva. 


230 volt ac power and is rated at 4.4 


quires 3.3 Model 23 requires 
kva. Design features a fixed top tong 
which permits one-hand operation of 
the unit relieving the other to posi- 
tion the work. The top tong rests the 
weight of the unit on the exact spot to 
be welded, giving added contact pres- 
sure for a second weld and reducing 
operator fatigue. In operation, the tip 
of the top tong is placed on the spot 
to be welded. the handle is squeezed. 
and the switch trigger is raised. Weld 
timing varies with contact. thickness. 
and type of metal 


Corp., Rahway, NJ. 


Vetal & Thermit 


WESTERN 
UNION 


cal NI 
Operator_U 


Your J&L stainless steel distributor 
can serve you better hecause J&L 
serves him better, backing him with 
the full facilities of J&L’s Stainless and 
Strip Division. 

Your J&L distributor can reduce 
your costs by providing a complete 
range of pre-production services, and 
doing it economically! He can save 
you the capital investment required 
to maintain long term inventories; he 
can help you eliminate the costs of 
overhead connected with stocking, 
accounting, and the inevitable losses 
incurred through waste and obsoles- 
cence due to specification changes. 

Technical assistance in solving pro- 
duction problems is also available 
from your J&L distributor... when 
those problems are connected with an 
application using stainless steel, J&L’s 
own staff of technical specialists will 
promptly answer your distributor's 
call for additional help. 

Even when advanced research is 
required you can call on your J&L dis- 
tributor in confidence. He will be 
happy to discuss your problem be- 
cause he knows he is backed by one of 
the world’s most respected teams of 
metallurgists—J&L’s own staff in lab- 
oratories at Detroit and the famous 
Graham Research Laboratories at 
Pittsburgh. 

Your J&L distributor is as near as 
your telephone. Call Western Union 
Operator 25 for the name of your J&l 
distributor of Consistent Quality 
stainless steel. 


J&L — a leading producer of stain/ess stee/ 
and precision cold rolled strip stee/s 


STAINLESS 


SHEET+STRIP+*BAR WIRE 
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ask for Oper 
bnsistent Quality Jil Stainless Steel 


j Jones & Laughlin Steel Corporation . s LESS and STRIP DIVISION - 


ion 


day International goes in. 


hood” features 


And eye the new slim styling . 


“SILENT SECTIONAL” 


Both burner box and flue collector are die- 
formed to eliminate ticking caused by 
welded joint stresses and warpage. Ele- 
ments are pressed-fit into boxes in punched 
and extruded openings — allowing edge 
weld to prevent warpage and relieve stress- 
es. Front barrier has expansion joints be- 
tween burner box and flue collector box to 
prevent ticking and tearing of metal in 
heat exchanger. 


INTERNATIONAL 


The “Buy Word’ in 


More and more dealers are discovering, profits go up the 


Hard to convince? ?... Just take a look at International’s excit- 


for your customers, easier selling for you. 


.. lines so compact and clearances 
a broom closet, and scarcely know it’s there. 


lifetime performance, and back every word with facts, 


Just for good measure, International cuts your costs by doing all 


Gas Heating! 


ing new line of assembled gas units. See the great new “under the 


every one of “em designed to provide easier living 


so tight that you can virtually install an International Hi-Boy in 


.. Ws a fact, with 


International you can talk greater comfort, better heat utilization, 


the assembling, all the wiring, a// the work — right at the factory. 
Want more information? Check your International distributor. 
Or write today for complete Heating - Cooling Catalog. 
International Heater Company, Utica, N.Y., Dept. A-!. 


WIDER RANGE OF CAPACITIES 


New International assembled Counter- 
flows, Lo-Roys and Hi-Boys now rated 
from 75,000 BTU to 125,000; 150,000; 
and 175,000 BTU respectively. All mod- 
els are lower and smaller, yet operate 
against coil resistance of 3 to 5 tons of 
cooling. 


NEW BURNER DESIGN 


Stainless steel inserts shape flame to 
match contours of the heat exchanger, 
deflect foreign matter that might other- 
wise obstruct burner parts. 


ONLY 16” WIDE 

A marvel of engineering and design effi- 
ciency! This 75,000 BTU Hi-Boy meas- 
ures only 16" wide. Installs practically 
anywhere, with optional matching return 
air cabinet for either side or rear. Sheer 
look cabinets on all gas models have 
pre-assembled burner, blower, controls 
and wiring inside, make installation and 
service a breeze. 


“SURE FIRE” CROSSOVER 
Built-in gas scoop under each crossover 
assures immediate ignition of all burners 
—even at exceptionally low pressures. 


AN Artisax, Aprit 1960 
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Parlay your 
Profits with this 


NEW 3-TON 


Self-Contained 
Cooling Unit 


from INTERNATIONAL 


Now almost every store, res- 
taurant or basementless home is a 
prospect for cooling when you fea- 
ture International’s new self-con- 
tained 3-ton summer air condition- 
er, brawny big brother to the com- 
pany’s phenomenally successful 2- 
ton unit. 


And every one of your heating cus- 
tomers, new or old, is a cooling 
prospect too. All it takes to convert 
most any warm-air system is an 
ultra-efficient International cooling 
‘coil and matching air-cooled com- 
pressor. Practically no duct modi- 
fications or extra dampers required! 


Now keep your customers climate- 
happy all the year ‘round with an 
International of Utica. See your dis- 
tributor, or write for catalog. 


INTERNATIONAL 
HEATER COMPANY 
UTICA, N.Y. 
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Propane Utility Torches 


“Bernz-O-Matic” utility torches can 
be used for soft soldering, copper 
tube sweating and general applica- 


tions requiring heat. This equipment 
is available in single cylinders with 
push-button to pencil-type tip assem- 
blies. or in carry-all kits—Air Redue- 
tion Co., 150 E. 42nd St., 
WY. 17. 


Ine.. 


Aluminum Grilles 


LD Series 
aluminum 


of Decoraire extruded 
grilles and 


available in four designed borders. 


registers 1s 


Suitable 


ventilating applications from any side 


for heating, cooling and 
wall, floor or window sill location. 
Spring installation. 
Once inserted into the duct connec- 


clip facilitates 


tion, the retaining spring snaps it 
securely into place—Air Devices, 


Inc.. 185 Madison Ave., New York 16. 


Detecting Leaks 


“De-Tekta-Leak” 
check for leaks in gas piping sys- 


enables user to 
tems, refrigeration 
others. It 
manometer 


systems, and 
consists of a Utube 


with necessary connec- 
tion fittings and a rubber bulb or 


small power-driven pump to build up 


Sales performance 


LINCOLN 


HIGHEST QUALITY 


LINCOLN AIR-COOLED 
CONDENSER UNITS 
Two styles—2, 3, 4, 5, 7a, and 10 horsepower 


Pp to operate — easy to 
service. 


LINCOLN EVAPORATOR COILS 
Hi-Boy ag ounter-Flo and Horizontal 
dels for all applicati 


EVAPORATOR-BLOWER UNIT 
Ideal for attic, basement, or craw! space installa- 
tion — 2, 3, 4, 5 and 7'/2 horsepower capacities. 


AIR-CONTROL = 


» PRODUCTS, INC. 
Manufacturers of Hqghing and Cooly Fqupment 
SWARTHMORE, PENNSYLVANIA 


4 
| | 
| 
| 
‘ 
— FULL FLEXIBILITY 
| 
| 
j 
S INTERNATIONAL ie 
= 5S) OF UTICA 
| 
| 
| | | | 
| 
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SEEKING more new plumbing 


more jobs that are “tailor- 


made” for you...when and 


where 


If you do business anywhere 


Fw. DODGE in the 37 Eastern states— 
tf SEND FOR 
THIS FREE 
CORPORATION BOOKLET 
Reports 
HELP 


PLUMBING AND HEATING 
CONTRACTORS GET MORE BUSINESS 


1 F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AA-40 
Send me the booklet: ‘How Subcontractors Get More Work in New 


Construction” and let me see some typical Dodge Reports for my 
area. I am interested in the general markets checked below. 


() House Construction (1) General Building 


City. Zone. State. 
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C) Engineering Projects (Heavy Construction) 


pressure in the system. A leaktight 
shutoff cock is provided to seal off the 
system after it has been pumped up. 


Loss of pressure indicates a leak. 
Needle valves are provided for pre- 
venting loss of fluid from the manom- 
eter—Eclipse Fuel Engineering Co.. 


1100 Buchanan St., Rockford, Ill. 


Electrostatic Air Filters 


filter 
forced air ducts and the filter” re- 


ELECTRONIC air installed in 


quires no plumbing er drainage lines. 


As air passes through the filter, the 


charging section gives dirt and bae- 


teria particles positive electrical 


charge. These particles are then at- 
tracted and held by 


negatively- 


charged collector plates. The entire 


collector section can be easily re- 


moved for cleaning. The current auto- 


matically shuts-off when this section 


is removed. The line consists of mod- 

els 120. 160 and 210 series. Dimen- 

sions of each are 22 * 20 * 21, 22 ‘ 
24 26. and 22 X 24 X 29 re- 


spectively. The larger’ size. 


which 
handles up to 2400 cfm, has about 


14.000 sq in. of collector plate area 


York Corp. Division of Borg-Warner 
Corp.. York, Pa. 


Roof Ventilators 


CENTRIFUGAL power roof ventilators 
designed for high capacity duct and 


flue exhaust applications. The four 


new ventilators increase capacity in 
11,000 to 
29.790 cfm. Ventilators have weath- 


this firm’s line from 
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| contracts? Have a feeling you’re : 
missing 4 9004 opportuniti¢cs 
to bid? Like to uncover 
You need daily | 
Dodge Reports!! 
| Dodge 
| 
Company 


A QUALITY AIR CONDITIONING REGISTER 
For EVERY REQUIRED PRICE RANGE... 


YOU NEED NOT SEARCH For COMPETITIVE PRICES. We 
HAVE The TYPES To Fit YOUR IDEAS of the QUALITY and 
COSTS YOU DESIRE. 


FROM THE WORLD’S LARGEST PRODUCERS of the FINEST, 
MOST MODERN LINES of REGISTERS and GRILLES. 


WORLD LEADER in the PERIMETER DIFFUSER FIELD. 


DONT ACCEPT SUBSTITUTES—GET THE BEST—BUY U.S. PRODUCTS 


No. 1018 U.S. Base Diffuser 


Recently additional ob- “When you ‘re on a project where Capacity, Compact- 
long openings, U.S. No. 1000 Diffusers now lea ness, and Diffusion with economy are more important than __ 
“a the field in free area, beauty, and te —" the Distribution of Air Flow, the No. 1018 U.S. Base Dif- 
_ the Finer Perimeter Systems. — _ 4 fuser will assist in securing the Contract. It’s only 18” long. — 


_ DIFFUSES A FULL SUNBURST PATTERN—A COMPLETE 180° OF EVEN AIR-FLOW | 


U.S. DIFFUSER No. 106 U.S. DIFFUSER 
SIDEWALL REGISTER REGISTER 


ECT ECONOMY LINE 
Floor Diffusers. 


410 U.S. DIFFUSER FLOOR REGISTER — Quaury No. 413 U.S. DIFFUSER STAMPED 


Diffusers. FACE — The BEST PROJ 
FINEST of ALL LOW COS 


‘Nos. 1500 and 2500 © 


AG (Ga CANNOT Be EQUALLED 
» By COMPETITION 


THEM—BE 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS KANSAS city ALBANY 


=" 
Mie 
Pat.No.176,926—SINGLE U.S. Pat. No. 176, 926—COM- 
NEWLINES of U.S.—Heavy-Duty,and STAMPED FLOOR DIFFUSER For Projects 
a 
gel No. 2500 U.S. SQUARE CEILING DIFFUSER -. 
| Write New C : 
UNITED STATES REGISTER COMPANY | 


equipment developments 


(Continued ) 


er-tight housing constructed of heavy 
gage spun aluminum with steel base. 
Fan motor is direct-connected to ait 
foil-type fan which eliminates belt 
maintenance and friction loss due lo 
belt’ slippage, according to the man- 
ufacturer. Each fan motor has pres- 
sure-Ly pe self-cooling construction 
that protects from heat build-up 
Electric Venti- 
lating Co., 2850 N. Pulaski, Chicago 


and impurities 


Gas-Fired Highboy 


Mopets TOHGB LOOHGB  fea- 


ture flush front cabinets and elimi- 


nate inconvenient julting parts. Units 
are 57 or 63 in. high, 22 in. wide, 
29 in. deep. and are approved for 
zero clearance on sides and rear. Flue 


pipe diameter is 6 in. The heating 


element is welded into a seamless gas 
lype unit and two baffles are placed 
for maximum heat extraction, ac- 


cording to the manufacturer. Thick, 


foil backed glass wool insulates the 


heater exchanger, and the blower 


motor is rubber mounted for quiet Need to know how to control distortion 
Bonair Peerless 
Products Co., 23 St. & Sedgley Ave., 


Phila. 32. 


operation when welding stainless steel? How to 


remove heat discoloration electrolyti- 


cally. What size welding rod to use 
for a particular gage? You'll find the 


answer to these questions and hundreds 


Blow-Pipe Elbow Kits 


more in Armeo’s new edition of 


ELBow kits are supplied in five or “Stainless Fabricating Tips.’ 


seven piece units with shaped edges, This well-known aid to sheet metal 


ready for forming and welding. men has been completely revised— 
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brought up to date to provide you with 
the latest information on fabricating 
stainless steel. It gives the newest data 
on methods of forming, joining, cut- 
ting. finishing, and cleaning stainless. 
For your free copy, just call or write 
your nearby distributor of Armco 
Stainless Steels. His name is listed at 
right. Armco Steel Corporation. 1610 
Curtis Street, Middletown, Ohio. 
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For Your Free Copy of Armco's 
= 


All-New “Stainless Fabricating Tips” 


Distributors of Armco Stainless Steel 


(A) Sheet, Strip & Plate 


ALABAMA 
Birmingham 
J. M. Tull Metal & Supply Co. 
ARIZONA 
Phoenix 
Ducommun Metals & Supply Co. 
CALIFORNIA 
Berkeley 
Ducommun Metals & Supply Co. 
Emeryville 
Electric Steel Foundry Co. 
Los Angeles 
Ducommun Metals & Supply Co. 
Electric Steel Foundry Co. 
Earle M. Jorgensen Co. 
National City 
Ducommun Metals & Supply Co. 
Oakland 
Earle M. Jorgensen Co. 
COLORADO 
Denver 
C. A. Crosta, Inc. 
Electric Steel Foundry Co. 
Earle M. Jorgensen Co. 
Metal Goods Corp. 
CONNECTICUT 
Hartford 
The American Steel & 
Aluminum Corp. 
Peter A. Frasse & Co., Inc. 
FLORIDA 
Jacksonville 
J. 1. Tull Metal & Supply Co. 
Mia 
- mM. Tull Metal & Supply Co. 
mpa 
‘ M. Tull Metal & Supply Co. 
GEORGIA 
Atlanta 
J. M. Tull Metal & Supply Co. 
ILLINOIS 
Chicago 
Central Steel & Wire Co. 
Chicago Steei Service Co. 
KANSAS 
Wichita 
Metal Goods Corp. 
LOUISIANA 
New Orleans 
Metal Goods Corp. 


The Orleans Steel Prod. Co., Inc. 


MAINE 
Auburn 
Brown-Wales Company 
MARYLAND 
Baltimore 
Seaboard Steel & Iron Corp. 
MASSACHUSETTS 
Cambridge 
The American Steel & Aluminum 
Corp. of Massachusetts 
Brown-Wales Company 
Industrial Stainless Steels, Inc. 
Fall River 
Congdon & Carpenter Co. 
Worcester 
Brown-Wales Company 
MICHIGAN 
Detroit 
Central Stee! & Wire Co. 
MINNESOTA 
St. Paul 
Paper-Calmenson & Co. 
MISSOURI 
Kansas City 
Richards & Conover 
Steel & Supply Co. 
North Kansas City 
Metal Goods Corp. 
St. Louis 
Metal Goods Corp. 
E. E. Souther Iron Co. 
NEBRASKA 


Omaha 
Gate City Steel, Inc.—Omaha 


(B) Bar and Wire 


NEW YORK 
Buffalo 
(AB) Peter A. Frasse & Co., Inc 
Seneca Steel Service Co. 
Syracuse 
(AB) Peter A. Frasse & Co., Inc. 
METROPOLITAN NEW YORK 
New York City 
Peter A. Frasse & Co., Inc 


(AB) Hillside, N. J. 
Edgcomb Steel & Aluminum Corp. 
(AB) Lyndhurst, N. J. 
Peter A. Frasse & Co., Inc. 
(AB) Union, N. J. 
(AB) Mapes &  apeal Steel Co. 
(AB) NORTH _— 
Charlo 
(AB) omen Steel Co. 
Greensboro 
(AB) Edgcomb Steel Co. 
OHIO 
Cincinnati 
(A) Central Steel & Wire Co. 
(AB) Cleveland 
(AB) Cleveland Tool & Supply Co. 
(AB) Viking Steel Co. 
Columbus 
Vorys Brothers, Inc. 
OKLAHOMA 
Tulsa 
(AB) Earle M. Jorgensen Co. 
(AB) Metal Goods Corp. 
OREGON 
Eugene 
(AB) Electric Steel Foundry Co. 
Portland 
(AB) Electric Steel Foundry Co. 
PENNSYLVANIA 
(AB) Philadelphia 


Edgcomb Steel Co. 
Peter A. Frasse & Co., Inc. 
AB Pittsburgh 
(AB) William M. Orr Co., Inc. 
York 


Edgcomb Steel Co. 


(AB) York Corrugating Co. 
(B) RHODE ISLAND 
Providence 


Congdon & Carpenter Co. 
(AB) SOUTH CAROLINA 
Greenville 
J. M. Tull Metal & Supply Co. 
(AB) TENNESSEE 


(A) Memphis 
Metal Goods Corp. 
TEXAS 
Dallas 
(AB) Earle M. Jorgensen Co. 


Metal Goods Corp. 
Moncrief-Lenoir Mfg. Co. 


(B) Harlingen 
Moncrief-Lenoir Mfg. Co. 
Houston 
Earle M. Jorgensen Co. 
(AB) Metal Goods Corp. 
AB Moncrief-Lenoir Mfg. Co. 
(AB) Lubbock 
(B) ye Lenior Mfg. Co. 
San Anto 
(AB) Moncrief. Lenior Mfg. Co. 
Temple 
(AB) Moncrief-Lenior Mfg. Co. 
WASHINGTON 
Seattle 
(AB) Oucommun Metals & Supply Co. 


Electric Steel Foundry Co. 
Earle M. Jorgensen Co. 


(A) Spokane 

Electric Steel Foundry Co. 

WASHINGTON Cc. 

York Corrugating Co. 
A) WISCONSIN 
( Milwaukee 
AB Central Steel & Wire Co. 
(AB) DOMINION OF CANADA 
AB Montreal, Quebec 
e ) Firth- Brown Steels, Ltd. 
(A) Toronto, Onta 


Firth- ‘Steels, Ltd. 
Vancouver, B. C 
(A) Esco, Ltd. 


ARMCO STEEL 


Armco Division 
Armco Drainage & Metal Products, Inc. + The 


Company 


* Sheffield Division + The National Supply 


Armco International Corporation * Union Wire Rope Corporation 
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Kits are available in 12, 14. 16 and 
black or 


in sizes from 3. to 


18 ga_hot-roll, 


steel, 


galvanized 


10 in. All 


standard degree of angles from 15 to 
90 are offered as well as special ex- 
treme 


angles, Elbows 


with throat 


as specified. 
radii from 2 in. up to 
four times the diameter of the pipe 
Wer-Coy Fab- 
2232 Beniteau De- 


can also be obtained 
rication Co.. 
troit 1A. 


Odor Control Units 


“SANITAIRE” 
models. 


units come three 


Units provide odor con- 


trol for home installations, package 
units, or 


air conditioning commer- 


cial (over 10 ton) air handling units. 


Commercial types are equipped with 


variable control for ready adjustment 
to various size areas and odor levels. 


It utilizes a newly developed 


electronic — tube. Sanitaire” also 
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features low maintenance, no mov- 
ing parts to wear out and low operat- 
according to the manufac- 
turer—Atlantic Ultraviolet Co., 24-10 
lth Ave., Long Island City 1, N.Y. 


ing costs. 


Herrmidifier 


RETURN-AIRE 
Mounts On Return Ate: Duct 


POSITIVE DISCHARGE of completely A HERRMIDIFIER is a 
ATOMIZED WATER humidifier that really 
works... makes 
money for you and 
saves it for your cus- 
tomers. Write today 
for free information 
on the complete HERR- 
MIDIFIER line of 
“FIRST & FINEST” hu- 
equipment. 


Vertical Air Conditioner 


VERTICAL air conditioner can be con- 


nected to remote condensing units 


out-of-doors with no adaption re- 


quired, The cooling evaporator coil is 


MAINTAINS CAPACITY regardless 
of water hardness 


virtually MAINTENANCE-FREE 
SIMPLE to INSTALL 
@ HIGH PROFIT on original sale 


Herrmidifier Co., Lancaster 2, Penna. 


M. R. ‘s — A Few Territories Available. Write for Details 


YOU SAVE MORE WITH 
FLEXAUST HOSE 


available in a 3 ton unit with a rat- 


Brook Vig. Co.. 
Shreveport, La. 


6135 Linwood Ave.. 


Thousands of successful in- 
stallations prove that use of 
Flexaust hose and Portovent 
retractable duct with metal 
duct systems lower installation 
costs — but there are other im- 
portant advantages 


Powder-Activated Studs 


Rapip studs for use in powder-acti- 
Available for both con- 
and 0.25 


vated guns. 
Exceptional abrasion resistance . Ay 

° crete and steel and in 0.22 
Corrosion resistance 


Noise absorprion 

Durability under heavy flexing 
Provision for expansion and 
contraction 

Easy relocation of hoods 

and machines 


Made of high quality neoprene 


coated fabrics 1'4 to 36” id. 


Write today for full details 
Distributors in all principal 


THE FLEXAUST CO. 


100 PARK AVE. 


DEPT. AA 
NEW YORK 17, N. Y. 


caliber cartridges which are color 


coded for safety. Pins and studs are 
5/32 in. in diameter. Drive pins for 
concrete are available from 15, to 


Threaded 


from 15, to 


31g in. in overall length. 
studs for concrete are 
21, in. overall in length. Drive pins 
for steel are available in two lengths. 
7. and 1 1/3 in. Threaded studs for 
steel are available in six lengths from 
in overall length. 
1267 W. Laurel- 


West Englewood, N.J. 


1 to 2 in. August 
Schoenenburg, Inc., 


ton Parkway. 
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No. 1042. Adjustable, 8-12”. 
Depth of cut, 24%". Wood handle. 


CRESCENT HACKSAWS 


have what it takes 


No. 1046. Adjustable, 8-12”. 
Depth of cut, 2%". Stee! handle. 


No. 1049. Adjustable, 8-12” 
Depth of cut, 344”. Neoprene handle. 


DEPTH OF CUT, 31/," 
STEEL HANDLE. 


Strong, rigid, well-balanced Crescent Hacksaws are Ne. apn = frame, 12°. Depth of — 
cut, 34". Neoprene handle. Also 

designed for the exacting mechanic. Choose from five No. 1044 with steel handle. 

popular patterns having wood, steel or Neoprene 


handles and nickel or chromium plate finish. The soto BY HARDWARE DEALERS 
Neoprene handles are far superior to plastic. They are “NO 'NOUSTRIAL gaat tias 
impervious to oil and acid, unaffected by 

extremes of heat or cold, have high 
dielectric value and are practi- 

cally unbreakable. 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retcilers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW. YOR K 
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Symbol of Excellence 


new literature... 


Conductor Elbows and Shoes 


Want cHarr (21 x 


27 in.) and catalog insert ilhus- 
strate square and round corrugated and plain round 


one-piece conductor elbows and shoes. Fach fitting 


illustrated is marked with degree of angle as well as 
company number to facilitate ordering The Ferdi- 


nand Dieckmann Co.. P.O. Station B. Cincinnati 22. 


Industrial Ventilation 


INDUSTRIAL VENTILATION Mancat (6th edition. $1) 
serves as a source of design information for all who 
design, install or maintain industrial exhaust systems. 
It is used as a textbook in various universities and 
colleges. and the recommended practices are ap- 
proved by Federal. state and municipal government 
industrial hygiene departments. 

In this edition. the section on hood design contains 
revised and new drawings emphasizing proper hood 
design techniques. The section, “Testing of Ventila- 
tion Systems.” has also been revised. and new. in- 
formation and data sheets have been included to 
assist the engineer in establishing testing programs 
for ventilation equipment, Also included are informa- 


tion on low volume-high velocity systems: pressure- 


volume curves for various fan types: a revised chart 


listing the properties of corrosion resistant materials; 
and high and low temperature psyehrometric charts. 
According to the compilers, the manual contains all 
the information needed for the complete design of 
industrial ventilation systems Committee on Indus- 
trial Ventilation, American Conference of Govern- 
mental Industrial Hygienists, P.O. Box 153. Lansing 


2. Mich. 


Power Ventilators 


BULLETIN RPV-L gives specifications on round power 
ventilators designed to provide smooth flow of air 
and complete weather protection. Other features in- 
clude enclosed ball bearing motors, stainless steel fan 
blades. and rugged frame construction —Bowman 
Steel Corp., Box 2129. Pittsburgh 30. 


wren 


Residential Heating, Air Conditioning 


COMPANY'S STANDARDS for equipment and engineer- 
ing required to produce quality heating and air con- 
ditioning systems are defined in a 16 page brochure. 
Included are sections on forced warm air furnaces 
(heating only): forced warm air furnaces with cool- 
ing coil added for combination heating and cooling: 
cooling coils for use with air cooled condensing units: 


system design for heating and combination heating 


KRUEGER has the 
BROADEST LINE 
in the business 


19 E. RILLITO © MA 2-2805 


TUCSON, ARIZONA 


KRUEGER 


AIR CONDITIONING CORPORATION 
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$85 per house 


saves up to 


with Ar‘Duce 


More and more builders are coming 
to realize the profit opportunity in 
perimeter heating-cooling systems 
... and the additional savings when 
Transite Air Duct is used. 


One example is Herbert Kendall, 
New Jersey builder. He credits per- 
imeter heating—and theeliminationof 


Strong...durable...Transite eliminates 
costly concrete encasement 


costly basements—as a major reason 
why he can market his $17,000 homes 
for less than $10.50 per sq. ft. 

Mr. Kendall also says that Tran- 
site" Air Duct alone saves him up to 
$85 per house in concrete and place- 
ment of it! 

In perimeter heating-cooling sys- 
tems —Transite Air Duct saves in 
both time and material. It needs no 
encasement ... can be laid directly 
on the prepared bottom. Transite also 


won’t float . . . needs no special sup- 
ports or anchors. Just position ducts 
and pour concrete. Transite won’t 
crush, dent or deform. Transite’s light 
weight and 10’ lengths make installa- 
tion still easier. Fittings can be made 
right on the job. 


Send coupon today for your free 
copy of the Transite Air Duct Data 
Kit. It contains specifications, in- 
stallation methods—even testimony 
from builders about dollar savings. 


JOHNS-MANVILLE 


BOX 14AA, NEW YORK 16, N.Y. 


PRODU TS 


r 
| Name 
| Gentlemen: 
| Kindly send me a copy Firm 

2 | of the Transite Air Duct 

Transite reduces your concrete costs sub- | Data Kit. Address 

stantially. It needs no encasement ... can | 

be laid directly on prepared bottom. | City Zone___State 
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new literature 1, to 9 Ib. “Ballmounts” are small in size and light 


(Continued) in weight (a set of Series 275 weighs approximately 


0.4 oz. the company states). Included are application 
and cooling: and system adjustment. Booklet con- and performance information, dimensional diagrams 
cludes with a discussion of advantages of continuous and tables showing catalog numbers and load ranges 
air circulation Lennox Industries Inc... Marshall- Barry Controls 700 Pleasant St.. Watertown 
flown, lowa 72. Vass... or 1100 Flower Glendale, Calif. 


Plastic Ventilation Products Gas Burners 


Bt B-500 contains data on “Rigidon” (glass SPECIFICATION SHEET provides information on gas 


reinforced) plastic tanks and ventilation products for burners. Dimensional drawings. performance charts 
use in corrosion resistant applications. Included are and photographs of flame patterns are included— The 
sections covering round and rectangular fume ducts: Barber Mfg. Co.. 1052 FE. U3th St. Cleveland 10. 
fittings (ells. transitions. raincaps. dampers and 

blast gates): fume hoods for tank ventilation: cen- P 

trifugal and axial flow fans: roof ventilators: round Conversion Factors 
and rectangular tanks; tank covers; fume scrubbers: Wat CHART of conversion factors lists common con- 
and cementing kits for plastic sheets. [lhustrations versions such as watts to hp or inches to centimeters 
include product. and application photos as well as as well as many conversions that are difficult to locate 
diagrams giving dimensional —information— //eil in reference manuals—-Precision Equipment Co.. 
Process Equipment Corp... 12901 klmwood Ave.. Ravenswood Ave., Chicago \W. 

Cleveland 


Welding of Titanium 


Vibration Isolators for Light Loads “FABRICATION AND Trecuxigurs for Ti- 


VIBRATION AND NOISE ISOLATION for light” loads tanium and Titanium Alloy Sheet” (Ady, 905) is the 


through the use of “Ballmount™ isolators is discussed third in a series of booklets designed to assist in the 


in Bulletin 59-04.6. Available in load ratings from procurement and use of titanium and titanium alloy. 


DIECKMANN ONE PIECE CONDUCTOR 


ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY CURVE) This Embl f ij 
No. 000 - 10° No.00 - 20° No.0- 30° No.1- 45° No.2- 60° No.3-75° No.4-90° No.3 - 75° SHOE is Emblem of Quality and Gauge 


of Material is Stamped in each 
TRADE Dieckmann, MARK 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE ‘B” (SIDE CURVE) 
No. 000 - 10° No.00 - 20° No.0 -30° No.1 -45° No.2-60° No.3-75° No.4-90° No.3 - 75° SHOE 


il Our complete line is available in 

28, 26, 24 Gauge Galvanized 

Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped— 
ROUND CORRUGATED ELBOWS AND SHOES Galvanized after formation. Stain- 
No.000 - 10° No.00 - 20° No.0 -30° No.1 - 45° No.2 - 60° No.3 - 75° No No.3 - 75° SHOE 


less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 


Shoes, ready for painting. ORDER 
PLAIN ROUND ELBOWS AND SHOES 
No. 000 - 10° No.00 - 20° No.0- 30° No.1- 45° No.2-60° No.3-75° No No.3. 75esHoe ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
... write for Your Copy. 


THE FERDINAND DIECKMANN CO. 


1300 HARRISON AVENUE CINCINNATI 22, OHIO 
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Waterloo 


| Offers a Complete Line — 
j TYPICAL WATERLOO UNITS: For Side Wall 
and Ceiling Applications 
per ag Waterloo Model 1C2 carved louver supply grilles offer two-way 
GRILLES flow. They are designed for either side wall or ceiling applications 
es ae where two-way air distribution is required, Waterloo also makes 
2v curved louver grilles in one-way, three-way and four-way flow 
designs. These units are available with either opposed blade or 
multi-shutter dampers, if desired. e Waterloo’s comprehensive 
x ha catalog contains interesting application sketches of these 
- WATERLOO illes. Writ copy. 
= povncsoeon soto curved louver grilles. Write for your copy 
GRILLES 
AND 
REGISTERS 
WATERLOO 
Air Dittusion 


WATERLOO 
AIRLINE GRiLtes 
MODEL AL1 


WATERLOO REGISTER COMPANY, INC. 


os P.O. BOX 72, WATERLOO, IOWA 
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new literature lation instructions for heating and cooling coils. 
(Continued ) Selection tables are included for direct’ expansion 


coils. water heating and water cooling coils—-//eat- 


Booklets | and 2 in the series are tithed “Titanium ing and Cooling Coil Dept... Bohn Aluminum and 
Production and | Ady. and Titanium Brass Corp., Danville Div.. Danville. Ill. 


Grades and Properties” (Ady. 901) Republic Steel. 
Idvertising Div. Republic Bldg., Cleveland 1. 
Refractory-Fiber Combustion Chamber 


Dust Collection CERAFELT” COMBUSTION CHAMBERS for oil-fired 


' \ furnaces are described in folder IN-256A. According 
COLLECTOR BULLETIN | 128. 16 pages) 

pags to the company, installation can be completed in 
features a cutaway photo us plain ‘rating 
photo used to minutes. Other advantages claimed include reduction 
characteristics. Two nomograms are included one 
in home heating costs and less burner noise—Johns- 


designed to aid in quick and accurate selection, the Manville Corp., 22 E. St.. New York V6. 


other to simplify determination of efficiency. Assem- 
bly arrangements are illustrated with line drawings 


Imerican-Standard Industrial Div. Detroit 32. Mich. Power Tools 


CaratoG ror 1960 (6b pages) illustrates and de- 
Sheet Metal, Roofing Specialties scribes power tools including saws, drills. hammers. ’ 
ILLUSTRATED CATALOG (24 pages) covers “Fitrite” polishers and grinders. sanders, shears. drivers and 
impact wrenches Skil Corp. 5033 Elston Chi- 


and “Rival” sheet metal and roofing specialties. In- 
ago 30 

cluded is information on snow guards, leader straps. — 

roof strainers. blast gates, skylight lifts. roof scrapers 

and other products David Levow Ine. 7 Georgia Gas Shielded Arc-Welding 

South Hackensack, N. J. 

“Gas WeLpING” (78 pages. $1.50) 

= - a describes the group of processes originally designated 

Heating and Cooling Coils 


as inert-gas processes. The development of shielding 
VIANt ab contains specifications, drawings and instal- vases. such as CO.. which are not inert, caused the 


Prod uction Bending for duct sections and long, light-gauge work 
CHICAGO SPEED-BENDER 


e 8 feet of 24-gauge or 5 feet of 
20-gauge galvanized steel 


Adjustable front gauges: 
disappearing pin gauges for bending 
from notches; and spring-loaded 

gauge pins to make ‘4 -inch edge for 
Pittsburgh lock 


Hydraulic operation 


Foot-switch control 


Two-position foot switch 
can be supplied for 90° bends 
and for shallow bends as in 

cross- braking 


Full particulars upon request 
8626 


DREIS & KRUMP MANUFACTURING CoO. 


Press Brakes * Press Brake Dies * Straight-Side-Type Presses * Bending Brakes « Special Metal-Forming Machines 


7404 South Loomis Boulevard + Chicago 36, Illinois 
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AIR CONDITIONERS and HEAT PUMPS 


gives you more to SELL 


TOP-QUALITY PRODUCTS 


Perfection Air Conditioners and Heat Pumps are designed 
to sell, and built to stay sold. Every unit is factory-tested, 
under operating conditions more severe than those specified 
by ARI. Capacities are guaranteed. Completely air-cooled, 
Perfection units require no cooling towers, no expensive 
water piping. Quiet and efficient in operation, they add to 
your list of satisfied customers while keeping service calls 
to a minimum. 


MOST COMPLETE LINE 


No worry about losing a sale because you don’t have the 
right unit for the job. With Perfection, you have the most 
complete line you can sell in the popular 2-ton thru 5-ton 
size range. Just compare these models with your present line: 
AIR CONDITIONERS — 2, 3, 4 and 5-ton remote con- 
densing units with complete selection of matching coils and 
air handlers; package units, 2 thru 5-ton capacities; HEAT 
PUMPS — versatile Tri-Pak remote units in 3 and 5-ton 
capacities; package units, 2, 3, 4 and 5-ton sizes. 


CONDITIONING 


NEARBY DISTRIBUTOR INVENTORY 


Your distributor keeps ample stocks of Perfection units on 
hand to serve you at all times, mighty handy always, and 
especially when a sale depends upon quick delivery. Depend 
upon him for merchandising, engineering and service help. 
He was selected for his all-around ability to serve you. 


and more fo sell with 


SPECIALIZED LOCAL PROMOTIONS 


Special promotion material to help you sell builders — or 
add-on jobs in the home modernization market — or com- 
mercial installations. Everything you need — newspaper 
mats, radio and TV material, self-mailers, door-hangers — 
name it, chances are you'll find it in one of Perfection’s 
promotion kits. 


COLORFUL SALES LITERATURE Carefully- 
designed, attractively printed literature to help you show 
your prospects why Perfection is their best choice. Detailed 
specification sheets, too. And signs, banners and other iden- 
tification materials, of course. 


BE A PERFECTIONISTI! 


See your nearby Perfection Dis- 
tributor for full information on 


him for the free booklet, “How PER FECTIQN owision 


to become a PERFECTION- 


IST.” It’s new, and looted with HUPP CORPORATION 

sales tips. If you don’t know him, 

ask us for his name. CLEVELAND 10, OHIO 
AMERICAN Artisan, ApriL 1960 
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THINK ABOUT THIS A MINUTE: 


In the New York market 


where price is an 


important factor 


and rigid building 


codes exist... 


EMPIRE VENTILATORS 
OUTSELL ALL OTHERS 


Sold thru leading wholesalers. 


See your jobber. 


EMPIRE 


VENTILATION EQUIPMENT COMPANY 
35-39 Vernon Boulevard 


Long Island City 6, N.Y. 


new literature 


(Continued ) 


change of name. Included are chapters on gas shielded 
tungsten-are welding. gas shielded metal-are welding 
(including CO, welding), cutting, equipment and 
costs. The book is illustrated throughout with photo- 
graphs, schematic diagrams and charts—American 
Welding Society, 33 W. 39th St.. New York 18. 


Noise Control for Duct Systems 


CatTaLoG 160 (eight pages) contains information on 
prefabricated sound absorbers for noise control in 


duct systems. Also described are silencers designed 


for use with roof ventilators —Klof Hansson, Ince.. 
Acoustical Div.. 711 Third Ave.. New York 17. 


Portable Gutter Machine 


Dara SHEET describes and illustrates a portable con- 
tinuous gutter machine designed for mounting on 
pick-up truck or two wheel trailer for transportation 
to the job site. According to the company, machine is 
capable of turning out 35 ft per minute—V elty-H ay 
Products, Inc.. 714 First Ave.. N. W.. Cedar Rapids. 


lowa 


Duct Fans 


AXIAL FLOW DUCT FANS are described in bulletin AF- 
1. Included is information covering both direct drive 
fans for moving non-corrosive, moderate temperature 
air and belt driven type for high heat or corrosive 
atmospheres. Tables show fan size, motor hp, fan 
rpm and cfm ys static pressure—-Bowman Steel Corp.. 
P.O. Box 2129, Pittsburgh 30. 


Air Conditioning Blowers 


BOOKLET DESCRIBES BLOWER ASSEMBLIES. blower 
wheels and parts such as pulleys, bearing brackets. 
bearings and pillow blocks. Engineering catalog 
numbers are given for all products for convenience 
of those desiring additional information— Blower 
Div.. The Lau Blower Co., 2027 Home Ave., Dayton 
7.0. 


Air Diffusion Equipment 


EIGHT CATALOGS give application and performance 
data for circular, square, straight line and perforated 
air diffusers; “Diffus-A-Plate” models; air diffuser 
accessories; “All-Air” high velocity units; and con- 
stant volume turbulators. Included are dimension 
drawings and tables as well as cfm capacity, static 
pressure and radius of diffusion rating for all diffuser 
sizes—Anemostat Corp. of America, 10 E. 39th St., 
New York 16. 
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Estimate with confidence 


The ARI Seal of Certification identifies unitary* air-conditioning equip- 
ment you can count on. You can specify this equipment with confidence, 
knowing it is built and backed by one of 46 manufacturers producing more 
than 90°% of the unitary equipment sold today. 

The Seal appears only on equipment meeting industry-approved per- 
formance standards; equipment subject to testing under adverse conditions 
—with emphasis on wilting heat and high humidity. It establishes a 
standard of comparison of ratings among brands. 

That’s why ARI-certified equipment makes it easier for you on any job. 
When you specify units bearing the ARI Seal, you are assured that they 
will provide the cooling power claimed. The result: quicker sales with less 

trouble for you—fewer complaints, fewer service calls, less repair and 
replacement expense. 

Take advantage of these benefits. Make sure the ARI Seal of 
Certification appears on all unitary equipment you specify. 


For free explanatory booklet and Directory of participating manu- 
facturers, write to: Chief Engineer, Dept. C-402, Air-Conditioning 
and Refrigeration Institute, 1346 Connecticut Avenue, N.W., Wash- 
ington, D.C, 


*“Unitary” air conditioners included in this program: all packaged air conditioners, whether single 
units or two-piece units (called “split” systems) up to 135,000 Btu per hour in capacity, but not 
including room air conditioners. ARI Standard 210-58 for eclectrically-driven 

equipment; ARI Standard 250-58 for heat-powered equipment, 
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standard equipment 


for pressures to AR, 


that’s not all! Clarage DF tan 
equipment is available for pressures to 8” 
with only slight changes from standard 


construction, 


‘These wheels and housings have what it 

takes for especially severe conditions. 

leading They're built extra-rugged throughout for 
manufacturers 
incorporate this 

Clarage equipment 


full rated, trouble-free operation and longer 
service life. Hot dipped galvanized, spark 
resistant, and other special constructions 
can be turnished. 

Learn more... contact our nearest office 


or write us direct for complete information. 


Dependable equipment for making air your servant 


CLARAGE FAN COMPANY 


Kalamazoo, Michigan 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA; Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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DEALER-CONTRACTORS are brought up to date 
on sales and service techniques at recent school con- 
ducted by Armstrong Furnace Co. and Heating 
Equipment Supply, Inc. 


. 


> 


, Heating Equipment Supply. Inc., Fargo, N. D.. re- 


ARMSTRONG FuRNACE Co. in cooperation with 


cently sponsored a sales and service school for dealer- air cond it onin g 
contractors from North and South Dakota and Min- — 2s 
nesota. Sixty-two dealer-contractors, servicemen and 
engineers attended the three-day school. Earl Styx. 
St. Paul district manager for the Armstrong com- 


pany, assisted by J. J. Curran, Armstrong service — 


to make 


engineer. conducted the sessions. 


ConTROLS Company or America has contracted 
to acquire a former ordnance plant in the Milwaukee 
area. The plant, an eight year old, one-story building. 
contains 65,000 sq ft of floor space, and is located at 
1212 N. 124th St.. Wauwatosa. The company cur- | 
rently maintains its heating and air conditioning di- 
vision in two Milwaukee plants. According to George 
Becker, vice president, operations, several manufac- 
turing operations will be moved to the new plant 
during the next several months, after which one of | 
the present plants will probably be sold. 


> ALuMinumM Co. or America is planning to double 
its capacity for the production of enamel coated | 
aluminum sheet. Two new “paint lines” now under 
construction at Davenport will produce enamel coated 
sheet in widths of up to 48 inches. Both units are 
scheduled for completion by the latter part of this 
year. 


> THE BOARD oF DIRECTORS of Walton Laboratories. 
Inc. has elected John B. Feldermann president of the 
firm. Mr. Feldermann has been with the Walton com- 


pany for more than 12 years, has previously held a ; 
positions in the purchasing. production, accounting fi 
and advertising departments. He has been sales man- p ge) 1  @ | e % 


ager since 1957. 


> Swartwour Fasricarors, INc., is now in full pro- 
duction at its recently acquired plant in Kokomo, 
Ind. The plant, formerly used for stove manufac- 


turing, has 72.000 sq ft of floor space. 


we near Atece 
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Quick worio’s sarest 
POWER DRAFT UNIT FOR INDUSTRIAL, RESIDENTIAL 
AND INSTITUTIONAL EXHAUSTING 


Boiler & — om Cleaner 


U.S.A. Potent Nos. 
2,722,372 and 2,855,874. 

Other Potents Pending. 
*Covered by exclusive foreign patents 


Increases heating and 
combustion efficiency! 
Provides air power for 

bulk materials handling! 


Exhausts corrosive gases 
and abrasives! 


Quickdraft provides industry, commerce, institu- 
tions and homebuilders power draft engineered for 
economical and efficient combustion regardless of 
building or atmospheric conditions. Models suitable 
for every heating or incinerator application... 
eliminate pulsating or chattering, puffing, smoking 
and sooting. Reduce building costs, no tall, unsightly 


stacks required. Quickdraft also provides industry 

| with inch to 60 inches W.G. static pressure for 
— exhausting corrosive gases, abrasives and paint 
THE WORLD'S LEADING FURNACE CLEANER spray. Heavy-duty, high-pressure models, 6 inches 


to 30 inches diameter, are available for moving 
You CAN DEPEND ON PULLMAN bulk materials or anything that can be moved by 

WITH THE “NEVER-CLOG” AIR FILTER BAG air. Because there are no motors, fans or bearings . 
* Cleans oil, gas, coal or wood fired furnaces + Exclusive in exhaust line, only Quickdraft avoids costly clog- 
“Never-Clog” Filter guarantees full time suction * Miracle Filter ging, corrosion of moving parts or fan failure. 
resists soot, soot acids, alkalies, rot and mildew « Flame 
resistant + Easily cleaned by gentle tapping * Completely re- 
juvenated by washing + Proven long use — up to 1400 cleaning 
jobs without change + 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 


1. Exclusive “Never-Clog” Filter bag 

2. 27” Metal crevice tool 

3. Power Blower Nozzle of Tapered Rubber 
4, Handy Scraper Tool 
5 
6 


IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units are 
available in standard acid resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P.V.C.) and with plastic and 
Fiberglas coatings. 


Flexible Metal Asbestos-Packed Hose 
10’ Long 11/2” Heavy Duty Hose 


ON SALE AT YOUR JOBBER. WRITE FOR LITERATURE. 


VACUUM CLEANER 
CORPORATION 


Send for QUICKDRAFT ENGINEERING 
DATA on your application . . . now. 


Quickdraft 


CORPORATION 


P.O. Box 87—D Canton 1, Ohio 


Dept. AA-4, 25 Buick St., Boston 15, Mass. 
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we hear that 


(Continued ) 


pansion of its galvanized steel sheet production ca- 


INLAND STEEL Co. is planning a 35 percent ex- 


pacity with the addition of a fourth continuous gal- 
vanizing line to the three already in operation in its 
Indiana Harbor Works. Construction of the new line | 
is scheduled for completion in early 1961. Supple- 
mental equipment incorporated in the new galvaniz- 
ing line will permit the production of aluminized 
sheets, according to the company. 


engineeri 


means 
“savings 


SCIENCE STUDENTS hear Jerry Wicklund, Minne- 
apolis-Honeywell engineer, describe the growth of 

temperature control from the 1885 ‘damper flapper" 
thermostat to present day year ‘round heating and 
air conditioning control systems 


demonstrated 75 years of progress in home thermo- | 2 - “4 = 
stat design at an engineering and research exhibit * minimizes service 
held at the Minneapolis auditorium. Some 700 out- 
standing science students from 80 Minnesota high :. headaches 

schools visited the exhibit as guests of the company. % 

> THe Prercess Hearer Co.. Boyertown, Pa., is 
offering a 20 year warranty with its 1960 gas and 
oil fired furnaces. 


> TypHoon Air Conpitiontinc Div.. H Corp.. t 

has a Los branch * assu res cus omer 

air conditioning and heat pump market of southern 
tela 


by providing equipment 


California. Dick Southworth is manager of the new 
branch. 


> AIR CONDITIONING dealer-contractors can win a 


choice of 10 different “trips for two” to such vacation 
spots as Nassau, Bermuda, Jamaica, Las Vegas. 
Colorado Springs and Acapulco in the new sales con- 
test’ being conducted by American-Standard’s Air 
Conditioning Div. According to the division, dealer- 


contractors who earn such vacations may take the a a . 
trips whenever they wish, may choose the destination ut , t at S not 


that appeals to them the most. 
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NATIONAL 
Angle Rings 
give you 
the big 


ww ORAINGERINC 
Specialists in 
ELECTRIC MOTORS 


Items in Stock 


PROMPT DELIVERY. Warehouses 
and sales offices coast-to-coast (see list 
below.) All fully stocked for pick-ups or 
24-hour shipping service. 


SALESMEN at each office available for 
help and guidance. 


FOUIIE WHOLESALE ONLY. Free net price 
catalog sent only when requested on 

DMPRESSOF letterhead. No consumer requests hon- 
i r THC ored. O.E.M. prices available for quantity 
buyers. 


188 PAGE CATALOG and buying 


eA guide. Includes detailed descriptions 


No thoughtful sheet metal contractor can “‘pass by” 


\ 000 items. L f techni ‘ 
the discounts that apply to National angle rings. 

The Labor Discount 
- Phone or Write Because these rings are rolled accurately, by 
. -y GRAINGER WAREHOUSE | expert metal craftsmen, they are round, uni- 


NEAREST YOU. 


form in curvature. This means that there is 
no lost motion, no costly fitting time required 


| ALABAMA ctor st — in your shop or on the job site. 
ARIZONA NEW JERSEY 
| CALIFORNIA BUFFA $0108 
OAKLAND 702200 Ageline St PRACUSE RO. Because National leg out rings are available 
| covonane apace omio . Mint St. in stock for immediate shipment, you gain 
CONNECTICUT cin 60240 ay days, even weeks of time by using this on-the- 
| DISTRICT oF DAYTON Weshington floor warehouse service. 
FLORIDA YOUNGSTOWN Ze 16 Pvatt St. 
GEORGIA ND 1702610 N. Mississippi 
1601046 M rial Or., S.E . 
WLLINOIS PENNSYLVANIA E. Green St Because production runs in all sizes cut costs, 
PH LADELPHIA 40 3218 spring Gare 
é' me. BURGH 1ei612 Penn Aver National can quote you on stock prices, not 
| SOUTH BEND 1461133 So. Main St SEROENE $929 Georgio Bee. custom work. It will pay you, as it has so 
NPORTe1215 E River St. MEMPINS 3050 many others, to investigate National today. 
Ne NASHVILLE 4@210-17th Ave. N. 
naneas, 5¢1201 N. Mosley St TERA ae Write for a stock list bulletin and price list 
KENTUCKY ALI 
set FT. W ORTH 301119 W 
LOUISIANA HOUSTON 1401409 St Emanuel St 
ANS 2504513 Eve St SAN ANTON! O 20606 E. Crockett St. ° 
@ 2031 Texas Av 
MASSACHUSETTS VNORFOLK 86835 W St. National rolls accurate rings to nearly any 
RICHMOND 20¢ 1427 W t. 
WASHINGTON size, in all ductile metals. Phone, wire or 
30545 Grandville S.W EATTLE 40 1001-9 ve 
SPOKANE W. 22 Main Ave. ur requirements. 
MINNESOTA STA west vincinia as write for a quotation on yo q 
MisSOUR! LESTONe 1037 Central Ave. 
TY Be 9 Bre adway wiScons IN 


NATIONAL 
W. INC. METAL FABRICATORS 


Dept. 102A, GENERAL OFFICES, CHICAGO 12 2138 South Sawyer Ave., Chicago 23, Illinois « Blshop 7-4255 
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ELECTRIC MOTORS = | 
BLOWERS | 
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(Continued ) 


> GENERAL CONTROLS 


Co. is now using a multi-color 
shipping carton for “Thermoramic” indoor-outdoor 


temperature control systems. For display purposes, the 
top folds into an arched backdrop featuring the red 
and white General Controls shield. 


> Rueem Mec. Co. has acquired control of Ruud 
Mfg. Co. Rheem plans to continue operation of Ruud 
as a subsidiary for manufacturing water heaters and 
other products in facilities at Kalamazoo, Mich., and 
Mimico, near Toronto, Canada, according to A. 


Lightfoot Walker, president of Rheem. 


> W. W. Wartace has been named executive vice 
president of Wright-Temp Mfg. Co., a subsidiary of 
Wright Mfg. Co. Until his recent promotion, Mr. 
Wallace was general manager of Wright-Temp. R. L. 
Swearingen has been appointed West Coast sales 
engineer for the subsidiary. 


ARMSTRONG 


URNACE COMPANY 


> Execetives of Chrysler Corp.'s Airtemp Div. met 
recently with the division’s distributor advisory com- 


mittee to discuss mutual problems and suggest possi- 
ble solutions. Some of the topics discussed were new 
products. shipping. advertising and sales promotion 
campaigns, pricing. and plans for next fall’s national 
conference. According to Joseph B. Ogden, vice 
president. sales. the meeting was the first of three 
planned for this year. 


> THe Feppers Corp., which recently added warm 
air furnaces and remote air conditioners to its equip- 
ment line. has now extended its sales incentive vaca- 
tion program to include warm air heating and air 
conditioning dealer-contractors. According to Claude 
C. Kirk, sales manager of the central residential and 
commercial air conditioning department, the pro- 
gram. which began in 1951. has resulted in more 
than 20.000 trips to vacation spots throughout the 
world. 


> Motor WHEEL Corp. recently held a sales rally lo 
introduce new “Duo-Therm™ furnaces and to present 
merchandising plans for the year ahead. Speakers 


included L. C. Vandertill, vice president. sales. Con- = 


sumer Products Div.; W. L. Wood. advertising and t the . 
sales promotion manager for the division: and L. C. | peta ra n ec fo) e ‘ad 


Blank, southeastern regional sales director for the 
company. Mr. Wood described the 1960 advertising a 

and sales promotion program which is built around 
the theme of * 


‘science in home heating.” 


Revco, Ive.. Deerfield, Mich.. has formed a heat 
pump division. Activities of the new division are 
under the direction of FE. J. Burnett. 


« 
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BETTER CONVERSIONS 
EASIER CONVERSIONS 


MORE 
With - IN HARDWARE 


Roberts-Gordon 
Series 84 
Upshot Gas Burner 


NATIONAL LOCK 


FOR 
METAL CABINETS 
OIL BURNERS 
GAS HEATING UNITS 
AIR CONDITIONING 
EQUIPMENT 


THE ONLY CONVERSION BURNER LINE WITH ALL THE FEATURES YOU NEED 
FOR TOP PROFITS AND CUSTOMER SATISFACTION ON EVERY JOB 


Famous Spreader-Flame Burner 


has heavy cast chrome steel diffuser, not 
flimsy sheet metal. A Roberts-Gordon 
exclusive for lifetime peak performance 


Exclusive Secondary Air Seal 
— admits only controlled amount of sec 
ondary air for best flame configuration and 
“scrubbing” of sidewalls. In other words, 
higher thermal efficiency 


Adjustable Iris Orifice 
Quickly and accurately adjustable tor 
maximum combustion efficiency and mini- 
mum fuel consumption. 


Rugged, Automatic Pilot 


durable, positive, trouble-free (not shown) 


e Telescoping Mixer 
a real installation time-saver. Easily 
adjusted for exact fit. Simplifies inventory. 


e A Design for Every Job 
— Series 410 inshot for conversions with free natural draft. Up to 
1,000,000 BTU hr input. 
— Series 400R inshot for most normal oil-to-gas conversions 
275,000 BTU hr input 
— Series 450P inshot power burner for restricted combustion chambers, 
etc. Up to 500,000 BTU/hr input. 
— Series 84 upshot burner teatures complete combustion air control. 
Up to 900,000 BTU/hr input. 
— Other models for industrial 
available. 
— Plus a complete quality line of Furnaces, Boilers, Unit Heaters and 
Air Conditioning Units for residential, commercial installations, 
MORE TO SELL—MORE TO HELP YOU SELL! 


Full national consumer advertising support full support on the local 
level! Write today for full details. Send coupon below. 


aoBERTs ROBERTS-GORDON 


€ ») APPLIANCE CORPORATION 


v 44 Central Ave., Dept. AA, Buffalo 6, N. Y. 


61-3319 
CATCH 


. Up to 


CONTINUOUS HINGES 


and residential applications are also 


Handles, latches, pulls, hinges, 
catches, screws and bolts... 
National Lock hardware is first 
in design engineering, first in 
quality components. Look to 
National Lock for all your 
standard and custom-made hard- 
ware. Our engineers will work 
with you. Write us for details. 


| NATIONAL LOCK COMPANY 


| Please rush me details on Roberts-Gordon Conversion Burners | 
| and your money-making Localized Sales Plan. 


INDUSTRIAL HARDWARE DIVISION 
ROCKFORD, 


ILLINOIS 
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we hear that 


(Continued ) 


DeaALeR-CONTRACTORS AND DISTRIBUTORS of the H. 
C. Little Burner Co., Inc., recently attended the firm’s 
1960 national sales conference at LaPorte. Ind.. 

hear details of new promotional programs. a franchise 
plan. and a national sales contest. According to John 
V. Youngblood. general sales manager, 1959 sales 
showed a 72 percent increase. “During 1960 we pro- 


pose to double this volume.” he said. 


FURNACE COMPANY 


> Aik Conpirioninc and Heating Corp.. 
Farmingdale, \. J.. has been formed as a subsidiary 


of Welbilt Corp.. following the parent company’s ac- 


: quisition of American Coils Co. The new subsidiary 
manufactures air conditioning and heating units as 


well as components for both residential and commer- 


cial applications. Peter Dalton. former product sales 
manager for the air conditioning division of Worth- ‘ 


ington Corp. has been appointed vice president: in 


charge of sales. Equipment will be sold exclusively 
through franchised distributors. according to Mr. 
Dalton. 


stocks the -equip- 
ment nage ity 


MAGIC BRAIN identifies heating and cooling 
equipment produced by The Williamson Co. 


> THe Co. is using a “Magie Brain” 
symbol to promote the idea that its new heating and 
air conditioning equipment actually “thinks” for the 
homeowner. The symbol is used) in an intensive 
campaign of national advertising and sales promo- 
tion to the builder. consumer and the heating indus- 


try. according to the company. 


> Deacer-covrractors for the Heating and Air 
Conditioning Div.. Stewart-Warner Corp... recently need 
reaped the rewards of hard-hitting sales efforts. Win- : 


ners of the division’s “Nassau Trip” contest, together 
with their wives. were flown to Nassau for a six-day 
vacation enlivened by sightseeing tours, visits to 


native night clubs and a “Go Native” party. 


: 


For the ...Wwith NEW 


Most Complete Line 


It’s ASN adjustment! 


EXCELSIOR WALKER 


e Even more sensitive and de- DRAFT REGULATOR 


pendable than its famous fore- 
runner, the Type 34, this im- 
proved model, WALKER BALANCED TYPE 34, is 
pre-balanced —at the factory —for perfect sensitivity 
to draft variations. And the BALANCED 34 stays 
balanced — permanently! 
° Galvanized Snap-Lock Round Pipe, The new “Pick-Off” Draft Adjustment makes pre- 
cision setting of the BALANCED 34 as easy as picking 
Elbows, and Angles up a stack of coins! Just pull out cotter pin (above) 
and add or remove as many pick-off counterweight discs 


© Galvanized Snap-Lock Stack and as needed to set the BALANCED 34 exactly for 

+44: particular draft conditions. No moving parts to corrode 

Duct, Elbows, Angles, Fittings, or jam, so unit is always easy to adjust. The WALKER 

and Accessories BALANCED TYPE 34 gives you finer, foulproof 
adjustment to closer limits over a wider range! 

° Blued, Walnut, and Chrome Plated The BALANCED 34 also boasts handsome, newly 

: Fitti designed frame, improved gate stop to soften closure 
Stovepipe and Fittings noise, and enclosed knife-edge life-time pivots. 
° Aluminum Pipe and Elbows CHECK THESE BALANCED-34 FEATURES: 

@ Pre-balanced damper for pre- @ Enclosed knife-edge pivots for 

© Stainless Steel Chimney Liners and cise equilibrium, maximum life-long sensitive service. 


sensivity to draft change. @ Heat- and corrosion-resistant 


Fittings for Gas Heat Installations oF thant 


@ New ‘’Pick-Off’’ adjustment 


AGA Listed Gas Burner Diverters foulproof, wide- vane-stop to soften 
and Accessories ‘ closure noise. ‘ 
@ No moving parts to corrode @ Newly designed light, durable 
© Aluminum Dri-R-Vent Equipment or jam. aluminum frame, 
WRITE TO WALKER NOW at the address below 
928s Sor full details on the new BALANCED 3), and for 


full catalog of WALKER Draft Control products. 
All Excelsior items are cartoned for protec- 


tion and for convenient handling and storage. le 


SHUR-FLO 
Inducer- 
Regulator 
. 2 ROYAL PURPLE Regulator for gas, oil JUNIOR LINE for 
Complete details from your jobber, or for smaller central and solid- central heating 
heating plants fuel plants budget control 


aie oF sve 


THE EXCELSIOR STEEL FURNACE CO. 


546 W. Washington Bivd., Chicago 6, Ill. 
FRanklin 2-8145 


Divisions TYPE BB DOUBLE SWING VENTURI CAP 
commercial and for gas-fired for heating and 
EXCELSIOR HEATER & SUPPLY DIV. EXCELSIOR HEATING SUPPLY DIV. industrial control equipment ventilating 
The Excelsior Steel Furnace Co. The Excelsior Steel Furnace Co. 
879 Hersey Ave., St. Paul 14, Minn 2 East 3rd St., Kansas City 6, Mo 
Midway 6-7255 Victor 2-3715 1730 Penn St., 


WALKER MANUFACTURING AND SALES CORP. 


St. Joseph, Mo. 
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> New pRopUCTs, improved fabricating techniques, 
and architectural designs are among the entries vy- 

ing for top honors in the 1960 Copper and Brass | 
Achievement Award competition. Sponsored annually 
hy the Copper & Brass Research Association, the com- 
petition honors the year’s outstanding development 
advancing the use of copper or its alloys. Winner of 
the 1960 award will receive $1000 and a bronze 
trophy to be presented May 17 at the association’s 
annual meeting in Hot Springs, Va. 


> Generat Conrrots Co. has established an area 
: resident office in San Diego, Calif. The new office 
will be supervised by Don Wolf. 


> Wivners in the Payne Co.'s 
down” sales contest were recently awarded prizes at 
a luncheon held at the plant in La Puente, Calif. The 


“Operation Count- 


contest, which covered a period of 10 months, was 
open to all company distributors. 


light commercial 


>» ALuminum Company of America has a motion 


picture film that demonstrates proper installation 
app ications cee 


e 


ARMSTRONG 


FURNACE COMPANY 


techniques for applying aluminum siding. Entitled 
“Houses Have Four Sides”, the 30 minute, full color 


film is available for showing at association meetings. 


COLEMAN TRAINING INSTITUTE puts emphasis on prac- 


tice in installing and servicing techniques. Trainees work in 


teams, run refrigerant lines, wire, evacuate, charge and test “4 Se 
year ‘round systems. Adjoining laboratory houses remote Mga 7 
condensing units 


> THe CoLteman Co., is currently conducting a 
series of seven distributor-dealer schools at its train- 


ing institute in Wichita. One school, a_ five-day 


ARMSTRONG FURNACE COMPANY 
A Division of National Union Electric Corporation 
851 West Third Ave., Columbus 12, Ohio 


refresher course in air conditioning, offers specialized 


training on air conditioning equipment and includes 
information and practice in sizing, installing, serv- Vou, want to mabe 1960 my bout “alr conditioning” over. Send 
details on the complete Armstrong line of air-cooled summer air conditioning 
equipment today! 


icing selling. Classroom lectures are inter- 
spersed with shop sessions under the direction of | 
company sales engineers. Another course covers the 

| 


merchandising of heating and air conditioning equip- seats 
ment. Both types of meetings are designed to serve 
as comprehensive review courses for experienced | COMPANY 
dealer-contractors and key distributor personnel, | 
STREET 
CITY ZONE STATE 
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wholesaler doings... 


Db SALes OppoRTUNITIES and how to make the most 
of them was the theme of the recent dealer-contractor 
meeting held by Warren Barr Supply Co. Chicago 
wholesaler. representing York Corp.. subsidiary of 
Borg-Warner Corp. Key sales and advertising per- 
sonnel were on hand to explain use of the manufac: 
turer's new sales aids. 

One of the opportunities pointed out was an in- 
crease in the sale of small commercial air condition- 
ing equipment. Dealer-contractors were advised to 
use simple arithmetic to show the prospect how sum- 


mer air conditioning could) be used to save him 


looking for 
GOOD Distributors 
and Dealers 


to handle profit packed 


SALES FEATURES of small commercial air condition- 
ing equipment are explained by Warren N. Barr Jr 


ALAMAZOO and Todd L. Owens, York Corp., to John Johnston, 
” Elmer Gard and J. W. Fenner 
WARM AIR CONDITIONERS a 
money throughout the hot months. Tables prepared 


“I'm Clyde Whitcomb, president of Kalamazoo bv the 
Furnace & Appliance Manufacturing Company : 


manufacturer show how air conditioning in- 


creases efficiency of employees and builds sales vol- 


“The fine distributors and dealers who repre- 
sent us deserve much credit for our steady 
growth and continuing success in the field of 
warm air heating. Choice territories and ex- 
clusive dealerships are still available, however 


“For those of you who are looking for the best 
buy, your best buy by far is Kalamazoo. We 
take pride in the all around fine performance of 
our units 


“Interested? Call, write, or wire today. Let's 


discuss the situation.” 
Dept. AA60 


Featuring the famous patented 


OCTAGON RADIATOR 


.. the heart of America’s most 


Models of gas, oil and 
coal-fired units available. ok 


DEALER-CONTRACTORS get demonstration of new 
ventilation panel for year ‘round air conditioning unit. 
From left are Bill Nast, Ray Nast, Charles R. Bennett 
(Warren Barr Supply Co.), Don Larson and Mel 
Jones (York Corp.) 


FURNACE & APPLIANCE MFG. CO. pes when and sls 
100 ROCHESTER ST. KALAMAZOO, MICH. ally fall off. 


Salesmen were also advised to take advantage of 
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the rating table published by Air-Conditioning and 
Refrigeration Institute to show the performance ca- 
pacity to be expected under design conditions. 
Another field that offers a growing potential is the 
residential summer air conditioning market. This 
field is harder to sell in many cases. it was stated. 
because homeowners often hesitate to spend the 
amount of money needed to provide the right kind 
of installation. To offset the many objections offered 
by homeowners. dealer-contractors were advised to 
make a list of all objections and prepare a counter 
proposal for each. Then, as new objections are en- 
countered, they can be added to the list along with a 


suggested sales point to offset it. 


SFECTION 


MICHIGAN DEALER-CONTRACTORS gathered in 
Grand Rapids to learn about new Perfection heating 
and cooling equipment 


More THAN 125 Perfection dealer-contractors from 
western and northern Michigan attended the recent 
sales meeting held by Behler-Young Co... Grand 
Rapids wholesaler. Equipment introduced included 
new models of cooling units as well as new “LG” 
lowboy gas furnaces. 


SEVEN NEW bistRIBUTORS of packaged heating 
and cooling equipment have been appointed by the 
Airtemp Div.. Chrysler Corp. They are Fraker Equip- 
ment Co.. Knoxville. Tenn.: Neel & Floyd. Ine.. 
Memphis; Climate Supply. Inc.. Div. of Truog- 
Nichols. Inc.. Kansas City, Mo.; Air Temperature 
Co.. Grand Rapids. Mich.; Gundlach Distributing 
Co... Richmond. Va.; Davison Associates. Ine.. 
Toledo: and C. Carson Wholesale Distributors, De- 
troit. 


> Lee Patt GetseMan have pur- 
chased the Peoria. Hl. branch of the Waterman- 


Waterbury Co. Mr. Geiseman will manage the com- 
pany, which will retain the name of Waterbury 
Heating Supply Co. 


> Suppiy Co., 211 Halsey St.. Brooklyn, has 
heen appointed a distributor of Welbilt’ residential 
and commercial air conditioners and air condition- 
ing components. Sales manager of Halsey Supply is 
Stanley Rothman. The firm has specialized in distri- 
bution of air conditioning equipment since 1939. 
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| CHEF DOWAGAC 
“HAVE MORE GAS PERMITS 
ISSUED 


YOUR AREA?” Ad 


more 
building 
and 

remodeling 
all the 

time here’s 
the furnace 


for your 
customers 


greater 


economy 


CHOICE DEALERSHIPS AVAILABLE 


Write ... wire... or call today! 


STEEL FURNACE COMPANY 


Dowagtac 


LIFETIME WARRANTY plus 


greater 
comfort 


Dowagiac, Mich. 


greater 
efficiency 
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OUT-OF-TOWN CUSTOMER, L. M. Edwards (left), 
gets quick service from Louis Bader and Noel Girard 
(right) on his visit to Girard Steel Supply Company's 


new city sales room 


Plo HELP DEX LER-CONTRACTORS and their employees 
the ol the 


Girard Steel Supply Co.. Paul. has incorporated 


in selection tools. parts and equipment. 
St. 
in its new 18.000 sq ft warehouse and 2500 sq ft 
office lo 


identify. the supplies needed. hoard 


a number of innovations that make 
One 25 ft 


easy 


peg 


in stock. 
These range from conductor pipe elbows to rivets 


carried 


has samples of many small parts 


and bolts. 


PRODUCT SAMPLES are displayed on peg board to 
aid customer in selecting the exact part needed 


Hand tools are prominently displayed on a second 


peg board along with larger equipment. Grilles. 


registers and diffusers are displayed on sandwich 
hoards. 
Equipment on display is stocked in an adjoining 


room where the city desk man can easily select the 


quantity ordered once the exzct part has been identi- 
fied on the peg board. 

Another service provided for the benefit of dealer- 
contractors requiring shop 


equipment is a display 


room where various models of shop tools are availa- 


ble for operation. 


If you can plan your GUTTER DESIGN 
on paper . . . WELTY-WAY CAN BUILD 


> 
WELTY-WAY 
‘continuous / 
GUTTER MACHINE 7 
~ 


~ 


Imagine turning out nearly 3 feet of 
gutter per second while shrinking your 
overhead costs and boosting customer 


service. WELTY-WAY continuous 


precision ta lored units fit your 


WELTY-WAY a 


do! WELTY-WAY 
Regardless of your 
“to make the best.’’ 


machines 
ndividual needs 


gutter 


gutter design epts the challenge 


— __ A MACHINE TO MAKE IT! 


PORTABLE CONTINUOUS 
GUTTER MACHINES: 

Easily mount your ma- 
chine on a ‘2 ton pick- 
up truck or two-wheel 
trailer, Make your gut- 
ter right on the job 
Keeps men hanging gut 
ter no waiting 
Time and labor eating 
trips back to the shop 
eliminated Installation 


WELTY-WAY reduces basic material costs while utilizing warehouse soveles queliane 

space, too. Save by buying galvanized iron, aluminum, copper or 

stainless steel in carload lots. Prepare and store gutter for use on a 

moment's notice. Takes up slack time and saves needed storage space 

WELTY-WAY pays for itself in hours! STANDARD AND DELUXE BOX TYPE 
MACHINES. CAPACITIES: 26, 28 29 

ONLY WELTY-WAY manufactures sta gauge galvanized iron, aluminur oppe stainless stee! MAXIMUM 

tionary (100'-15 per minute) AND SPEED: Deluxe feet per minute. Standard feet per minute 

portable continuous gutter machines HEIGHT: Deluxe 14 Standard, 11' ncluding motor, 22 DRIVE: *% 

Practically any contour gutter possible hp single phase 20 V yor WIDTH WEIGHT: 700 Ibs 

with custom made WELTY-WAY ma LENGTH: 8 ncluding feed table 

chines Can make high back gutter 

too STANDARD machines make low STABILIZE rea To — AND FITTINGS. One man in ONLY one hour 

back gutter Machines which make can attach 200 ollars to boots or fittings without preforming. 

high back gutter ('/; to 3°) also The WELTY- way “COLLAR STABILIZER attaches ars to many forms of boots 

make low back gutte Handles 4 and fittings from 4 ar dies may be changed in nearly 10 minutes 

(10 girth) 5 (12 girth) and 6 No preliminary crimp ng 9 beading needed achine 1) Ex 

(15°" girth) — boot or fitting, (2) grooves both collar and boot or f 3 stabilizes 

WRITE TODAY ue 


714 FIRST AVE., N.W. 


WELTY-WAY "PRODUCTS, 


CEDAR RAPIDS, IOWA 


AMERICAN ARTISAN, APRIL 


1960 


| 
142 


The right to purchase or refrain from purchasing this 
publication gives you, the reader, and no one else the 
power to pass judgment on whether it shall continue to 
survive. This symbol represents the standards by which 
your voluntary response is measured. It testifies to the 
advertising value of this publication. It also serves as a 


constant guide to our readers’ opinion. 


Heating, Piping & 
Air Conditioning 


This symbol represents our membership in the Audit 
Bureau of Circulations, your assurance that our circula- 
tion facts are verified by independent audit, measured 
by recognized standards, and reported in standardized 
reports. These audited facts, available without obliga- 
tion to interested persons, provide a factual basis for 
advertising rates, evidence of subscriber interest, facts 
on market coverage, and facts for appraising our cir- 
culation quality and editorial vitality. 


Hallmark oh, 
Cinenlation Value 


POWERATED 
FURNACES 
for heating jobs up to 


3,800,000 Btuh 


Oil-fired Powerated 
tubular model with 
separate blower 
cabinet, 


Powerated model with 
cabinet enclosing both 
burner and blower, 


For Commercial, Indus- 
trial, and _ Institutional 
heating jobs calling for 
fast response and positive 
control, look to Jackson 
& Church for time-tested 
Powerated furnaces. The 
famous tubular design 
has been engineered for 
an even better draft con- 
dition. Electronic safety 
controls are standard on 

| most Powerated models. Outputs 208,000 to 3,800,000 
Btuh for oil, gas, dual fuels, or stoker firing. Don’t miss 
the BIG opportunities this BIG line offers. Specifications 
and full details on request. Write today. 


AMERICA'S LARGEST AND MOST) 
COMPLETE WARM AIR FURNACE LINE, | 


12 Oil-Fired Suspended models, 
123,000 to 1,000,000 Btuh 
output. 


Direct-Fired Unit Heater. Floor- 
mounted, suspended, inverted | 
models—400,000 to 2,000,000 11 Gas-Fired Suspended mod- 
Btuh output. Oil, gas or dual alae to 320,000 Btuh 
fuel. utput. 


JACKSON & CHURCH 


YORK-SHIPLEY, INC. 
YORK, PENNSYLVANIA 
Pioneers and Specialists in Automatic Heat. Boilers to 600 hp. Furnaces to 4,750,000 Btuh 


Division of 
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merchandising ideas 
got > Roor Drainace Manufacturers Institute, 22 W. 


Monroe St., Chicago, has prepared a number of news 


items calling the homeowner's attention to the im- 
portance of proper roof drainage. Designed for use 
in home pages of community newspapers. the items 
carry such titles as “Roof Gutters Keep Sidewalls 
Cleaner.” “Prevent Wet Basements with Good Roof 
Drainage.” “There's Style in Roof Gutters, Too.” 
and “Basementless Houses Need Roof Drainage.” 


RECENT ADpITION to the Oil Heat Institute’s “Treas- 
ury of Advertising” pieces is a red and white adhe- 
sive switch plate cover which can be used to provide . 
the homeowner with a permanent reference to the 


dealer-contractor’s name and phone number. Service- 


men can carry a supply in their maintenance kits 4 
and paste one over the emergency switch plate after 


RALPH EASTON is too doggone every service call. The cover is bright red. has white 


lettering stating that “this is your oil burner emer- 


busy since he started to handle geney switch.” The dealer-contractor’s imprint is in 
MAURLEE DUCTWORK! heavy black letters. 


“From the day | started to handle Maurlee’s > 
ducts and fittings,” says Ralph Easton of Allied 
Wholesale Heating Co., Inc., Brockton, Mass., “I’ve 


First 1960 edition of S. Steel's newspaper 


service Home Modernization is now being dis- 


tributed to daily and weekly papers. It consists of 


been busier than the proverbial one-armed paper- eight full size newspaper pages of advertising and 


hanger.” Air conditioning and heating contractors have editorial material which newspapers can use to help 
discovered that Maurlee’s superior quality ductwork, build home modernization pages and sections. 


advance design, complete range of styles, sizes, and 
shapes and the extra swift PONY EXPRESS delivery is 
the fastest and most economical way to complete a 


The cover states that “Home modernization time is 
here now is the time to bring your home up to 
date.” 
job. They've stopped “rolling their own’ and are now The paper. while primarily designed to sell steel. 
using the Maurlee Company's complete line of stand- 
ardized ducts, fittings, registers and grilles. Whether 


you are an installer, contractor, jobber, dealer or 


can also be helpful to dealer-contractors in selling 


heating and air conditioning and other equipment. 


Some of the products covered include: furnaces, air 


wholesaler, see for yourself 
how the MAURLEE Company's 
products can help you. 


conditioning units. humidifiers and dehumidifiers. 


air purifiers, gutters and gutter guards. 


One section of the paper contains layouts for sug- 


For catalogs, price sheets and gested ads that can be tied in with editorial promo- 


additional information, mail tion. Included is a layout promoting both modern 


heating and summer air conditioning for the home. 


coupon today. 
— This layout is so designed that it can be broken down 


MAURLEE CO., INC into separate elements promoting either heating or 


\ SOUTH EVERGREEN AVE. cooling systems. 
WOODBURY HEIGHTS, N.J. 
MAUR PHONE: Tliden 65-2305-6 > Ow Hear Instirete of America is currently dis- 
tributing i variety of “I iamond Jubilee promotion al 
AND FITTINGS REGISTERS AND GRILLES material. Among the items offered are stamps which 


Please send me catalogue and additional ments, etc.; electros for use in newspaper and other 
information. 

advertising: and postage meter slugs with the “Dia- 
ame mond Jubilee” symbol. In addition, OHI offers a 
Hom variety of souvenirs including flip calendars, pen sets. 
° ash trays. cigarette humidors. money clips. nail files. 
Cit Zone State : 
y etc. An illustrated brochure showing souvenirs and 
am a dealer | am wholesaler A 
prices may be obtained from OHI headquarters. 
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THOR QUALITY TOOLS 


Shear—punch a 5/32" hole—mark 
point of breakline—ALL IN ONE 
OPERATION. 

Dies available for 1", I'/,", 134", 
and I!/," gov't locks. Hand or 
foot press operated, or for punch 
presses. 


DRIVE CLEAT NOTCHER 


Shears and notches drive cleats up 
to 3" in width. Capacity 20 ga. 


Furnished with 3' table guide. 
Long strips of metal can be passed 
through this die and sheared to 
length, thus saving an_ extra 
operation. 


ARE TIME AND MONEY SAVERS 
IN HEATING AND VENTILATING DUCT WORK 


GOV’T LOCK DIES 


UNIVERSAL CLIP 


COMPLETES LOCK 
IN 
ONE OPERATION 


Capacity 
3 sheets of 20 ga. 


New heavy-duty clip 
punch now available; 
Model 300-5; Capacity, 


3 sheets of 18 ga. 


See your local dealer or write for catalog #9 illustrating our complete line of sheet metal fabricating tools 


865 EsTABROOK st. THOR TOOL AND DIE CO. san teannro, catirorNia 


Vitroliner Chimneys with their concealed rain cap design, 
eliminate streaking on the housing and roof, by providing for 


the free flow of combustion gases from the chimney. : : 

Name 
These Underwriters’ Listed packaged chimneys are distributed § : 
and warehoused all over the United States and Canada. They : eines : 
are available in 6", 7", 8", 10" and 12" diameters with red, % Address -} 
buff or white brick designed housings, as well as neutral gray. BS City a 


VITROLINER, THE PIONEER CHIMNEY, LEADS IN QUALITY ENGINEERING FEATURES. 
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KE 
to PROFITS 
— presents 3 BIG SELLERS 


from this nationally 
known line 


Tommy R. Brock Kendrick Shinnick 


Brock as sales manager of Temeo, Ine. 
Mr. Brock was previously assistant sales manager. 
and before that was head of the wholesale division. 
Succeeding him as assistant sales manager is Ken- 


drick Shinnick. 


NEW ELECTRIC FURNACE, with 
rj multiple banks of resistance 
elements, supplies heat mod 
ulated according to need 
41.500 to 82,000 BTU's 
100° efficient! No combus 
4 tion. Healthful air circula 

tion. Ideal for year-round 
multi-zone system 


Harold D. Steffy W. A. McLemore 


> D. Srerry as eastern sales manager for 
Norman Products Co. Mr. Steffy has been with the 
sales department since 1957. serving as a_ special 
NEW BASEMENT LO-BOY sales representative. W. A. MeLemore has joined the 
FURNACE hiss /0-veaur euar- 
antee on heat exchanger 
Decorative, protective was formerly associated with Mueller Climatrol where 
front lifts out easily 
Finest gas or oil burner 
Latest Honeywell con- 
trols, including “Filter 


company as western sales manager. Mr. McLemore 


he served as assistant sales manager. 


Flag” clogged indi- Kare W. as vice president of Minneapolis- 
184,000 BTU's Honeywell Regulator Co.'s residential division. Mr. 


Schick joined the firm in 1933. He will continue to 
serve as sales manager of the division, a position he 
has held since 1958. He will headquarter in Minne- 
apolis. Fred Kaiser. manager of the company’s east- 


ern region, has been named vice president of that 


sales region, a newly created position. Mr. Kaiser is 


MAJESTIC THULMAN FIREPLACE in charge of all sales and service activities in Maine. 
& CHIMNEY of corrosion-resist- New Hampshire, Vermont, Massachusetts, Rhode 
ant alloys and stainless steel. 


Clearances built in. Com- Island. and Connecticut as well as parts of New 
pletely safe, even butted against 


, York. New Jersey and Pennsylvania. He will have 
wood. UL-tested and labeled. 
Vo masonry or mortar needed. headquarters in New \ ork. Other new vice prest- 
Easily, quickly erected. ALL- | i 5 > 
dents of sales regions are C. L. Peterson. manager of 
METAL CHIMNEY for venting : 
furnace or other appliance. the central region, and T. 8. Carley, manager of the 


midwestern region. Mr. Peterson was previously vice 


WRITE TODAY resident and general manager of the Brown Instru- 
Mojestic’s full line! The Majestic Co., Inc. ments Diy. In his new position he will be responsible 


for the territory including Ohio, West Virginia and 


394 Erie Street, Huntington, Ind. 
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Heed a good 
DIRECT MAIL piece? 


MODERNIZATION CHECK-LISTS 


CHECK-LISTS spell out to the prospect: 


THERE IS NO REASON why every heating man to improve or modernize existing systems 
system cannot provide a "comfortable unaware- is minor. Use of these check-lists will help him 
ness that the equipment is operating. Often, to determine how his system stacks up against 
the work required for a professional heating the standards set for a "Good" system. 


performance; antong these are: 


iw Is the furnace less than 15 years old? vod Are room air temperature differences within 2 
degrees between all rooms (at comparable lo- 
[A Are room air temperature differences within 4 cations)? 
degrees between floor and ceiling when outdoor 
air temperature is 30 F? iw Does system include a humidifier? 
vod Have service calls been rare during recent years? vd Are occupied areas free from noticeable drafts? 
vod Are fuel costs equal to those for similar houses vod Has furnace been checked for efficiency within 
in the vicinity? past 12 months? 


SPACE FOR A SALES LETTER BY THE DEALER-CONTRACTOR IS PROVIDED ON 
REVERSE SIDE OF CHECK-LISTS 


sheet metal check-lists published in | To: The Editors 
the March American Artisan Mod- | American Artisan 
ernization Issue can be used as di- | 6 N. Michigan Ave. 
rect mail pieces, for presentation } Chicago 2, Il. 
by salesmen, as giveaway items for ' 
ORDER home shows, etc. Designed to remind : Please rush the following quantities: 
home owners of their modernization i 
needs, the two-color check-lists are Heating check-lists 
FROM available at the following prices: ' < ele ditioning check-lists 
' Sheet metal check-lists 
tit Cost 
aaeaasitind = H Standards for Rating Heating Systems cards 
EDITOR : = 
100 1.35 Enclosed is my check for $...... to cover reprinting 
costs. 
200 2.70 (PI print) 
AMERICAN 3004.05 
400 
ARTI S AN 500 6.75 COMPERY 
1000 13.50 
4000 48.00 
5000 59.00 wholesaler .... manufacturer 
Other . 


Standards cards are two cents each 
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appointments 


(Continued) 


parts of Michigan, Maryland, Ken- 
tucky and New York. His headquar- 
ters will be in Cleveland. Mr. Carley 
has been manager of the midwestern 
region, with headquarters in Chicago. 
for the past seven years. He directs 
activities in Hllinois and Indiana as 
well as parts of Michigan, lowa, Mis- 
souri, Arkansas, Mississippi. ‘Ten- 
nessee and Kentucky. 


> Warren H. Meccaarp and Harry 
Y. Radine as district sales managers 
for Stewart-Warner Corp.s Heating 


Warren H. Melgaard 


Harry Y. Radine 


and Air Conditioning Div. Mr. Mel- 
gaard will supervise dealer-contractor 
sales activities in) Wisconsin and 
northern Illinois. Mr. Radine will 


handle greater Detroit and four sur- a 


rounding counties. 


> Herman H. KREMER as vice presi- 
dent in charge of sales and a director 
of Chase Brass & Copper Co., Inc., a 
subsidiary of Kennecott Copper Corp. 
Mr. Kremer has been with Chase for 
15 years. He succeeds G. B. Moseley. 
who recently resigned. Walter E. 
Evans, formerly general sales man- 
ager, has been named assistant to the 
president. Succeeding Mr. Evans as 
general sales manager is Paul M. 


Thomas. 


Ramset*Fastening System 
Q OLIN MATHIESON CHEMICAL CORP. - WINCHESTER-WESTERN DIV, -306-D WINCHESTER AVE. - NEW HAVEN 4, CONN. 
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a pull of the trigger 
of fasteners into concrete 
| err ™ 


Slightly longer on bulkier pieces ; 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 
A complete drive cleating tool ... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 
No. 12 Smith's Cleat Bender 


12” Wi 
No. 18 Smith's Cleat Bender 
18” Wi 


METLMASTR — the ideal sheet metal 
working machine for Heating & 
Air Conditioning Contractors 


Model TE-100 Met_Mastr illustrated has 
an edge cutting capacity of 12 ga. in mild 
steel and 16 ga. in stainless. Its versatil- 
ity accomplishes numerous cutting and 
forming operations—it eliminates many 
single-purpose machines. Simplified op- 
erating mechanism (only 5 moving 
parts) and unobstructed shearing vision 


PERFECT 


assure accurate work and a high safety No. 24 Smith's Cleat Bender 

factor. Requires my of in- Wide — DRIVE CLEATS 
structional time. It will pay you to get jo. mith’s - Bender fit the duct with 
the complete MeTLMastr story. 4 models 30” Wide — wneet 
to choose from. Write us today. Also Cleat Bending Brakes the use of a screwdriver. 


LENNOX TOOL & MACHINE BUILDERS 
655N. BAXTER STREET * LIMA, OHIO 


LM7 


| E= R. E. SMITH 
TRU-EOGE 1124 Elizabeth Avenue e 


Waukegan, Illinois 
CONTOUR SQUARE METLMASTR 
CUTTING HOLE CUTTING LOUVERING SLOT CUTTING 


BOSTON DRAFT STABILIZER 


WORLD'S MOST ACCURATE DRAFT CONTROL 


Guarantees 
Constant Draft 
and protects your 
heater against draft 
variables that de- 
stroy efficiency! 


Now Available 


in 6", 7", 8", 9" and 
LARGER SIZES up 
‘ to 24". All available 
with or without TEE 
section. TOPS in 
ability to hold draft 
a yet the EASIEST to 
install. 

No Weights To 
Adjust. Can be 
properly set, even 
without instruments. 


YOUR | Now, it actually costs you less to get a better 
EFFICIENCY with ACCURATE DRAFT CONTROL engineered E-Z-ON damper regulator. 
BOSTON DRAFT STABILIZER Here's Proof: © Lower Price... Means Lower Cost to You 
|. Slows down travel of gases thru the heater to a desired 


® Double Prongs Mean Double-Grip ...No chance of swiveling 
CONSTANT speed so heater can absorb the heat before it © Washer is Permanently Attached ...No loose washer to drop 


TREMENDOUS SAVINGS 
in erection time and labor. 


Prices subject to change 
without notice 


STANDARD 
DESIGN 
No. 27 


Doa 
Better Job 
At a Lower Cost 


reaches the stack. or fall in pipe © Modern “Swept” Wing Nut is Eye-appealing 
2. Holds a constant draft because variations in draft-pull ..- Adds new beauty to installations ® Balanced Construction... 
result in changes of air delivery from the burner fan, causing Prevents possible binding of damper in duct. 


changes in smoke content and CO, of your combustion. 


Write for complete details. Vi. A. GERETT CORP. 


BOSTON MACHINE 0! Heating Supplies Div. Sag W. Winnebago St., Milwaukee 5, Wis. 
OSTO 7-17 WILLOW STREET leading jobbers stock EZ-ON 
WORKS COMPANY LYNN, MASSACHUSETTS Stocked in Colada by THERMIDAIRE CORP., 7-9 Cumberland St1., Toronto 
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mountains of COOL air | appointments 
for your customers’ homes 


(Continued) 


> CHarces EF. HorrMan as sales manager for Bard 
Mfg. Co. Before joining the Bard firm, Mr. Hoffman 
was assistant sales manager for Consolidated Indus- 
tries Corp., and before that was a sales engineer for 
General Controls Co. 


> Rocer C. Lakey as director of marketing services 
for Lennox Industries Inc. Function of the depart- 
ment will be to provide national advertising, publicity 
and public relations, dealer-contractor educational. 
sales and promotional programs. Mr. Lakey’s previ- 
ous assignment was to analyze informational and 
promotional programs and to organize them into a 
system designed to meet the requirements of the com- 
pany 's expanded marketing activities. 


Carl C. Gobdel Wallace E. Felldin George W. Ireland 


>» Cart C. Gosper as district sales manager at the 


ith a Philadelphia plant of Joseph T. Ryerson & Son, Inc. 
vv Previously manager of stainless steel sales, he retains 


P E E R E Ss Ss Pee responsibility for coordinating the sale and promotion 


us of this product. Wallace E. Felldin has been named 


PERFEC | EMP sales manager of the New York plant, succeeding 


Henry B. Williams, who was named special assistant 


and sales consultant to the general manager. George 
CENTRAL AIR CONDITIONING W. Ireland has been appointed manager of the Hous- 
ton general order and merchandise inventory de- 
partment. 


The Peerless “Power To Cool” 
Means Bigger Profits For You. 


Growing consumer acceptance of central air condi- 
tioning is creating a new profitable market for you. 
The quality and efficiency of the units you sell will 
determine how big a share of this market you get. 
With the Peerless ‘Power to Cool’ you can con- 
fidently expect to capture more and more of this 
market. Peerless builds into each central air condi- 
tioning unit the extra capacity, the extra ruggedness, 
the extra dependability that means satisfied cus- a e 

tomers for every job you install. Peerless also offers Charles E. Schumacher Charles E. Doerrer 
the Clima-Pump, the all new, all electric heat pump 
plus a complete line of furnaces for oil, gas and coal 
from 65,000 to 1,000,000 BTU. Write today for all 
the facts. No obligation, of course. 


> CHarces E. SCHUMACHER as sales supervisor, a 
newly created position, for Viking Air Products Div.. 
Crane Co. Charles E. Doerrer has been appointed 
dealer sales promotion manager for the St. Paul and 


PEERLESS TION Minneapolis territory. 


1853 LUDLOW AVENUE 


fly Fur 
and Electric Clima-Pumps. 


A 
\ 
1 


CLIP 
PUNCH > 


For fastening slips 
or seams on ducts. 
Will push a “half 
moon’ thru 3 


ae thicknesses of 18- 
SWIVEL HEAD SQUEEZER TONGS ga. steel. No ham- 
For closing Government box lock connection on mering or fiatten- 
duct work and all standing seams. Swivel head ing out to fasten 
makes tongs usable on all four sides, in slip to the duct. 
either vertical or horizontal position. 


for a complete = CLEAT DRIVE NOTCHER > ae > 

line of HANDY Handles up to 3” wide, 22 ga. 

TOOLS AND or lighter. Hand or foot opera- ill Gi i 
tien, Mounts on Will give you hot soldering iron 


in one minute—Solders eight 


job with clamps, or bolts and k <2) hours for 10c—Right amount of 


REINER & CAMPBELL co INC P.O. Box 5035 Make your own fuel from water 
ey e Newark 5, N.J. 


FLOOR FURNACE 
with a FILTER 


GO TO GOETHEL FOR FAST SERVICE 
... WE HAVE WHAT YOU NEED 


| FULL BLAST FLANGES & 
anu ONLY G/A HAS THESE ADVANTAGES 
ELBOWS @ 30” HIGH . . . 1642” below joist. 
DUST @ INSULATED JACKET 
@ CIRCULATED, FILTERED AIR 
COLLECTORS @ Quiet 
RETURN Al 
Model to facilitate a return-duct if used. 
EASY ACCESS .. . 
@ BALL JOINTS C-85-FB e 
"1 F — Ol for filter removal or furnace service 
HALF BLAST PIPE — ELBows 3" to 12" STOCK FIRED from top. 
‘ ‘ 85,000 Btu @ PRE-ASSEMBLED & WIRED 
Immediate ship- PIPING > Output 


ment on_ stock 10' LENGTHS, 7" 


; GENERAL AUTOMATIC PRODUCTS 
items. Write for & LARGER. 16 ga 


CORPORATION 


price list. and LIGHTER 23 Sinclair L 
Alfred Goethel Sheet Metal Works, Inc 
. Get the complete story .. . Baltimore 13, Md. 
3218 W. Fond du Lac Ave. Milwaukee 10, Wis. CALL WRITE OR wire’ NOW: EAste 7-7703 


FALLSINGTON 
4 Multi-Notcher 


. « will make six notches at 
one time. Ideal for duct and 
punching work. Dies are adjust- 
able along the entire length of 
the machine. Power driven or 
hand operated models available 
in 36”, 48”, 60” sizes. 
Multi-Notchers ‘Husky’ 
Presses ‘Over the Lock’ 
Pipe Rollers — ‘Autoset’ 
Beaders & Crimpers Omni- 


ORNAMENTS 
STAMPINGS & SPINNINGS 


Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 


made up promptly Shears & Hand Tools 
If you don’t bave catalog K, send for it NOW Write Now To 
FALLSINGTON MANUFACTURING CO. 
89 ADAMS “ee . BROOKLYN, N.Y. FALLSINGTON e PENNSYLVANIA 


EXTO BOX and PAN 
BRAKE WRITE Permanent aluminum sodering is 


made simple and easy with AL- 


tet TODAY LEN Alumi-Soder. Complete 
Thiet FOR FREE in itself, flux and soder are 
ag Jo 4 SAMPLES combined in exactly the 


right proportion in 


a convenient 
Small, “handy-to-use” 
Rugged stick. 


A NEW 24” x 16 Gauge Capacity Machine 
with many PEXTO exclusive features. 


L. B. ALLEN CO. INC. 
9302 Berenice 
Schiller Park, Ill. 
—Metropolitan Chicago— 


SEND FOR CIRCULAR 


THE PECK, STOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, USA 
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Now! Low Cost 
HUMIDIFIERS 


designed for Project Builders 


These highly efficient humidifiers are completely assembled at 
the factory .. . there is nothing for you to do but install them! 
An Alden humidifier is the ideal unit for budget conscious, quality 
minded contractors. 


FEATURE FOR FEATURE, YOU'LL FIND THE ALDEN MODELS 
77 AND 77-T AUTOMATIC HUMIDIFIERS THE MOST OUT- 
STANDING VALUES EVER ENCOUNTERED! 


e@ These models fit all modern warm air furnaces. 


e@ Operate on all water pressures from 5-190 Ibs. without any 
adjustment. 


e Completely assembled at the factory for easy, fast installation. No 
further adjustments necessary. 


e Epoxy resin finish assures resistance to rust and corrosion. 

e@ Completely new single pivot trouble free valve. 

@ Stainless steel plate rack will not corrode. 

e Entire unit easily removed for replacement of plates and cleaning. 


ALDEN MODEL 77-T for trunkline installation 


Model 77-T 


Designed for suspended horizontal furnaces and other trunkline 
duct installations, the Model 77-T has the same features as the 
Model 77 except for installation accessories. Easy to install. . . 
easy to service . . . EASY TO SELL. 


Write for complete information and prices today. 


MANUFACTURING CO. 


MILFORD, MICHIGAN 


appointments 


(Continued) 


> Frep EF. Bayess as district manager covering New 
Jersey, Pennsylvania, Maryland, Delaware and the 
District of Columbia for Lima Register Co. He was 
previously a salesman for Jaeger Sales & Supply, Inc.. 
Trenton, N. J. heating and air conditioning whole- 
saler. 


Fred E. Bayless Richard H. Balk 

> Ricnarp H. Bark as district manager for the Min- 
neapolis territory of Janitrol Heating and Air Con- 
ditioning Div. of Midland-Ross Corp. His territory 
includes Minnesota. North Dakota and Montana as 
well as parts of South Dakota, Wyoming and Wis- 
consin. 


> W. H. James C. Hackley and Al- 
vin J. Schnur as district sales managers for Hupp 
Corp.s Perfection Div. Mr. Westenhoefer will direct 
sales in Pennsylvania and New Jersey, will head- 
quarter in Laneaster, Pa. Mr. Hackley will cover 
the Texas, Oklahoma and Louisiana territory and 
will be based in Beaumont, Texas. Mr. Schnur, work- 
ing out of St. Louis. will serve Missouri, Kansas, 
lowa and Nebraska. 


> Martin J. Lewis as manager of central air condi- 
tioning sales for General Electric Co.’s sales and dis- 
tribution department. New Orleans district. Mr. Lewis 
has been with the company’s air conditioning divi- 
sion since 1953. His new offices are at 4221 Bien- 
ville St.. New Orleans. 


> James H. Bucuwatp as district manager in the 
Iowa area for Armstrong Furnace Co. He has been 
with the company for 12 years. 


> W. B. BiakesLey as assistant district manager at 
Cleveland for C. G. Hussey & Co.. Div. of Copper 
Range Co. Mr. Blakesley has been associated with the 
Hussey organization since 1953. 


> J. Wittiamt O'Brien as district sales manager 
covering parts of Pennsylvania and West Virginia 
for Reznor Mfg. Co. He succeeds his father, Joseph 
H. O'Brien, who recently retired after serving as dis- 


trict sales manager for 23 years. 
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HOW 
ABOUT 
YOU? 


is fabricated from 
Do you know that Many cancers 
can be cured if detected early? Gives 3 to 4 times the 
That an annual health checkup life of ordinary steel. 
is v s Fins—Here's Victor's big gun. 
— ee eee saving fins cut fuel bills 30%. It's 


a Victor exclusive and loaded with 


Are you giving yourself this ae \ I, 

big advantage Or are you — Victor finishes 
taking chances with your life : look better, last longer. Crys- 
because of foolish attitudes _ _ Coat phosphate coating locks 


corrosion. 


Warranty — Victor provides 
20-year warranty on its heat — 


( DON'T ee ot 
EVEN 
MENTION 

THAT 


WORD! 


“fins” rise dramatically. 
Fear keeps Flip Chart — This colorful flip chart 
some people : tells the convincing Victor story. 
from even learning cancer ; 
facts that can save their lives. 


NEVER FELT 
BETTER! 


build bigger profits 


Once a Victor dealer sells the Victor heating concept, 
he’s closed the sale. Why? Because no other furnace has all the 


important features which Victor offers. If you’ve been cutting 
Checkups help to detect cancer 


; in its “silent” stage before yoa prices to make a sale it’s time for you to go Victor. 
notice any symptom. Victor offers the ammunition that enables you to sell quality 


at a respectable profit . . . and price. 


COSTS 
TOO 
MUCH! 


of your health can ve ie your opportunity to earn big profits 


ways! First, by selling the quality Vi 

mean years of life. “ine. Second, by receivilig valuable (elses 
made an annual checkup y 31, . Why don't you 
habit... for life. How about a : Write today for full information. 


you? BM HALL-NEAL FURNACE COMPANY 
AMERICAN CANCER SOCIETY ® 1322-42 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 
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_INDEPENDENT 


OUBLE CORE REGISTER 


ith opposed blade damper 
key control 


Adjustable Vertical Front Bars 
Adjustable Horizontal Rear Bars 


Rear View "<= 
Showing Volume 
Control Dampers 
Write for Catalog 
No. 58 which gives 
complete details and sizes 
up to 48” x 24” 


Always leading—Always Progressing 


STREET + CLEVELAND, 


appointments 


(Continued ) 


J. W. Hamrick Jr. Bert Gurney Herman D. Barr 


J. W. Jr. as branch manager of the new- 
ly opened Jackson. Miss.. office of Ile Kleetric 
Ventilating Co. The new branch is located at 515 
Yazoo St.. Jackson. Bert Gurney has been appointed 
Omaha sales representative and will serve a_terri- 
tory including Nebraska and parts of lowa. Herman 
D. Barr. Northwest Equipment Supply Co.. St. Paul. 
will represent Hg in Minnesota, North and South 
Dakota, part of Wisconsin and part of Michigan. 


> Oviver Dean as field sales representative in parts 
of Hlinois and Wisconsin for Air Control Products. 
Ine. 


Oliver Dean Ken Meadow 

+ KEN MerApow as factory representative in western 
Canada for D. H. McCorkle Co. Mr. Meadow. will 
also operate the company’s service center for the 
territory, 


> Grorce A. Goprrey as district manager of the 
Chicago area for Chrysler Corp.'s Airtemp Div. 
Hascal Simmons has been named branch manager at 
Atlanta, and Donald C. Degen has joined the Atlanta 
office as a sales engineer. Del Robson has been ap- 
pointed district manager for the Kansas City area 
and will call on distributors and dealer-contractors 
in lowa, Kansas. Missouri. Nebraska and Oklahoma. 


> Roperr S. Durron as assistant sales manager of 
the air duct division of The Wiremold Co. He for- 


merly was factory representative for the division. 


> Roperr A. McKee as manager of the new Al- 
buquerque sales office of The Trane Co. Mr. McKee 
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THE BIGGEST 
and BEST 
NEWS in the 
Sheet Metal 
Industry! 


DRILL SCREWS drill their 
own holes in metal. Costly time 
spent in drilling or punching 
holes is completely eliminated. 
Acclaimed by sheet metal 
workers from coast-to-coast, 
DRILL SCREWS can be in- 
stalled five times faster than 
conventional sheet metal 
screws! All you need is a 4” 
electric drill and an inexpen- 
sive Drill Screw Chuck. Drill 
Screws can also be driven man- 
ually. Cash in now on the big 
savings DRILLSCREWS offer! 


DURO-DYNE 
CORPORATION 
Farmingdale, New York 


Manufacturers of 


FLEXIBLE DUCT CONNECTORS —A COM- 

PLETE LINE OF REGULATORS, DAMPERS AND 

QUADRANTS AND DAMPER HARDWARE — 

INSULATION ADHESIVE AND PORTABLE 
SPOT WELDERS 
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PMAMMOTH 4 


ROOF-TOP HEATING AND COOLING 


Oil or gas 185,000 to 500,000 B.T.U. output. 
Cooling capacity available: 3 to 20 tons. 


For Shopping Centers, Supermarkets, 
Drive-ins, Commercial Buildings, 
Offices, Schools and Churches 


Everything Goes On The Roof! Saves hundreds of 
square feet of expensive floor space. Roof space 
costs nothing. Saves by eliminating complex 
duct work, piping, and wiring. Simplified and 
lowered constructions and installation costs pro- 
duce total savings that could pay for entire system. 


Year Round Fresh Air Comfort. Fresh air is picked 
up at roof-top level, filtered, heated or cooled 
according to season. High efficiency of Compact- 
Aire assures 12 month comfort air-conditioning. 


For Big Buildings and Small. Extreme simplicity of 
installation, flexibility of units and low cost of 
operation makes Compact-Aire Roof-Top Heat- 
ing & Cooling ideal for buildings of all sizes. 
Write for information. 


MAMMOTH FURNACE COMPANY 


6425 Cambridge St., Minneapolis, Minnesota 
Gentlemen: 
Please send information on Compact-Aire 
Roof-Top Units, available sizes, costs, etc. 
NAME 


ADDRESS 


| = FIRST F RO, 

FR 
| 
NOW! xo | 
| 
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Residential 
RD Series 
6""-9" 


with 


STEINEN 
Draft 
Regulators 


® One Calibrated Scale 
® Push-Pull Slide Bar Control 


Steinen Draft Regulators are also 
available in Commercial 12” - 32”, 


ea 
Duo-Check for coal and for gas-fired Single Point Gate Suspension 
and fuel-less Incinerators. Steinen al- 


so manufactures Oil Burner Nozzles, One Piece Gate Construction 
Electrodes and Heating Accessories. @ Factory Pre-Set 


UL Approved 


WRITE today for illustrated 
catalog showing complete line 
of Steinen heating products. 


NEN 


“we. STEINEN MFG. CO. 


HEATING PRODUCTS DIVISION — DEPT. C-4 
43 Bruen St. « Newark 5S, New Jersey 


appointments 


(Continued ) 


was previously a sales engineer in the company’s 
Wichita office. Howell FE. Adams Jr. has joined the 
Atlanta sales office as a sales specialist in packaged 
air conditioning and heating products. He will 
handle sales of packaged units going into residences. 
offices and small commercial establishments. William 
F. Foster has joined the Phoenix office as a sales 
specialist’ in residential self-contained equip- 
ment. and will also handle equipment for residential 
and small commercial applications. 


> Jack Gore as assistant sales manager, ventila- 
tors, for Bowman Steel Corp. Mr. Gore will work 
with William Moffitt, sales manager, in the develop- 
ment of national markets. 


> 


Refrigeration Corp. supervising sales in the New 


A. S. GARVEN as a regional manager for Copeland 


England states. northern New Jersey and metropoli- 
tan New York City. Dennis J. Miller will serve 
Nebraska. Towa and parts of Wisconsin, Illinois and 
Indiana. L. Johnson. associate manager, and F, EF. 
Jernberg. regional manager. will be in charge of 
sales in the Pacific Northwest and the northern Mid- 
west states. Dale H. Bodine, formerly manager of 
educational services, will cover Ohio, Kentucky and 


Check your 
needs... 


[ | Personnel 
[ | Equipment Sales 
[ | Equipment Needs 


| | Manufacturers Agents 


[ | Lines, ete. 


Whatever your needs in any of the above classifica- 
tions . . . you can solve them quickly with a classified 
advertisement. The space rates are reasonable and 
results are quick. Closing date—the twentieth of the 
month preceding issue. 
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| 
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appointments | 


(Continued ) 


GUARANTEED 
... not for 5 years, not for 


parts of Indiana, West Virginia and Pennsylvania. 
Donald R. Macklem. formerly with the Chicago office, 


will manage the Texas. Oklahoma and western Louisi- 
ana region. 


Thomas Davenport George Moore 


> THomas Davenport and George Moore as sales 
engineers for Fraser and Johnston Co. 


» ALLAN K. Cook Co., Louisville, as heating and 
cooling coils representative in Kentucky and 
southern Indiana for the Heating & Cooling Coil 
Department of the Danville Div.. Bohn Aluminum 
& Brass Corp. Gygax Engineering & Equipment Co., 
St. Louis, will cover eastern Missouri and southern 
Illinois. 


FE! 

limited number of exclusive franchises protect our deal: 

and we assist them with many kinds of dealer helps. 5 

Vrite today to see if a franchise is open for you. We'll 

ou the details you need and want — no obligation, of cou 

Vell also be pleased to farnish complete information on c 
conditioning units for use with our heating equipment. 


CENTURY 


HEATING & VENTILATING CO. 
96 IRA AVE, =e AKRON, OHIO 


Write for Literature and Prices 


THE KIRK & BLUM MFG. CO. 
3ISOFORRER ST. + CINCINNATI 9, OHIO 
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High, efficient heat 


> Wa. Brunson as district representative covering 
Tennessee, Mississippi, Kentucky and part of Indi- 
ana for Milwaukee Electric Tool Corp. 


Bench Furnaces for soldering coppers, heat- 
treating, tempering, annealing, case-hardening 


No. 101 


A powerful, economical bench 
furnace for any carbon steel 
tool or small metal parts 
work. No blower is needed, 
hence no muffle. Johnson 
patented curved hood forces 
return blast over work. 
Equipped with bate plate, 
shut off valve and pilot light. 


Firebox 334” by 442” by 52” 
13,000 per hour 
per burner. 


Crna Wm. Brunson Lin Krause 


No. 118 Combination 


Ideal for all around shop use. 
Has 22-lb. capacity melting 
pot for soft metals such as 
Jead and babbitt. Shelf in 
rear of firebox supports and 
protects points of soldering 
coppers. Johnson patented 
curved hood. Refractory lined 
firebox 6'4” by 5” by 612” 
13,000 BTUs per hour per 
burner. Baffle plate maintains 
heat and even temperature. 


> Lin Krause, Minneapolis. as a district representa- : 
tive for Stoddard Industries. Ine. Mr. Krause will 

handle the sale of “Dust-Magnet™ electrostatic air 

filters in Minnesota and western Wisconsin. 


» 


> Bert B. Vickery Co. as a manufacturer's rep- 
resentative for Elgen Mfg. Corp. The Vickery firm 
will handle the sale of “Silent Duct” flexible duct 
connectors as well as “Ball-O-Matie™ and “Oppo- 


Write today for free Johnson Catalog 


Johnson Gas Appliance Company 
580 E Avenue NW, Cedar sie ds, lowa 


FASTER WAY 


Burns gas to Johnsom 
Since 1903 


Matic” damper hardware. 


BEVERLY 


ROA 
SHEARS 
MAKE CUTS LIKE THESE 


18 ga. metal | 
cut with | Ly: 

Model B-1 S 

Shear. 


The first ballistic missile firing nuclear- Save time, labor and material— 


pewered submarine, the George use a Beverly to make any 
Washington, built by Electric Boat cut ... straight, curved or 
Division of General Dynamics Corp., irregular in any metal. 


Groton, Conn., has utilized Stic-Klip Exctusive design 


allows work to be MODEL 

Fasteners and Adhesive with lightweight turned at any 
insulation for such vital components as angle while B-3 
; q missile tubes and acoustical equipment. cutting. Stand- with ball 
= When insulation materials require ard in the industry bearing 

iti for years. 4 models 

i a post ive, Permanen anchoring, plus capacities to %” mild. hold down. 
savings and labor, you See your Beverly Dis- Cap. 3%" 
. can't go wrong by using proven, tributor for a demonstration. Write mild; 10 
tested Stick-Klip Fasteners and Adhesive. \ for FREE illustrated cir- gauge 
cular on Beverly Stainless. 


For information and samples, or an answer to a particular ingu- 
lation problem, write us today. 


S MANUFACTURING CO., INC. 
68 Regent St., Cambridge 40, Mass, 


Distributorships “ available in protected territories 3020 W. llith STREET e CHICAGO 43. ILLINOIS 


metal cutting Shears. 
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Manufacturers’ Agents... 


We are occasionally asked by our manufacturer advertisers to suggest 
the names of manufacturers’ agents in various sections of the country whom 
they can contact in regard to representation of their residential and small 
building heating, sheet metal, and air conditioning products. 


If you would like your name listed on our records for inquiries we may 
receive on your territory, we invite you to write us. There is no charge in 
connection with this service. 


AMERICAN ARTISAN 
6 North Michigan Avenue, Chicago 2, Illinois 


BRUSHES and SCRAPERS 
For Cleaning Tubes and Flues S 
of 


Y’BOILERS © FURNACES 


Expecting A Check? 


You'll get it quicker if you gave your postal deliv- 


Whole- 
ery zone number with your address. 3S so CHIMMNEYS 
The Post Office has divided 106 cities into postal te — For WORCESTER BRUSH AND 
delivery zones to speed mail delivery. Be sure to | x Catalog Jara GS 
include zone number when writing to these cities; | && 


MASON-WORCESTER 
BRUSH CO. 
ageotaees 38 AUSTIN ST. WORCESTER 1, MASS. 


be sure to include your zone number in your return | 
address — after the city, before the state. 


. find what you need quickly 
and economically through . . . 


CLASSIFIED 
ADVERTISING 


Rates for classified advertising are 12 cents for each word including head- 
ing and address. One inch $6.00. Count seven words for keyed address. 
Minimum $2.00 for each insertion. Cash must accompany order, Closing 
date 20th of month preceding issue. 


BUSINESS OPPORTUNITY 


Heating, Cooling and Guttering shop. Has been in 


AGENTS WANTED 


n the Washington 

2 estimating and design of 

ystems for tial and small commercial 

Salary $4000.00 to $8000.00 based on 
e. Send resume to B. P. Robeson, Columbia 

ty Co., Inc., 6917 Arlington Road, Bethesda 14, 


HVAC ENGINEERS — Project Engineers and 
Ass’t. Project Engineers required by large, 
progressive contractor in Greater New York Area 
Commercial — Industrial contracting experience 
and/or design experience desirable. Permanent 
Positions, company benefits. Send resume and 
previous earnings. Address Key 1186, American 
Artisan, 6 N. Michigan Ave., Chicago 2, Ill. 


ENGINEERS, CHECKER-COORDINATOR. Experience 

in coordinating shop drawings and work of me- 
chanical building trades. Thoroughly familiar with 
detail checking. Company benefits. Permanent posi- 
tions with large, progressive contractor in Greater 
New York area. Send resume and previous earnings. 
Address Key 1187, American Artisan, 6 N. Mich 
igan Ave., Chicago 2, Ill. 
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operation 35 years in rapidly growing central IIli- 
nois town of 12,000. Priced reasonable. Reply Key 
1183, American Artisan, 6 N. Michigan Ave., Chicago 
2, Il 


7 EQUIPMENT WANTED 


Wanted: Close out lots of warm air residential heat- 

ing equipment. Write giving description and price 
to E. L. Bilek, 2025 Zollinger Road, Columbus 21, 
Ohio 


SITUATION OPEN 


Superintendent for general sheet metal shop. Middle 

west location, 100,000 population. Must be qualified 
in architectural sheet metal, mechanical sheet metal, 
and custom stainless fabrication. Give complete account 
of experience, Reply Key 1158, American Artisan, 6 
N. Michigan Ave., Chicago 2, III. 


LINES WANTED 


Manufacturer’s Representatives, long established in 

New York-New Jersey trading area, with extensive 
experience in centrifugal fan applications, seeking cen 
trifugal fan line for commercial and industrial appli 
cations. Address Key 1185, American Artisan, 6 N 
Michigan Ave., Chicago 2, Ill 


“THE WINNER'S CIRCLE” for Sales and Profits for 


you . . . when you carry a complete line of com 
petitively priced, warranted oil and gas warm-air 
furnaces and air cooling units. Many types and sizes 
Trouble-free, compact, easy-to-install units ... backed 
by years of business —— satisfied customers. Sales 
aids, literature available. New Plan offers highest 


commissions, best discounts, account protection and 
sales assistance. Write Now! List lines and territories 
in resume. Address Key 1175, American Artisan, 6 
N. Michigan Ave., Chicago 2, Ill. 


i FOR SALE 


TECHNIQUES OF DUCT WORK ESTIMATING 


Learn How the Pros Figure The Big Jobs By 
poundage-Square Footage — Linear footage — 
Fittings. This information is ordinarily very closely 
guarded and is invaluable to the progressive shop 

| or individual 

| A limited volume of copies are being printed 

Send check or money order $2.50 To 


| 
| 
| 
| 
| 
| Key 1188, 


American Artisan 
6 N. Michigan Ave 
Chicago 2, Ill. 
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BACHARACH 
S PRESSURE GAUGE 


e Body is transparent, high-strength 
plastic extrusion. 


e Scale features easy readability; made 
of white plastic, with black scale 
divisions and numerals; 1/10” W 
scale divisions. 


elndicating Fluid of 1.9 specific 
gravity permits pressure readings to 
1/10” W over entire scale on gauge 
of convenient size. Fluid is colored 
blue for visibility; is non-freezing to 
low temperature. Gauge is furnished 
filled ready for use. 

eShut-off Valves are conveniently 
opened or closed by rotation of 
knurled discs. 


eScale is adjustable up or down to 
permit direct reading of pressure. 

e Blow-over seal automatically pre- 
vents spilling of fluid when gauge 
is subjected to pressure surges in 
excess of scale range. 

e Body serves as reel for rubber hose. 


eFor convenient attachment of 
gauge to gas pipe an adjustable 
mounting clamp is available as 
optional accessory. 


Gouge supplied with 4 ft. 
rubber hose and fitting for 
fest connection, 


Govge with scale W 

$13.90 FACTORY NET 
Gouge with reversible scale 
— 0-15'' W on one side, 
and 0-8.5 ounces per sq. 
in. on other sid 


$17.80 FACTORY NET 


Ask your Jobber or write for Leaflet 830 


BACHARACH INDUSTRIAL 
INSTRUMENT COMPANY 


200 N. Braddock Ave., Pittsburgh 8, Pa. 


MODEL AV-7—AIR VANE HIGH EFFICIENCY TYPE 
For cooling and heating, four-way deflection 
with multi-shutters 


ARRO-FLO DIFFUSOR AF-20” and AF-30” 


HIGH EFFICIENCY BASE-BOARD TYPE OUT-OF-WALL 
REGISTER FOR BOTH HEATING AND COOLING PUR- 
POSES. Our distinctive Arro-Line styling blends with any sur- 


roundings, measuring only 


in height, allowing for ideal 
installation under windows. 


Write for Catalog 


GRILLE ANO 
REGISTER co. 


10740 Broadway Ave., Cleveland 25, Ohio 
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by the folio of the page on which their adver- 


tising appears. 


Advertising which appears in 


other issues is marked with an asterisk. 
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New US. savings Bonds 


now in effect 


and the Bonds you already own 
are better than ever, too! 


Now U.S. Savings Bonds are a better buy 


than ever in three important ways: 


e All Series E and H Bonds bought 
since June 1, 1959, now earn 34% 
interest when held to maturity. 


© Older Bonds will also pay more —an 
extra “2%, from June 1 on, if you 
hold them to maturity. 


@ All Series E Bonds, old or new, now 
carry an automatic extension 
privilege; they'll keep paying liberal 
interest for 10 years beyond maturity. 


Three big new dollar benefits that make 
it smart to buy new Bonds—and hang on to 
the ones you have! 


40 million Americans own Bonds 


More people than ever own Bonds today. 
There’s simply no easier, safer, more A meri- 
can way to save. 

You can buy them through the Payroll 
Savings Plan at work; you can buy them 
where you bank. Either way, your U.S. 
Savings Bonds help build a more secure 
future for you, your family, and your coun- 
try. And now they’re better than ever! 


HELP STRENGTHEN 
AMERICA’S PEACE POWEP 


SAVE WITH 
U.S. SAVINGS BONDS 


The U. S. Government does not pay for this 

advertising. The Treasury Department thanks 

The Advertising Council and this magazine for 
their patriotic donation. 


@ 
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++. Move your products in greater volume 
through consistent advertising in this 


S [ ti 
SCION . 
Rates for display space in the Service Section are $12.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 


| installation and greater customer satisfaction mean 
| larger profits. 


twentieth of the month preceding issue. 
PROVEN - the most important advance- 
designed for the betterment of the 


C9 K! forced air heating industry. 


trademark 


SOLVES THE PROBLEMS 
OF FORCED AIR HEATING! 


automatically modulates blower speeds 


Send for FREE illustrated brochure 


B NATIONAL MODULATION CO. 2730 N. Hy. 61, St. Paul 9, Minn. 


MONMOUTH 
HUMIDIFLERS 


=. 


FLOAT VALVES for 


Evaporative Coolers, Poultry 
Troughs, etc. 


Operates in 1” of water. 
DAN MOREY 


814 S. Rebertson 
los Angeles 35, Calif. 


Write for descriptive 
literature, prices and 
discounts. Effective | 


J AIR Loss 


AIR 
DISTRIBUTION 


IN 30 SECONDS 
with 
safe + fast * positive 
Kilgore 
SMOKE CANDLES 


| Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 


contro! of humidity is positively 
assured by installing Monmouth Humidifiers. Simple 


CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohie 


SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 


National Society 


HAVE A PAIR. 
for PRICE $2.50. 
and Adults net 
2023 W. Ogden Aves ' ORDER YOURS TODAY. 
Chicago 12, Ill. JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 
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SIMPLE e SAFE « SECURE 


oe 


~ 


j 


eu 


EVERYTHING YOU NEED in soundly constructed, easy-to-install double-wall air- 
insulated metal pipe for venting gas-fired heating equipment and appliances. 


BETTER SERVICE and BIG SAVINGS are effected by our large scale production 
and central location. It'll pay you handsomely to use METLVENT on all jobs. 


Large inventories at the factory and jobber stocks 
throughout the nation assure prompt deliveries. 


HART & COOLEY 
MANUFACTURING COMPANY 


500 EAST EIGHTH ST. ® HOLLAND, MICHIGAN 
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@ PARALLEL ACTION LOUVERS 
ARE ADJUSTABLE ON NO. 
821 TO DEFLECT THE AIR 
STREAM AT ANY UPWARD 
ANGLE, DOWNWARD TO 
45° 


@ SNAP-IN VALVE POSITION- 
ING HANDLE IS REMOVABLE 
TO PREVENT TAMPERING 
WITH SETTING. 


@ PIVOTED FACE BARS... 
EASILY ADJUSTABLE TO ANY 
ANGLE, PIVOTED AT FRONT 
OF FACE FOR UNIFORM AP- 
PEARANCE AT ALL ANGLES. 


@ SHALLOW DEPTH (1!3/4- 
VALVE OPEN) SUITABLE TO 
PRACTICALLY ANY DUCT 
REQUIREMENT. 


@ MULTIPLE DEFLECTION — EXACTLY AS DESIRED. 


= 


RTICAL FACE BARS .. . HORIZONTAL LOUVERS 


| 


No. 831 HORIZONTAL FACE BARS . . . VERTICAL LOUVERS 


HART & COOLEY MANUFACTURING CO. 


500 EAST EIGHTH ST. @® 


FOR BOTH 
COMMERCIAL 

AND DOMESTIC 
YEAR-AROUND 

AIR CONDITIONING 


H&C Series No. 821 and 831 registers 

have found wide-spread favor with installers 
... for two substantial reasons: 1. Though 
highly efficient and typically H&C quality, 
through and through, they are priced 
considerably below our TRIPL-AIRE commercial 
line and consequently offer worthwhile savings 
on many installations. 2. For year-around 

air conditioning, particularly where 

low sidewall registers are to be 

replaced, these registers are ideal. 

Note some of the outstanding 


features shown here. 


See your HC Jobbers 
or write for 


complete details. 


AVAILABLE in a very wide range of standard sizes. 


INDOOR COMFORT 


— 


HOLLAND, MICHIGAN 


IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 


m= sry these money-saving 
wap Airc Conditioning Registers 

| 
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The story behind this new combination unit shows 


How CENTURY’S Engineering 


The builder of 500 low-cost homes in Columbus, Ohio, 
wanted to offer year ‘round air-conditioning as standard 
equipment. To help its dealer win the contract for this 
project, Century provided a new combination unit which 
outclassed all competitive equipment. 


This special year ‘round system is a clear example of how 
Century’s engineering helps you win more heating cooling 
sales. Whether it be in a new building, remodeling or 
modernization, Century works for you all the way—to 
design and build the better equipment for home, apartment 
or commercial installations. 


The full story of the Columbus breakthrough in economical 

air-conditioning appeared in a recent contractor publication. 

Send coupon today for your free copy which gives details NEW AIR-COOLED COMPRESSOR-CONDENSER 

Ee «+. @s furnished for remote installation on the Homestead 

of the installation. 
project. Completely assembled and pre-wired at the 
factory, this simplified compressor-condenser makes cool- 
ing easier to install. The complete control panel requires 
only a supply line. 


YO U CA N co UN T O N lowa 


Rush me 5-page reprint |_| Have your sales 
of the Columbus story. representative call. 


HEATING -COOL/ING 


FOR COOPERATION 


Contractor | Wholesaler Mfgrs. Rep. 


POO 
/ 
{ 4 
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